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The skyline view through Chrysler Corp.'s new 11-squore-foot, triple-curve Control- 
tower windshield for 1958 mokes it easier for drivers to see overhead traffic signals. 
Curving three ways—into the roof as well as around both sides—the windshield 
provides increased visibility. It will be standard on all convertibles, all Imperials and 
pn all Dodge, DeSoto and Chrysler hardtops for 1958. 


Chrysler Decision Due Soon 
On Foreign-Car Tiein 


By Maynard M. Gordon 
News Editor 


peranr BEACH, Fia.— Chrysler 
Corp. will strive in the final 
quarter of the year to “nail down” 
the 20 percent of the market it has 
reached in recent months, a con- 
ident L. L. Colbert said here 
Thursday. 

Speaking at a national press 
preview of 1958 Chrysler Corp. 
cars and trucks, Colbert said he 
would seek a greater market slice 
mext year. c 
He forecast that retail sales for 
both 1957 and 1958 might hit six 
million or more. 

Colbert acknowledged that he 

ag outnumbered by pessimists as 
ar as the 1958 outlook was con- 
terned. He said that he was the 

ly optimist at a New York 
ng of executives from various 
elds two weeks ago. 

“The year 1965, when the automo- 
bile industry should be selling be- 
tween seven and eight million cars, 
and with every other industry in 
his country working at similar 


Top Cars 


New-car registrations for seven 
months, plus 15 states for August. 
1957 Pos. Make 1956 Pos. 

Ford 815,122— 2 
Chev. 973,592— 1 
Plym. 
Buick 
Olds. 
Pontiac 
Mercury 


He 
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Further details on Page 88, . 
LL 
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high levels, is coming sooner than 
we think,” Colbert said. 
= > > 


OLBERT revealed that Chrysler 
was intently studying the 
foreign-car upsurge in this country 
and was pondering “one of three 
or four courses” for a tiein similar 
to those of its competition. 

He indicated that a decision on 
this would be forthcoming at an 
early date. 

The Chrysler president said 
“most every small-car manufactur- 
ing plant in Europe is for sale,” 
but he indicated that the company 
would not make a move to import 
any foreign make before mer- 

(Continued on Page 49, Col. 3) 


NADA to Step Up 
Its Research on 
7 - 

Buying Habits 

ASHINGTON.—NADA plans to 

step up its activity in the field 
of consumer research, with special 
emphasis on determining why a 
buyer patronizes one dealer in 
preference to another, Frederick 
M. Sutter, association president, 
said last week. 

Sutter addressed the President’s 
Conference on Technical and 
Distribution Research for the 
Benefit of Small Business, The 
conference was called to aid 
small producers, wholesalers and 
retailers in using modern meth- 
ods to improve their products and 
increase sales. 

* Declaring that it is “the primary 
objective of NADA to become the 
fountainhead of information in the 
retail automotive industry,” Sutter 
said his group is especially inter- 
ested in what purehasers want 
from their dealers in terms of pre- 
delivery service, product, price, 
tradein allowances, credit and 
after-delivery service. 
, > * - 
ETAILERS are under great 
stress at present because these 
@tiestions have not been answered,” 
said. 

“The public is confused, and a 
Minority of dealers and retailers, 
by their merchandising and ad- 

(Continued on Page 4, Col. 3) 
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4,683,500 Cars Are Built 
For 4th Best Nine Months 


By Martin L. Whitmyer 
Staff Writer 


. S. CAR assemblies for the first | 


nine months of this year are 
due to add up to 4,683,500 units for 
the fourth best January-September 
output mark on record. 


Such a total would mark a 104 
percent gain over the same period 
of 1956, when the manufacturers 
rolled 4,234,771 cars from the lines, 
and follow only 1955 ‘when the 
alltime high for nine-month as- 
semblies was set), 1953 and 1950. 

The top year, 1955, saw manu- 
facturers turn out 5,992,659 cars in 
the January-September period. The 
1950 total was 4,992,104, and in 1953 
it was 4,843,554. 

> = = 

== top years in order, were 

1951, when 4,272,204 cars were 
assembled; 1956, when 4,234,771 
units were made; 1949, when 3,969,- 
621 cars rolled from the lines, and 
1952, when 3,033,366 units were 
assembled. 

In current operations, Septem- 
ber car output will total an esti- 
mated 291,000 cars. Although the 
total was depressed by extensive 
changeover operations, September 
will still mark the ninth conse- 
cutive month that 1957 output has 


Sentiment Rising 


For Area Bonus 


Check Shows 68 Pet. 
For Territory Security 


BONUS for new vehicle sales 

inside a designated territory 
was favored by 68 percent of 
franchised dealers queried in an 
Automotive News spot check last 
week. 

The check was made after the 
NADA announcement that a special 
directors’ meeting would be held 
Oct. 8 to consider a membership 
poll on the area bonus championed 
by the Authorized Dealer Survival 
Assn. 

Sentiment in the Automotive 
News survey reflected evidence 
in various states that a Jarger 
number of dealers were favoring 
a revived version of the old ter- 
ritorial security clauses in sell- 
ing agreements. 

In an extensive 1955 survey, the 
U. S. Senate’s Monroney subcom- 
mittee found that 45% percent of 
voting dealers favored a return to 
territory security, with 406 per- 

(Continued on Page 4, Col. 1) 





exceeded the corresponding 
month of 1956. 

If the 291,000 figure is attained, it 
will represent a 52.8 percent gain 
over the 190,722 cars assembled 
during September a year ago. It, 
however, will be a 63.8 percent de- 
cline from the 524,854 cars built 
during — 


eee ae operations at 
most U. S. plants, however, are 
nearing an end, and the industry 
is aiming for normal assembly op- 
erations by late October. 

Despite the fact that Buick and 
the seven Buick-Oldsmobile-Pontiac 
assembly plants were delayed a 
week in getting started on '58 out- 
put due to strikes at Fisher Body 
plants in Mansfield, O., and Marion, 
Ind., all U.S. makers are expected 
to be in full operation within the 
next few weeks. 

Ford division and Mercury went 
down for changeovers to their 1958 
lines last week, but both are ex- 
pected to be down for short periods. 

Mercury, in fact, will begin 
final assembly operations at its 

Wayne (Mich.) plant Wednesday 

(Oct, 2), or just seven work days 
from the time the plant as- 
sembled its last 57 model. 

Other Mercury plants are sched- 
uled to begin output of '58 models 
within a few days after the Wayne 
operation gets under way. Ford also 
is expected to be down for a rela- 
tively short period. 

Lincoln, Edsel, Studebaker, Pack- 
ard and American Motors already 
are producing their ‘58 lines. 

Buick originally was scheduled to 
start assembly of its ’58 lines to- 
morrow (Tuesday, Oct. 1), but due 
to the work stoppage at Mansfield, 
| will not begin assembly operations 


| until next Tuesday (Oct. 8). The 
combined Mansfield-Marion strikes 
also prevented the seven B-O-P 
plants from starting production last 
week, but officials said they were 
hopeful of having all back in opéra- 
tions by late this week. 

While the Mansfield strike was 
settled Thursday morning, union 
and management were still negoti- 
ating their differences at the 
| Marion plant, which supplies parts 
for bodies for Pontiac and Chev- 
rolet. 

= * o 
ONTIAC, Chevrolet and Oldsmo- 
bile are not scheduled to begin 
output of 58 models until next 
Monday (Oct. 7), while Cadillac is 
(Continued on Page 53, Col. 3) 


Bonus-Plan Poll 
On in Arkansas 


I ITTLE ROCK, ARK. — Dealers 

4 throughout the state are being 
polled on _ service-responsibility 
plans by the Arkansas Automobile 
Dealers Assn. 

The poll was voted after AADA 
members listened to Frederick J. 
Bell, NADA executive vice-presi- 
dent, and H. Mead Norton, Okia- 
homa City, originator of the 
Authorized Dealer Survival Assn., 
at their 23rd annual convention 
here. 

A double postcard was mailed to 
dealers, asking whether they: 

1. Favor ADSA plan. 

2. Favor NADA plan. 
3. Favor some form of service 
responsibility. 
> > > 
ABUT 66 percent of the mem- 
bers favored some kind of 
service-responsibility plan in a poll 
(Continued on Page 4, Col. 5) 





Dealers Scurry for Cars 
To Beat Cleanup Shortage 


By Robert M. Lienert 
Associate Editor 
FO many dealers the cleanup 
season presents a problem in 
buying rather than in selling, re- 
ports indicated last week. 

There just aren’t enough new 
cars on hand, these dealers say, 
and they have been scouring 
other dealerships trying to buy 
additional units for their own in- 
ventories. 

The scarcity is most noticeable 
among Ford dealers in the Midwest. 
Dealers who have attempted to 


Inside Automotive News 
Thirteen-inch wheels predicted for ’61 models. 


Page 21. 


Sales great Dick Grant dies. Page 6. 
Dealer ads offer to split bonus melon with 


buyers. Page 3. 


Sales of ’58s may set the pace for all U. S. 


business. Page 42. 


New-car and truck registrations and new-car prices, Page 34. 
Used-car auctions and trends, Pages 6 and 43. 
Production by makes, Page 53. 


purchase new cars from other 
points report they Mave had little 
success. 
> 7 a 

w[aEr would all like to buy more 

cars themselves and they 
aren't selling any to other dealers,” 
said one new-car scout last week 
in appraising Ford dealers in his 
area. 

Buying cars in outstate Michi- 
gan and in small towns in Ohio 
and Indiana is nothing new for 
one big Detroit Ford dealer. 

But, he said last week, never be- 
fore had he drawn so many blanks 
as this year. 

Two years ago, he said, he pur- 
chased over 300 new cars from 
other dealers during the cleanup 
season. 

“In the past,” he said, “we've 
been able to pick up 20 to 25 new 
cars at one dealership. 

* . 6 


“pas year, we get one at one 
dealership, two at another. 
They're not choice models, but 
they’re new cars.” 

He added that his own stocks 
this year probably wouldn’t top 
230 units when the factory goes 
down for changeover (the last 
’57 Ford was assembled this past 

(Continued on Page 6, Col. 1) 
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Output Set Back One Week... 





98 Buicks Delayed 
By Strikes at Fisher 








By Frank Gawronski 
Staff Writer 

N BIGHT-DAY strike at a 

Fisher Body stamping plant in 
Mansfield, O., has delayed by a 
week the start of production on 
1958 Buicks. 

Buick, having changed over for 
new - model produc- 
tion, was to have 
started building 1958 
cars at its Flint 
plant tomorrow 
(Oct. 1). Following 

settlement of the strike at Mans- 
field last Thursday, Edward T. 
Ragsdale, Buick general manager, 
said a shortage of parts and bodies 
would postpone the start until 
Oct. 8. 

A companion strike in another 
Fisher stamping plant at Marion, 
Ind., was still in progress at press 
time Thursday, but settlement was 
expected over the week-end, If this 
strike were prolonged, it could 
threaten production at Oldsmobile 
and Pontiac. 

Both Oldsmobile and Pontiac 
are scheduled to start produc- 
tion of '58 models on Oct, 7. A 
GM spokesman said early solu- 
tion of the Fisher strikes would 
enable them to start on schedule. 
GM’s Buick - Oldsmobile - Pontiac 

division announced that 16,000 em- 
ployes at seven assembly plants 
across the country had been laid 
off as a result of a shortage of 
stampings produced at the Fisher | 
plants. 

Most of the B-O-P workers had} 
been idled because of the change- 
over, but were to have started back 
to work last Monday (Sept. 23). 
The division said they would be re- 
called later this week. 

» > . > 
Mansfield and Marion 

strikes also affected some 3,000 
workers at the Fisher Body No. 1 
plant in Flint, which supplies 
Buick bodies. More than 28,000 em- 
ployes at Fisher Body, Buick and 
B-O-P plants were idled by the 
strikes. 

The Mansfield plant was closed 
Sept. 18, and the Marion plant, 
Sept. 19. 

GM was hit by a third strike last 
Tuesday (Sept. 24) at the Chevrolet 
transmission plant in Muncie, Ind. 
The firm produces four-speed trans- 
missions for trucks. 

About 950 employes walked out 
at the plant following a break- 
down of negotiations on local 
plant issues between the company 
and United Auto Workers Local 
499. 

Chrysler Corp. last week an- 
nounced the settlement of a two- 
week-old strike at its transmission 
and power steering plant in Indian- 
apolis. The walkout was called off 
when members of UAW Local 1226 
ratified an agreement adjusting 
work standards and settling other 
2 More Makes 
To Offer AC 

9 
peed ‘Buzzer 

FLINT.—AC Spark Plug division 
has predicted that within a year 
1% million autos will be equipped 
with the division’s “mechanical 
conscience” — the speed-alarm de- 
vice introduced on the 1957 Buick. 

The division said two other 
makes of cars will use the device 
on-.1958 models, but did not name 
the cars. 

Use of similar speed-warning de- 
vices next year by other car manu- 
facturers also was forecast by AC. 

“The ‘Safety Minder’ we built for 
Buick this year caught the interest 
of the entire automotive industry,” 
said Glen R. Fitzgerald, AC director 
of engineering and equipment sales. 

He said the sales figures for the 
1957 Buick and the other two lines 
which will carry the speed alarm 
were the basis for the prediction of 
1% million cars with the alarm in 
the next year. 

Fitzgerald called the prediction 
conservative in view of what he 
oy “an increased car-sales out- 


strike issues. Wages were not in- 
volved. 

* * cad 
EANWHILE, the UAW has 
announced an agreement with 

Ford Motor Co. to set aside pay- 
ments for workers under the sup- 
plementary unemployment benefit 
plan in Ford’s Ohio plants during 
changeover shutdowns, 

Under SUB, the company pays 
idle workers a sum in addition 
to state unemployment benefits 
to assure them up to 65 percent 
of their take-home pay. 

According to Ken Bannon, direc- 
tor of the UAW’s national Ford 
department, the agreement was 
necessary because the administra- 
tor of the Ohio Bureau of Unem- 
ployment Compensation ruled that 
two SUB plans proposed by the 
UAW and Ford were illegal. It was 
also ruled that SUB payments made 
to Ford workers by the company 
would be deducted from state un- 
employment compensation. Both the 
union and the company have chal- 
lenged the rulings in the Ohio 
courts. 

The new agreement provides that 
the trustee of the SUB program will 
set aside in a trust fund the amount 


| due each worker, Accrued benefits 


then would be paid retroactively if 
the court reverses the administra- 
tor’s decision or if a new payment 


| plan is devised. 


N FARGO, N. D., a strike of 

mechanics, parts men, helpers, 
greasers and washers at W. W. 
Wallwork Co. Inc. (Ford) has 
entered its fourth week, Although 
picketed, the firm has continued to 
operate. 

Employes of Monarch Auto Co. 
(Lincoln-Mercury), Louisville, voted 
11 to 9 against representation by 
Teamsters Local 86. Salesmen, office 
workers and supervisors were not 
eligible to vote in the election. 

In Hamilton, Ont., workers at 
Austin Motor Co., Ltd, have 
gained a 16-cent hourly wage in- 
crease, plus other improvements, 
in a contract negotiated by UAW 
Local 525. 

A joint statement by the union 
and company said the agreement, 
retroactive to Aug. 5, established a 
basic labor rate of $1.85 an hour. 


Business 
Barometer 


Auto Production — 6105 cars, 
trucks in week vs. 56,737 the year 
before. 

Business Failures — 287 in week 
vs. 262 the year before. 

Department Store S$ ai es—Un- 
changed from the year before. 

Freight Loadings—741,147 cars 
in week, a decline of 79,702 cars from 
the year before. 

Gasoline St o c k s—173,805,000 
barrels, an increase of 253,000 barrels 
in week. 

Jobless Claims—255,000 in week 
vs. 182,300 the year before. 

New-Car Registrations—3,702,- 
713 in 1957 to date vs. 3,723,857 the 
year before. 

New-Truck Registrations—524,- 
616 in 1957 to date vs. 555,217 the 
year before. 

Oil Stocks—282,096,000 barrels, a 
decline of 386,000 barrels in week. 

Steel Output—82.5 percent of es- 
timated capacity vs. 82.1 percent the 
week before. 

Used-Car Prices—$844 in Sep- 
tember to date vs. $873 in August. 

Wholesale Prices—117.8 percent 
of the 1947-49 index vs. 118.1 percent 
the week before. 

6s *@ 


Common Stocks 


Sept. Sept. 
25 18 
6% 7% 
72 75 
504%, 52% 


1957 
High 
8% 
824% 
59% 
47" 
8%’ 


Am. Motors 
Chrysler 








Colorado Dealers Elect Officers— 








Set at 180,000 


} Rebate Also Hangs 


On Lower Costs 


ETROIT.—George Romney hag 
set the sights of American Mo. 
tors on increasing sales of 1958 
models to 180,000 units and on re. 
ducing labor costs. 
If both goals are reached, he 


{| said, they could pave the way for 


a rebate to buyers of 1958s and 


“|| would serve as a blow against in- 





William Garnsey III, seated, Greeley, Colo., was elected president of the Colorado 
Automobile Dealers Assn. at the group's annual meeting in Glenwood Springs, Colo. 
Other officers, standing, from left, are Emil Arndt, Durango, vice-president; Harry 
Smoot, Denver, treasurer; Robert A. Jackson, Pueblo, secretary. Clive Bradford, Denver, 


general manager, is not pictured. 


Used-Car Guaranty Plan 
Is Launched by C.I. T. 


By Robert M, Finlay 
Editorial Director 
Avr dealers will be offered Sept. 
30, a used-car guaranty pro- 
gram by one of the large national 
sales finance firms, Universal 
C. L. T. Credit Corp. 

Success of the smaller local 
and regional firms which have 
gone into this business in the last 
few years indicates a demand by 
dealers, according to Alan G. 
Rude, president of Universal 
cL. 

Harold Bishop, former executive 
vice-president of Service Insurance 
Companies, will head Car Warranty 
Corp., the new subsidiary of C, I. T. 
Financial Corp., parent company. 

> > > 


| yeoman said the idea is to upgrade 
used-car merchandising with a 
blue-ribbon type of used car. The 
program has been qualified in all 
states except Texas, Kentucky and 
Nevada. 

It will be available to franchised, 
independent and foreign-car 
dealers. 

Cost will be $40 for the inspec- 


Curtice to Inspect 
European Plants 
Of Opel, Vauxhall 


NEW YORK.—GM President 
Harlow H. Curtice will inspect the 
German Opel plant and the British 
Vauxhall plant on his annual busi- 
ness trip to Europe. 

GM is importing these cars this 
fall for the first 
time. 

Curtice, who left 
last week, will 
spend 2% weeks 
visiting GM in- 
stallationsg in 
France, West 
Germany and 
England. 

Vauxhall and 
Opel plants are 
among GM Euro- 
pean operations 
participating in a $204,500,000 ex- 
pansion and modernization program 
announced by Curtice during his 
European trip three years ago. 

GM also has European plants in 
Belgium, Switzerland, Denmark 
and Sweden. 


North Dakota Dealers 


Hold Regional Meetings 


FARGO, N. D.—A series of re- 
gional meetings has been sponsored 
by the Automobile Dealers Assn. of 
North Dakota. First meeting was 
held in Bismarck with subsequent 
meetings in Bowman and Dickin- 
son. 

William C. Davis, national direc- 


H. H. Curtice 


the meetings. 


tion and warranty of major me- 

chanical parts for one year. Cars 
up to three years old (in some 
cases four years) are eligible for 
the program. 

If the car designated by the 
dealer fails to pass inspection, the 
dealer will pay half the fee and get 
a detailed report of work to be 
done. If the repairs are made and 
the car then qualifies, the dealer 
pays the balance of the fee. 

Eventually, the firm expects to 


warrant some 500,000 cars a year. 
> * - 


mace said that obvious misuse 
of the car will invalidate the 
warranty. However, he added, no 
unreasonable requirements will be 
placed on the owner. 


In case of claims under the 
warranty, policy is for the dealer 
who sold the car to get the re- 
pair work provided the car is in 
his area when the work is needed. 

Bishop explained the insured 
warranty will guarantee that the 
car, under normal usage, will re- 
quire no repairs or replacements in 
the engine, including block and 
head, pistons, rings, valves, oil 
pump, camshaft and crankshaft; 
standard or automatic transmis- 
sion; rear axle; clutch; power or 
standard steering; power or stand- 
ard brakes; universal joints or 
water pump. 

Automobile dealers will be able 
to obtain inspections for warran- 
ties or report claims at any of the 
more than 400 offices of Universal 
C. I. T. or directly to Car War- 
ranty Corp. 







‘| flation. 


Romney first advanced his 
plans in an “off-record” speech 
before 10,000 employes in Mil- 
waukee on Sept, 14. Most of his 
comments were printed later so 
he and other AMC spokesmen 
elaborated on the proposals last 
week, 

In the Milwaukee talk, Romney 
mentioned $100 per car as the 
amount of the rebate. An AMC 
spokesman said last week that $100 

was a suggestion and not part of 
a firm plan, 

A company spokesman said AMC 
has a 1958-model break-even point 
of 110,000 cars. The company at 
first set a sales goal of 150,000 units 
for the 1958 models. Romney later 
increased this goal to 180,000 units 
after previewing the new line to 
dealers in several cities. 

An AMC sokesman said sales 
would have to reach the 180,000 
level to make rebates possible. 
Sales of 1957 models will amount to 
about 110,000 units. - 

The spokesman would make no 
comment last week on the com- 


Hudson and Nash Names 
Dropped by AMC for ’58 


DETROIT. — American Motors 
has decided to drop the names 
Nash and Hudson for its senior 
cars with the end of the 1957 
model run, it has been learned. 

The senior cars in the 1958 
line will be named Rambler Am- 
bassadors. 








pany’s plans for establishing prices 
on 1958 models nor would he say 
what effect the rebate plan might 
have on 1958 negotiations with the 
UAW. 

* > 


* 
OMNEY said that some of 
AMC’s labor costs are above 
those of the Big Three and that 
these costs would have to be cut 
“at least to Big Three levels” to 
pave the way for rebates. 

The AMC president said he was 
leaving the next move up to the 
union. A UAW spokesman said the 
union would have no comment 
until it had received an official pro- 
posal from Romney. 

Romney said that the entire 
auto industry is faced with in- 
creased costs “which will require 
higher 1958 prices.” However, he 
said he was willing to work for a 
plan to reverse the trend and 
battle inflation. 

He said his anti-inflation plan 
was “the exact opposite” of the 
(Continued on Page 54, Col. 1) 
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Introducing Used-Car Warranty Plan— 


Aspects of Car Warranty Corp.'s new one-year guarantee plan for used cars are 
tor of the association, and George | discussed by Harold Bishop (right), president of the new C.I.T. Financial Corp. sub- 
Dixon, general manager, spoke at| sidiary, and Alan G. Rude, president of the associated Universal C.1.1. Credit Corp. 


On the chart are average amounts of various typical repairs covered by the plan. 
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Eprror’s Note: During the ill- 
ness of John O. Munn, AvutTomo- 
tive News is reprinting outstand- 
ing “Dealers Tell Me” columns of 
the past. 

a = * 

O ONE can have a logical argu- 

ment against a dealer’s cutting 
prices. Every industry and every 
trade should strive continuously to 
get their product to the public at 
the lowest possible price. To do so 
means we are expanding market 
horizons and making available our 
product to more customers. 

It has been established long ago 
that a dealer needed the current 
discount to do a good job in pre- 
paring the car for delivery and in 
servicing his owners promptly, effi- 
ciently and economically. 

He needs the discount, too, to 
cover the expenses of warehous- 
ing new cars and trading these 
cars for which he pays cash, for 
used cars and notes. He also 
needs the new-car discount to - 
absorb some of the loss of condi- 
tioning used cars. 

One must never forget our in- 
terest as dealers in the used-car 
market and used-car buyers. When 
we sell new cars at discounts or on 
long terms we are only interfering 
with the development of this great 
used-car market that is so neces- 
sary in any successful operation. 

If we have any discounts to give 
it should be to a used-car buyer. 
That market is three times as great 
as the new-car market. In fact it is 
the underlying basis of new-car 
sales. 


Rude Awakening 


Ww. CAN’T object to a price cut 
merely on the basis that it is 
a price cut. Returns now coming 
in from dealers who sell price 
rather than value should be very 


70% of Dealers 
Of N. Y. Unit Close 
Wednesday Nights 


BROOKLYN.—Seventy percent of 
its members are closing shop 
Wednesday nights, the Brooklyn & 
Long Island Automobile Dealers 
Assn. reported. , 

“Let’s not get discouraged by a 
small minority who don’t want to 
do anything to improve our posi- 
tion in the industry or their own 
status in their respective commu- 
nities,” the association urged those 
who have fallen into line. 

A Dodge dealer who closed 
Wednesday night, the association 
said, reported a customer came in 
Thursday and said “I see you were 
closed last night; finally you are 
getting smart and beginning to live 
like real businessmen.” 

The group said an Oldsmobile 
dealer reported he closed three 
deals the next day with persons 
who had shopped at firms that 
Were open. 
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Year of the Big Split... 





By John 0. Munn 


discouraging to those who have 
gone the price route. 

The methods used by volume op- 
erators to give the impression that 
they are cutting prices are fast 
losing their effectiveness. Many 
such dealerships have already 
changed hands. 

Many of them, as a last resort, 
have changed management and 
those who continue with an ex- 
clusive sales strategy of price 
cuts will find a rather rude awak- 
ening. 

Many of the cars they have sold 
on long terms will come back as 
repossessions when the balance the 
customer owes exceeds his equity. 
Such dealers will find, too, that 
they have sold themselves out of 
the market by the use of long 
terms. 

How easy it is to run through 
his original capital investment is 
evidenced by many statements that 
your columnist receives. 

” > > 
Family Disaster 


= instance, less than five years 
ago a family got together $100,- 
000 to take on a contract. The op- 
erator had had previous experi- 
ence. He made money for a few 
years. Then the infectious price 
bug got the best of him. 

He got “sales happy” until bank- 
ruptcy caught up with him. His 
$100,000 was dissipated grad:=ally. 
Of course he always floor planned 
for new cars. 

His first step in the process of 
going down the hill was to arrange 
a capital loan on his used-car in- 
ventory. This was followed by 
mortgages against his machinery 
and equipment. His depreciation re- 
serves were not set aside for re- 
placement. 

Then, in order to obtain cash, 
he failed to pay the Government 
withholding and Social Security 
payments on his employes. Ditto 
for his state unemployment tax 
as well as the sales tax. 

When he finally wound up he had 
not only lost his $100,000 invest- 
ment but, after legal fees were 
paid, there was not enough left 
over to pay the merchandise cred- 
itors. 

The $100,000 was gone and with 
it went the hopes and aspirations 
of the entire family. There was dire 
despair for everyone. 

> > > 

Opportunity Unlimited 
wi do I point this out? Simply 

to encourage other dealers to 
take a firm hold of themselves, to 
decide now to run their business 
not just as an outlet for some fac- 
tory but rather to fill honestly and 
sincerely the needs of automobile 
owners and buyers in the com- 
munity. And to do this not from 
the standpoint of new-car sales 
alone but of used cars and service. 

This case history that I have 
pointed out is not unique. In fact 
it is more general than any of us 





By John K. Teahen Jr. 
Staff Writer 
‘a a our bonus,” invited 
Heiser Ford, Milwaukee, last 
week in an advertisement that ap- 
pears to typify the thinking of 
many dealers as the 1957 model 
year draws to a close. 

For 1957 may well go into auto- 
motive annals as “the year of the 
big bonus,” taking its place 
alongside the “big blitz” of 1953 
and the “big volume” of 1955. 
Every Big Three factory except 

Imperial has a dealer or salesman 
bonus arrangement to facilitate the 
cleanup. The payments go as high 
as $200 for Chevrolet, Pontiac, 
Buick, Oldsmobile, Ford and Mer- 
cury, While Lincoln has a $250 
award. 

Many retailers are using these 
payments to get out from under 
as they advertise the wildest dis- 
counts of the year. 

* + = 
— dealers mentioned prices, 
while others, like Rick Ford, 
Cincinnati, said: “211 cars must go 
at cost, and in some instances be- 
low cost” during a four-day sale. 

Elsewhere in Cincinnati, Superior 
Chevrolet offered 48 units at cost, 
and Queen City Chevrolet said it 
would sell 300 new cars at $5 over 
the company’s cost. 

Spitzer Dodge, Little Rock, 
Ark., said it had “175 Dodges to 
go at any cost,” and Ennis Mo- 
tors, Milwaukee used a full-page, 
full-color ad to offer Chryslers, 
Imperials and Plymouths at $99 
above dealer cost. 

On the price front, Luke Motor 
Co., New Orleans, put a tag of 


On the House 


vention ... 





$1,579 on a Plymouth Plaza; Spitzer 

Motors, Miami, said Plymouth 

prices started at $1,589, and Chris 

Parker, Dallas, offered to deliver a 

Plymouth for $1,599. 
* * * 

UKE MOTOR also offered a 

Chrysler Windsor four-door 
sedan for $3,499 with TorqueFlite, 
power steering and brakes, air con- 
ditioning, radio, heater and hi-fi 
record player. 

A Ford retractable hardtop 
with automatic transmission was 
listed at $2,595 by Greensboro 
Motors, Greensboro, N, C. 

In Dallas, Horn-Williams Motor 
Co. offered Ford Custom two-door 
sedans at $1,685, while Gulf Chev- 
rolet, Corpus Christi, Tex., listed its 
price leader at $1,698. 

Mercurys were tagged at $2,148 
by Superior Motors, Inc., Dallas, 
and at $2,296 by North Florida Mo- 
tor Co., Jacksonville, In St. Louis, 
$2,045 buys a heater- equipped 





Wisconsin Asks Test 
On Area Responsibility 


MILWAUKEE. — Among the 
resolutions adopted at the con- 
vention last week of the Wiscon- 
sin Automotive Trades Assn. was 
one calling for a friendly court 
test of territory responsibility 
provisions as applied to automo- 
bile retailing contracts. 

Another resolution approved by 
the 600 attending the convention 
called for legislation by the Wis- 


consin Legislature prohibiting 
automobile sales on Sundays. 








“The automotive industry has grown as much 
through cooperation as through competition,” AMA 
President George Romney told the Institute of 
Traffic Engineers in Detroit last week, Having 
talked to Romney just prior to his ITE speech, I'm 
sure that the cooperation angle will be a major 
theme of Romney’s address before the Texas dealer 
convention this week . . . Romney also noted that, 
at the ITE’s last Detroit meeting 10 years ago, 
there were 280 traffic engineers present; last week 
over 700 engineers had registered for the con- 


Noting that the battle over sales-bonus plans 


is “getting to the name-calling stage,” the Milwaukee dealer associ- 
ation has called for dealers to form a united front. “Let’s all give 
a little,” the association urged.” Let’s get into a huddle and get 
our signals clear. We all have one thing in mind, and it doesn’t 
matter whether the play goes over center or around end, as long 


as touchdown is scored.” .. 


Murel Humphrey has been appointed general chairman of the 


Milwaukee auto show, Feb. 8-15. 


—Pere Wemuorr, Editor, 
Automotive News 





| Dealers tel me| Ads Offer Bonus Share 


Dodge, according to Ray Rixman, 
Inc. 
+ > + 
Pls’ sien of luxury-class 
autos usually shun price ads, 
but the above-mentioned North 
Florida Motor Co. broke tradition 
by describing and pricing 16 Lin- 
colns. They ranged from $4,362 to 
$5,305, depending upon series, body 
style and equipment. 

Giveaways continue to be popu- 
lar during the cleanup, Stowers 
Motors, Inc, (Buick-Chevrolet), 
Bluefield, W. Va., inserted a 
coupon in its ad and said it was 
good for a radio on any new car 
purchased 

Chevrolet buyers in Pittsburgh 
could inspect several giveaway pro- 
posals. Kelly Chevrolet, Inc., offered 
a “bonus gift of $500 cash for your 
Christmas fund,” and Kenny Ross, 
Inc., had a $350 gift certificate for 
new-car buyers. 

The premium at Murdoch Chev- 
rolet was a 21-inch color television 
set. In an earlier promotion, Mur- 
doch gave a $200 clothing certifi- 
cate, a $200 grocery certificate and 
300 gallons of gasoline with each 
new Chevrolet. 

> aa > 
100-POUND bag of potatoes 
went with each used or execu- 
tive car at Schwartzburg Chevro- 
let, Milwaukee. 

At Don Allen Chevrolet, Pitts- 
burgh, and Soerens Ford, Mil- 
waukee, ad writers played the 
same theme. Each firm ad- 
vertised, “Buy them off the 
trailer and pocket the savings.” 

It was a “Tomahawk Sale” with 
“prices scalped on 61 defenseless 
new Pontiac ponies” at Taylor 
Pontiac, Dallas. In Columbus O., 
Lex Mayers (Chevrolet) offered 
“twice as much for your car as the 
Red Book shows.” 

The offer was limited to the first 
50 customers and applied to models 
up to 1955 with the exception of 
Cadillac, Chrysler, Lincoln and 
Packard. 


At Baron Ford Sales, Clairton, 
Pa., “Krazy Daze” were in progress. 
The firm said it would “trade any- 
thing under the sun.” 

Examples: “Hard-boiled egg, 
up to $295 ... your child’s toy 
train, up to $302.99 ... a light 
that won't light, up to $300 for 
a 100-watt bulb.” 

Copy continued, “One tradein per 
purchase. Bring your title and 
wife — she may be worth a bundle. 
Portable TV given away for the 
most unusual tradein. Judge's de- 
cision final.” 





would like to believe. It is the fore-| _ 


runner of a lot more to follow un- 
less we change our methods. 

The opportunities in this busi- 
ness are better than ever before 
and they will remain at a high 
level. More people are in the 
higher income brackets. The use 
of automobiles is more essential 
to our kind of economy. 

There are more owners to serve 
than ever before. We have the most 
wonderful new cars in history to 
sell. Let us not depreciate them in 
the eyes of the public by price ap- 
peal. Let’s not use sales methods 
that totally disregard the ethics in 
business or close sales by tricking 
the unsuspecting buyer. 

Such selling abuses not only 
come home to roost but render a 
disservice that will take the trade, 
in general, a long time to live down. 

We should rather act as high- 
class merchants in our community, 
merchants who sell a plus value 
with every car sold, a car that is 
properly conditioned, a car without 
a padded price or padded finance 
charges and a car as delivered by 
us that is fully worth the price that 
the manufacturer has established. 


A ' ‘ 


Alabama Dealers 


Elect Officers— 





Shown are officers and directors elected by the Automobile Dealers Assn. of Alabama, Inc., at their annual meeting at Biloxi, 
Miss. From left, front row, are W. H. Ray (Ford), Huntsville, president; M. B. Casler (Dodge-Plymouvth), Birmingham, first vice- 
president; O. B. Miley (Buick) Sheffield, second vice-president; Roland Cooper (Chrysler-Plymouth), Camden, third vicerpresident, 
and Forrest McConnell (DeSoto-Plymouth), Montgomery, secretory-treasurer. Frank R. Broadway, Montgomery, is executive vice- 
president. Second row: Directors Charlie Morris (Hudson), Tuscumbia; G. T. Semmes (Ford), Decatur; B. A. Stockton jr. (Buick- 


GMC), Huntsville; Edgar Vickery (Ford), Winfield; Roy Holladay (Dedge-Plymouth), 


Peli City; 


P. O. Wilson (Pontiac-Cadillac}, 


Anniston; Ed Mollison (Chevrolet), Birmingham; Aubrey D. Green (Chevrolet), York; H. L. Hooper jr. (Dodge-Plymovth), Selma. 
Back row: Directors T. J. Kirven (Chevrolet), Jackson; |. C. Pendarvis (Dodge-Plymouth), Mobile; D. T. Stuart (Chrysler-Plymouth), 
Evergreen; J. L. Rouse sr. (Chrysler-Plymouth), Montgomery; J. B. Dunn (Chevrolet), Roanoke; Charles W. Sieton (Chevrolet), 
Union Springs; Judson Colley (Chevrolet-Cadillac), Troy; A. D. Walden (Ferd), Headiond, and W. S. Edwerds, Birmingham, is 
NADA director for Alaboma. Not shown are directors T. B. Brown jr. (Chevrolet-Oldsmobile), Sylocovga, and H. B. Vaughn 


(Pontiac-Cadillac}), Gadsden. 
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NADA to Consider Own Poll .. . 


Sentiment On the Rise 
For Security Bonus 


(Continued from Page 1) 


cent opposed and 139 percent 
either failing to answer or unde- 
cided. os 

a 


ena mag the Monroney ques- 
tionnaire specified in its ques- 
tion on territory security the 
pre-1950 system under which deal- 
ers were penalized for selling out- 
side designated areas. 

Automotive News asked mere- 
ly whether dealers favored a 
bonus for sales inside a pre- 
scribed 


made to ascertain opinion on the 
ADSA or NADA proposals spe- 
cifically. 

The suggestion for an NADA 
survey of membership preference 
was made by the Missouri Auto- 
mobile Dealers Assn., which urged 
that dealers be asked simply 
whether they wanted the ADSA 
plan or not. ADSA’s plan calls for 
a 5 percent overriding bonus for 
intra-territory sales. The bonus 
would be paid by the factories. 

NADA’'s program got several 
boosts in the Automotive News 
check. ADSA, the three-month-old 
area bonus lobby headquartered in 
Oklahoma City, was not mentioned 
as such. 

> > 7 
“Ww FAVOR the NADA pro- 
gram and want to see a con- 
centrated front to correct condi- 
tions in the retail automobile 
business,” a Texas Chrysler-Plym- 
outh dealer said. 

Declared a Montana General 
Motors dealer: “We certainly 
would (favor such a bonus) and ex- 
pect to support NADA'’s proposed 


program. 

“Cross-selling is very bad. Some- 
thing must be done to stop it,” said 
a@ pro-bonus Iowa Buick dealer. 

“I favor any plan that will 
compensate the dealer who serves 
the public as they expect to be 
serviced, and any laws that pre- 
vent this should be repealed im- 

, or we should change 
Congress,” said a Missouri 
r- dealer. 

Another GM dealer in Montana, 
voicing doubt that a bonus was 
the answer to cross-selling prac- 
tices, said the factories could “cor- 
rect the situation if they wanted 
to.” 

A Chicago dealer said he was 
skeptical of the prospects for im- 
proving the situation in a metro- 
politan area as the result of any 
bonus plan. 

“I would favor it,” he added, 
“only if it helped the general level 
of all auto dealers.” 

> > > 
PRO-BONUS Minnesota Ford 
dealer decried the Chevrolet- 
Ford sales contest and said legis- 
lation was needed to stabilize the 
auto industry. 

“The economy of this country is 
too greatly affected by the retail 
auto industry,” , “to let it 


in the manufacturing end of the 
business.” 

A California dealer flatly opposed 
a 


to a territory bonus put his feeling 
this way: 
“Dealers were to see it 


out one time — let’s keep 
it that way.” 


The “one time” to which he 
alluded was in 1949, when the De- 
partment of Justice ordered the 


the ground they violated antitrust 
laws. 

In the Monreney survey, 8,693 
dealers voted for a restoration of 
territory security and 7,766 dealers 
voted against it. In Oklahoma, 
where ADSA was born, the Mon- 
roney vote was 195 to 119 for ter- 
ritory security. 

e = * 

ANAGER JAMES A. GORMAN, 

whose Missouri association 
proposed the NADA membership 
poll on the ADSA plan, said he be- 
lieved that the national associa- 
tion should strive to settle the 
friction that has arisen since the 
advent of ADSA. 

“NADA’s delay on the ADSA 
movement has done NADA no 


good,” Gorman told Automotive 
News. “We are convinced that the 
factories want to find a way out of 
the cross-selling and bootlegging 
muddle even if it means some type 
of continuous bonus program. 


“Would the cost of an inside- 
the-territory bonus be more than 
growing mortality among quality 
dealers?” 

Gorman’s question was an allu- 
sion to the statement of NADA 
President Frederick M, Sutter that 
ADSA was asking for a factory 
“donation” to pay for its bonus 
scheme. 

NADA, in proposing an “in- 
fringement indemnity” area sales 
plan, called for vehicle price in- 
creases by the amount of the final 
bonus rebate. 

« + o 


UTTER and NADA Executive 

Vice-President Frederick J. Bell 
also have insisted that ADSA’s plan 
was illegal, although both counsel 
retained by ADSA and U. S. Sena- 
tor Mike Monroney have main- 
tained otherwise. 


The Missouri resolution asking 
NADA to tally membership senti- 
ment recommended that NADA 
switch over to support of ADSA’s 
plan if a simple majority of voters 
favor it and “even if doubts persist 
on the plan’s legality.” 

Meanwhile, an NADA regional 
vice-president, Massachusetts 


on the ADSA movement in a let- 
ter to Bay State dealers. 

While confirming earlier reports 
that he supported the objectives of 
the ADSA plan, Mitchell said he 
told Mead Norton that “we would 
do better, in the long run, to con- 
solidate our strength behind 
NADA.” 


Norton, chief architect of ADSA, 
also is an NADA regional vice- 
president. As such, and as NADA’s 
Oklahoma director, Norton has 
been notified of the NADA board 
meeting next week in Washington. 

> 2 . 


“-— THE light of all that is hap- 
pening,” Mitchell said, “the 
new-car dealers of this country 
have never in their history needed 
more unity of thinking and action 
than they do at this precise time.” 

Two state associations passed 
resolutions inspired by the ADSA 
situation. Northern California 
voiced confidence in NADA, but 
called for “expeditious study” of 
all plans designed to deal with 
cross-selling. Kentucky went on 
record in favor of NADA’s activi- 
ties in the field of service responsi- 
bility. 

The Northern California reso- 


ADSA national meeting last 
month in Oklahoma City. 

The Yakima (Wash.) Automobile 
Dealers Assn. exhorted NADA to 
embrace the ADSA plan. The as- 
sociation said the ADSA plan 
seemed simpler and potentially 
more effective than NADA’s pro- 


posal, 

ADSA Member Luther Riggs, 
Chrysler-Plymouth dealer in Tulsa, 
launched an ADSA “make commit- 
tee” of Chrysler Corp. dealers. 

“It is plain to see from NADA’s 
negative position,” Riggs wrote 
Chrysler dealers, “that if we are to 
receive any immediate relief in 
correcting present retail automo- 
tive merchandising, it will have to 
be brought about by the whole- 
hearted cooperation of quality 
dealers, such as yourself, who will 
lead the way in their communities 
and states.” 

Riggs said the ADSA plan is one 
“none can really find fault with.” 

ADSA Managing Director Bert 
Horner said membership was in- 
creasing at an average of one per- 
cent a day, with recent joiners in- 
cluding dealers in every section of 
the country, An all-foreign car 
dealer sent in a membership form 
last week, 





New Leaders in Minnesota— 


New officers of the Minnesota Automobile Dealers Assn. are, from left, Harris 
Borstad, Detroit Lakes, secretary; John Woodhead, Minneapolis, first vice-president; 
G. A. Graham, Winona, president; C. J. Larson, Ada, treasurer; and Harold Queenan, 


St. Paul, second vice-president. 





NADA to Spur Research 
On Car-Buying Habits 


(Continued from Page 1) 


vertising practices, are adding to 
this confusion every day.” 

Sutter continued, “I think these 
basic observations are particularly 
true of the automotive, TV and 
electrical appliance industries. 
Answers to these questions might 
well shape the entire distribution 
course for the future. 


“For trade associations, finding 
these answers should be a primary 
responsibility. All else they do will 
benefit their members little unless 
these answers are found.” 

> > > 
UTTER, a Dodge-Plymouth 
dealer in Columbus, Ind., spoke 
as an individual businessman on 
the role played by trade associa- 
tions. 

“Trade associations can help 

the 


they benefit all within the in- 
dustry.” 


Other speakers said that obtain- 
ing adequate long-term financing is 
a major problem facing small busi- 
nessmen today. 

Charles N. Kimball, president of 
Midwest Research Institute, Kansas 
City, reported on a survey indicat- 
ing that 34.5 percent of the prin- 
cipal problems confronting small 
businessmen have to do with fi- 
nance. 

On the other hand, the study 
showed, only 21.3 percent were con- 
cerned with personnel and 16.5 per- 
cent with sales. 

> > > 

YLE M. SPENCER, who heads 

Science Research Associates, 
Chicago, cited a survey indicating 
that most small businessmen are 
getting enough short-term loans at 
reasonable terms for routine busi- 
ness purposes. But, he added, there 
is a definite pinch in working 
capital needed for expansion. 

Spencer said two out of five of 
the small-company presidents 

“financ 


He said the greatest difficulty lies 
in getting intermediate or long- 


Mississippians 


Convene Nov. 3 


JACKSON, Miss.— (UTPS) —The 
16th annual convention of the 
Mississippi Automobile Dealers 
Assn. will take place Nov. 3-5 at 
the Buena Vista Hotel in Biloxi. 

A program featuring national and 
state speakers has been planned, 
according to M. B. Gavin, Lucedale, 
MADA president. Registration ap- 
plications being received by Carl 
Wallace, manager, 730 Electric 
Building, Jackson. 

Other officers include: 

Homer McLeod, Greenwood, 
Northern district vice-president; 
Earl Fyke, Jackson, Central district 
vice-president; James B. Esom, 
Southern district vice-president, and 
J. D. Wise, Hazlehurst, secretary- 
treasurer. L, Flowers Hamrick of 
Greenwood is NADA director. 


term loans of five to 10 years 
maturity. 
Loans for expansion, he added, 


“are placed in the ‘rarer-than-dia- | - 


monds’ category by most business- 
men, who typically feel they are at a 
serious disadvantage in comparison 
with larger businesses in obtaining 
such financing.” 
> * ? 

TRONG sentiment for tax relief 
was evidenced. Spencer reported 
that two-thirds of the company 
presidents felt the present tax 
structure discriminates against 
small business and urged that a 
deep rate reduction be made on 
the first $25,000 of corporate earn- 
ings. 
Many also felt tax relief should 
be provided on profits retained 
in small firms for expansion pur- 


poses. 

Spencer said the study uncovered 
firm backing for a graduated scale 
of corporate income taxes, a finding 
that was confirmed by another 
small-business survey reported on 
by J. Wilson Newman, president 
of Dun & Bradstreet. 

Newman, incidentally, said capi- 
tal for expansion, research and 
sales development “seems to be a 
general but not pressing need.” 

> > * 


C= A. COLE, president of 
the National Automotive Whole- 
salers Assn., said the existence of 
the independent jobber of automo- 
tive replacement parts is being 
threatened by the inroads into the 
market being made by auto makers, 
dealers, oil and tire companies and 
chain stores. 

He said that before World War 
II, the jobbers had around 60 per- 
cent of this automotive aftermarket 
but the percentage now is down to 
30 


Cole said the Federal Trade Com- 
mission views price concessions 
exacted by group buying organiza- 
tions formed by jobbers as illegal. 
He said denial of this defensive 
weapon makes it impossible for 
independent jobbers to compete. 


Bonus-Plan Poll 


~ ™ |Set in Arkansas 


Dealers to Cast Votes 
For NADA or ADSA 


(Continued from Page 1) 


taken by the association last June, 

At the convention, Bell told of 
NADA’s efforts in the field of serv- 
ice responsibility. 

Then Norton defended the 
ADSA plan. He said adoption of 
his proposals would mean dealer 
security and better service for 
customers. 

He said the controversial pian 
would make contracts bankable, 
improve the status of dealer by 
defining obligations to both manu- 
facturers and car owners, and pro- 
vide bonus guarantees in designated 
territories. 

“This is an eye for an eye and 
tooth for a tooth,” he said in clos- 
ing. “This is the way to correct the 
evils of bootlegging and cross- 
selling.” 

« + > 


FTER Norton’s talk, the associa- 
tion went into executive session 
for a panel discussion and question- 
and-answer period on Norton’s as- 
sertions. 
Panel members included Bell, 
Roland Hughes, NADA director for 
Arkansas; R. D. McKay, Wichita, 
NADA past president, and Col. 
James T. Phillips, chairman, Ar- 
kansas Motor Vehicle Commission, 
Sharp statements reportedly 
were exchanged at the closed ses- 
sion. 

Other convention speakers in- 
cluded Patrick J. Crowley, GM rep- 
resentative who spoke on “New 
Models in Marketing,” and Dr. Wil- 
liam H. Alexander, Oklahoma City 
pastor who is a GM staff lecturer. 


Label for Cars 
Covered by Water 
Faces Court Test 


BOSTON.—Motor Sales Co., New 
Bedford, Mass., has challenged the 
right of the New Bedford Licensing 
Board to require auto dealers to 
place labels on cars submerged in 
water during the 1954 hurricane. 

The firm filed suit in Suffolk 
Superior Court after the licensing 
board, acting on a complaint from 
a Motor Sales customer that he 
purchased a car and later found it 
had been covered with water dur- 
ing the hurricane, ordered the com- 
pany to “satisfy” the customer 
within seven days. 

Shortly after the hurricane, the 
board adopted the regulation re- 
quiring all such cars be labelled 
when they are displayed for sale. 
The suit charged “the board has 
no power to enact regulations, and 
the regulation is void and an 
illegal abuse of administrative 
authority.” 

Judge Vincent Brogna continued 
a restraining order barring the 
licensing board from revoking the 
company’s license to sell cars pend- 
ing the trial. 





Vauxhalls Arrive on West Coast— 


First shipment of Vauxhall Victors, the General Motors British-built car which will 
go on sale at Pontiac dealers, arrive at Los Angeles. The Victor, a four-door sedan 
just under 58 inches high, retains basic foreign features but offers styling and engi- 
neering. features popular in the U. S. It has a 98-inch wheelbase and an overall 


length of 166% inches. 

















nu- 
ted 


ind 
os- 
the 
SS- 


‘ia- 
ion 
on- 
as- 


ell, 
for 
ita, 
Sol. 
Ar- 
on, 


lly 


in- 
ep- 
lew 
Vil- 
rity 


Pr. 


r 


lew 
the 
jing 
. to 
| in 
‘olk 
ing 
he 
i it 
jur- 


»m- 
mer 


the 
lled 


tive 




























*,..meet us more than halfway 


on any financing problem” 


“When I bought this business 19 years ago, one of my first moves 
was to switch to CommerciAL Crepit Pian. I had worked for other 
dealers who used CoMMERCIAL CREDIT, so I knew from experience 
they would take an active interest in my account. We study 

says MR. Crark F. Spikes, ComMERCIAL CREDIT sales promotion material in our meetings, and 


Ford dealer, Mission, Texas. we push hard to close sales on our house plan. We know the dealer 
At the right is Mr. Spikes’ son, 


Clark, Jr., now a partner 
in the business. 


with full control of financing can serve his customers better and 
that means more business in the long run. In our long association, 
ComMERCIAL CrepiT has always been ready to meet us more than 


halfway on any financing problem.” 


Commercial Credit dealers 
are successful dealers 





Write or call our nearest office for complete 
information on the benefits of ComMmerciAL 
Crepir Pian. Why not do it today? 


pa 5 A service offered through subsidiaries of the 
COMME ve Te Commercial Credit Company, Baltimore . . . Capital 
“?CREDITIPLAN and Surplus over $200,000,000 . . . offices in principal 
<= = cities of the United States and Canada. 
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Extra Units... 





Dealers Caught by Car Shortage 


(Continued from Page 1) 
week-end). Normally, he said, he 
carries 400 to 600 cars into the 
changeover period. 

Another Detroit dealer said he 
had stomped Michigan and most of 
the major marketing areas between 
Gary, Ind., and Buffalo, but had 
no luck in buying. 

Detroit dealers say they have 
been visited by would-be dealer 
buyers from as far away as Mis- 


souri — dealers who are trying to 
buy ‘57 models. 
+ * * 


NE dealer said the scarcity has 

made trading of units among 
dealers a thing of the past. He ex- 
plained: 

“If you get a customer who de- 
mands a model you don’t have in 
stock, you just can’t call up a 
neighboring dealer and get it. He 
has a retail customer of his own 
for the car.” 

There are some exceptions, of 
course, but they are of unusual 
nature, as witness one swap which 
took place in Detroit last week: 

A dealer with an “up” on a 
Thunderbird cast desperately about 
town for one. He found another 
dealer willing to wholesale a T-bird 


he had in stock, but he demanded : 


TWO custom sixes in return. 
The deal was made. 
Smiled the dealer on the long 





Lincoln-Mercury 
Dealer Previews 


Slated in 5 Cities 


DETROIT.—Lincoln and Mercury 
dealers will assemble next month 
in five major American cities to 
preview 1958 Lincolns and Mer- 
curys and to meet with James J. 
Nance, general manager of the 
Lincoln and Mercury division. 

Merchandising and marketing 
plans will be outlined by Nance 
and Joseph E. Bayne, general sales 
manager. It will be Nance’s first 
talk with dealers since leaving his 
post as Ford vice-president-market- 
ing to head the new Lincoln and 
Mercury division a month ago. 

Following a meeting of Eastern 
region dealers in the Waldorf- 
Astoria Hotel in New York City 
Oct. 3, other meetings will be held 
in New Orleans, Oct. 7 for South- 
ern region dealers; San Francisco, 
Oct. 10 for Western dealers; Detroit, 
Oct. 16 for Central region dealers 
and St. Louis Oct. 18 for Midwest 
dealers. 

Previews of the cars for more 
than 15,000 salesmen will be held 
in major cities in 22 sales districts 
from coast to coast during October. 


Mr. Dealer— 


The title of “Mr. Alabama Automobile 
Dealer of 1957" was conferred on William 
S. Brewboker (Buick), right, Montgomery, 
at the annual meeting of the Automobile 
Dealers Assn. of Alabama, Inc., at Biloxi, 
Miss, The “Mr. Dealer" award, in the 
form of a plaque, is presented by Judge 
Aubrey Cates, chairman of the awards 
jury. The award is based on service to 
“industry, state and community.” 








end of the transaction, “There 
probably aren’t more than 50 Cus- 
toms in town, and they are the hot 
car now.” 
* ea + 

wr the keen competition to 

buy cars? Explained one deal- 
er: “We have a sales quota that 
runs through the first 10-day 
period of October. We don’t have a 
chance of making much money on 
it (the accompanying bonus plan 
with payments ranging from $80 to 
$200) on the amount of cars the 


Obituaries 





factory has shipped or is going to 
ship us. 

“If we can get cars from other 
dealers, our sales totals will go 
up enough that the bonus will 
amount to something pretty 
solid.” 

On the other hand, one dealer 
who is standing pat on his factory- 
supplied inventory snorted: ‘Those 
guys should be out selling instead 
of out buying. We still have one 
| hell of a lot of cars to sell before 
Nov. 6.” 





GM’s Sales Genius, 
R.H. Grant, Dies at 78 


NEW YORK.—Richard H. Grant, 
the sales genius who first pushed 
Chevrolet to the top spot in auto 
registrations, died 
here Sept. 24 in 
Roosevelt Hospi- 
tal. He was 78. 

For the record, 
Mr. Grant was a 
retired General 
Motors director 
and distribution 
vice-presi- 
dent. But in the 
minds and hearts 
of many veteran 
auto men he had 
only one title—“the greatest sales- 
man of them all.” 


He was Chevrolet general sales 
manager from 1924 to 1929, the 
period in which Chevrolet sales 
caught and passed Ford’s seem- 
ingly invincible Model T. 

This achievement drew him into 
the corporation’s hierarchy. Mr. 
Grant was GM’s distribution vice- 
president from 1929 until his retire- 
ment in January, 1944. He was 
named a director in 1934 and served 
on the board until July, 1953. 

His sales innovations were many, 
and his merchandising and distri- 
bution policies are just as sound 
today as when he inaugurated them 
30 years ago. 

He put in the nationwide stand- 
ard accounting system for Chev- 
rolet dealers, developed the zone 
and regional splitup, started na- 
tional meetings and was out- 
standing in his use of sales 
promotion in the auto industry. 
But many veterans will remem- 
ber Mr. Grant best for his sales 
slogans. Possibly the most famous 
was: “Not only sell to the dealer, 
but through the dealer.” 

His passion was selling to the 
public on the theory that a dealer 
couldn't buy cars from Chevrolet 
unless he kept his showroom 
cleared. 

Here are a few other 
isms:” 

“Carry an order blank in your 
nightshirt pocket in case you walk 
in your sleep.” 

“It’s only the hours spent in the 
presence of prospects that count.” 

“Take care of your own busi- 
ness and your competitors won’t 
have any business to take care of.” 

“Know where you’re going, who 
you're going to see and what you’re 
going to say when you get there.” 

“Plan your work and work your 
plan.” 

“The sale starts when the pros- 
pect says no.” 

“Don’t take no for the final 
answer.” 

In 1924, the year Mr. Grant took 
charge, Chevrolet sales totalled 
289,962, compared with 1,414,293 for 
the mighty Model T. Mr. Grant set 
out to close the gap and, as he did 
so, such hot-selling cars as Jewett, 
Star and Chandler began to wither 
on the vine. 

Chevrolet sales jumped 17 percent 
in 1925. Ford sales dropped and 
continued to decline for three more 
years. 

In 1926, Chevrolet sales gained 
a fabulous 43 percent. They went 
up 33 percent in 1927 and 19 per- 
cent in 1928 before reaching a 

peak of 730,053 units in 1929. 
Chevrolet sold half again as 
many cars as Ford—its nearest 
competitor—in 1927 and 1928. 

Mr. Grant left Chevrolet in 1929. 
During the next seven years the 
sales leadership changed hands 


we 


R. H. Grant 


“Grant- 


three times between Ford and 
Chevrolet. 

His most outstanding sales phil- 
osophy was: “The dealer who 
handles the used car best will al- 
ways be the leader.” 

He was a contest man. He origi- 
nated sales derbies pitting region 
against region, dealer against 
dealer, salesman against salesman. 

Mr. Grant was famous for his 
Turkey-Bean contests. Sales regions 
were broken up, dealership by deal- 
ership, for month-long competi- 
tions. When the results were in, 
dealers and salesmen met for a 
banquet. 

_ The festive board was divided 
in the middle. The winners sat 
on one side and pitched into an 
elaborate turkey dinner. Across 
from them, the losers nibbled 
beans and endured the jeers and 
gibes of the victors. 

And Chevrolet sales continued to 
climb. 

Old timers also remember Mr. 
Grant’s three-minute showroom 
demonstration in which the sales- 
man used a memorized opening 
talk. A prospect in Boston got ex- 
actly the same spiel as one in San 
Francisco. Mr. Grant felt that if he 
could train a salesman to make a 
good impression in the first three 
minutes, the road to the sale was 
greatly smoothed. 

Another of his selling ideas was 
the “block plan,” known formally 
as the “Community Plan of Sell- 
ing.” Under this system, a dealer 
split his territory into as many 
areas as he had salesmen. 

Each salesman was expected, in 
the course of a year, to call on 
every person in his area. He also 
was responsible for the sales show- 
ing in his bailiwick. 

All of these ideas and innova- 
tions were based on Mr. Grant’s 
idea that selling is a continuous 
operation. 

Mr. Grant was born in Ipswich, 

(Continued on Page 51, Col. 2) 











Sept. 25 
(Sold 177 cars out of 308 consign- 
ments.) 

BUICK—’56 Super 4-dr., $1,725* (ps). 
’55 station wagon, $1,440° (ps); 2- 
dr., $1,385* (ps), $1,300%, $1,210* 
(ps), $1,120*; 4-dr., $1,075* (ps); 
conv., $1,000. °54 Super 2-dr., $820*; 
conv., $685*. '53 4-dr., $550*. 

CADILLAC—’'56 (62) conv., $3,210* 
(ps); coupe de Ville, $2,960* (ps). 
’55 4-dr., $2,050* (ps). 

CHEVROLET—’'57 conv., $1,950*%; 2- 
dr., $1,590*. °56 coupe, $1,440*, $1,- 
340*; station wagon, $1,270*; 2-dr., 
$1,125, $1,060, $1,055*. °'55 coupe, 
$1,315*; station wagon, $1,145*, $1,- 
110; 2-dr., $1,115*, $1,000°, 2 at 
$800; 4-dr.. $850*. '54 2-dr., $690°. 
’53 coupe, $610; 4-dr., $560*, $430°. 
’52 2-dr., $335. 

CHRYSLER—’55 Windsor 4-dr., $1,- 
505* (ps); coupe, $1,230* (ps). ’54 


Windsor 2-dr., $910*. 

DeSOTO—’56 coupe, $1,760* (ps). 

DODGE—’'56 coupe, $1,525*; 4-dr., $1,- 
320*, $1,305*. '55 coupe, $1,315* (ps); 
4-dr., $900°. °54 4-dr., $700*%, °52 
4-dr., $225°*. 

FORD—’57 Fairlane conv., $2,065*; 4- 
dr., $1,760*, .$1,560*,. '56 4-dr., $1,- 
600* (ps), $1,300*,. $1,075; Victoria, 
$1,460*; station wagon, $1,510*, $1,- 
300*; conv., $1,200*; coupe, $1,435; 
2-dr., $1,000*. 55 coupe, 2 at $1,185*, 
$1,155*, $1,125*; conv., $1,140*%; 2- 
dr., $1,080, $1,015; 4-dr., $785; sta- 
tion wagon, $960*. ’54 coupe, $950* 
(ps), $670*; 4-dr.. 2 at $650°, $545; 








Lead Arkansas Dealers— 


Fred Poe, seated, left, (Chrysler-Plymouth), North Little Rock, Ark., retiring president 
of the Arkansas Automobile Dealers Assn., hands the gavel to his successor, Carl 
Welch (Oldsmobile), Pine Biuff, who was elected at the 23rd annual convention of 
the organization in Little Rock. George Benjamin, center, Little Rock, was reelected 
executive vice-president. Standing, from left, are Clyde Randall (Ford), Ft. Smith, first 
vice-president, and John M,. Critz (Chevrolet), North Little Rock, treasurer. Four 
regional vice-presidents were elected, as follows: Northwest district, Verl Hudspeth 
(Ford-Lincoln-Mercury), Harrison; northeast district, Hendrix Lackey (Chevrolet), Moun- 
tain Home; southwest district, H. E. Parker, (Chrysler), Magnolia, and southeast dis- 
trict, Walter Jennings (Chrysler-Plymouth), Little Rock. Eight new directors were also 
elected, as follows: Jimmie Jackson, (Chevrolet), Monticello; Roy Milum (Pontiac), 
Harrison; John Sain, (Chevrolet), Walnut Ridge; J. A. McCaa (Chevrolet), West 
Memphis; Rutherford Ross (Dodge), Ft. Smith; Leo Crafton (Dodge), Conway; Charles 


Wiygul (Lincoln-Mercury), Osceola, and George Crain (Ford), Ft. Smith. 


Cooperate on Traffic Plans, 


Romney Urges Industry 


By Pete Wemhoff 
Editor, Automotive News 

DETROIT.— While praising the 
automotive industry’s contributions 
to traffic safety, AMA President 
George Romney last week declared 
that the industry must intensify its 
cooperation on traffic planning. 

Speaking before the annual 
meeting of the Institute of Traf- 
fic Engineers, Romney pointed 
to the millions of dollars auto 
makers have contributed in the 
last 20 years to train traffic engi- 
neers. 

“More than 500 of the nation’s 
traffic engineers have been trained 
in schools supported by the auto 
makers through the Automotive 
Safety Foundation,” Romney said. 
The Institute of Traffic Engineers 
now has over 1,000 members from 
coast to coast. 

‘ Traffic engineers deal with the 
planning and geometric design of 
streets, highways and abutting 
lands and with traffic operation. 

Promotion of traffic safety has 
been the biggest single cooperative 
effort of the auto industry, Rom- 


Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


2 at $675*, $550°. ‘53 4-dr., 
$450*; 2-dr., $415, $400°. ‘52 2-dr., 
$440*, $275, $265, $125 (police). 

MERCURY—’57 station wagon, $2,620* 
(ps). ’56 coupe, $1,600*; Phaeton, 2 
at $1,550*. °55 coupe, $1,285*, $1,- 
110*, 2 at $950°; 4-dr., $1,165*, $1,- 
030°. °54 4-dr., $780*,. ‘53 station 
wagon, $830*, °52 2-dr., $170*. ‘51 
coupe, $141. 

NASH—’'56 4-dr., 
$210. 

OLDSMOBILE—’56 4-dr. Hardtop, $2,- 
110* (ps); Holiday, $1,975* (ps), $1,- 
875* (ps), $1,180* (ps); coupe, $1,- 
875*; 2-dr., $1,490*, $1,465*, $1,350°. 
’55 4-dr., $1,630* (ps), $1,480° (ps), 
$1,350*, $1,330* (ps), $1,320*, $1,- 
250°; coupe, $1,450°; 2-dr., $1,435°. 
"52 coupe, $570*. 

PACKARD—’'55 4-dr., $1,250* (ps). 
"54 4-dr., $870*. 

PLYMOUTH—’56 4-dr., $1,115, $960. 
’55 4-dr., $975*, $815*, $650, $610; 
2-dr., $840*, $835*. °54 Suburban, 
$620, $580; 4-dr., $490, $460. °51 
4-dr., $150. 

PONTIAC—’55 4-dr., $1,155*, $1,105*; 
coupe, $1,150*, $1,140*; 2-dr., $1,- 
100*. °54 coupe, $1,000*. $890*; 2- 
dr., $700*; 4-dr., $710*, ‘53 2-dr., 
$500*. 


2-dr., 


$1,300°, ‘52 4-dr., 


RAMBLER—’ 57 sedan, $1,350*. 

STUDEBAKER—’54 coupe, $275. 

MISCELLANEOUS—’57 Volkswagen 2- 
dr., $1,700, $1,645. '56 GMC %-ton 
pickup, $1,050*; Volkswagen 2-dr., 
$1,465, $1,400, 2 at $1,375. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on Pages 43, 44, 45, 46, 47. 





ney said, “but we must intensify 
our efforts if the problems of traffic 
congestion are to be licked.” 

The huge U. S. public roads pro- 
gram, covering the next 15 years, 
is really needed today in its entire- 
ty, not 15 years from now, Romney 
declared. 

“Traffic congestion will get 
worse before it gets better,” he 
said, “and we must break bottle- 
necks now.” 

Although he said some national 
planners want to hold up the good- 
roads program until “they've com- 
pleted their plans for a Utopia,” 
Romney pointed out that he did not 
mean planners are completely 

wrong. 

“It’s better to have a bad plan 
than no plan at all,” he empha- 
sized. 

Romney praised the 500 traffic 
engineers attending the AMA- 
sponsored luncheon for the “mira- 
cles of ingenuity in handling to- 
day’s tremendous volume of vehicle 
traffic on outmoded streets and 
highways laid out in the horse-and- 
buggy age.” 

“The volume of motor-vehicle 
traffic in this country has more 
than doubled in the last decade, 
outpacing by leaps and bounds 
the expansion of the physical fa- 
cilities needed to carry it,” he 
said. 

Romney, who also is president of 
American Motors Corp., declared: 
“Through these last 10 years, I am 
sure you engineers often have felt 
that as you solved one traffic prob- 

lem you only created three more. 

“And, probably, you felt that 
most of your problems were being 
created right here in Detroit by a 
lot of awfully busy automobile 
plants producing the ever larger 
number of cars Americans need. 

“From the beginning, the best 
minds have underestimated auto- 
mobile use and ownership. Perhaps 
with master planning we might 
have better and more rigid plans, 
but not the economic development 
and personal satisfaction that has 
come from widespread use of auto- 
mobiles. 

“It surely has been driven 
home to us in our own time that 
free competition and cooperation 
have. produced superior results, 
if not superior plans. 


“Master planning by master 
minds cannot compete with people 
free to apply their unfettered 
imagination and ingenuity to the 


solution of new problems as they |! 


occur,” 
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The ‘‘incentive’’ 
way 





..- SO there can be no misunderstanding about 


ADSA’S SIMPLE - LE 


GAL - FAIR “PLAN” 


SIMPLE ¢ FAIR LEGAL ¢ SIMPLE 


OWNER ASSURANCE SERVICE PLAN 


1 Manufacturer to designate area of sales and service 
responsibility to each authorized dealer. 


2 Authorized dealer assume the responsibility of providing 
adequate capital, premises, personnel, parts stock, tools 
and machinery to assure owners of all cars or trucks of 
the make he represents proper and satisfactory service. 


Manufacturer agrees to pay dealer an overriding 
bonus of 5% of the factory list price for all new 
cars and/or trucks sold by dealer to residents of, 
and that will be in general use in the area manu- 
facturer has specifically designated to the dealer 
as his responsibility for the development of sales 
and providing service. 


Overriding bonus to be paid at regular intervals upon 
the dealer furnishing affidavit listing the names and 
addresses of persons or firms to whom new cars and/or 
trucks were sold by him within the area designated to him 
as his responsibility by the manufacturer. 


e SIMPLE -¢ FAIR LEGAL @ SIMPLE 





YES, THIS PLAN WILL x x 


Kk KELIMINATE BOOTLEGGING because the Authorized Dealer who sold the vehicle 
out of his area would receive no bonus, thereby giving the Dealer into whose 
area it came for resale a 5% advantage over the bootlegger (see ‘‘Plan,"’ #3). 


%& ke CONTROL CROSS-SELLING, BIRDDOGGING AND REFERRALS . . . a brother Dealer 
from any prescribed area could hardly afford to invade another Dealer's com- 
munity when the local Dealer has a 5% price advantage (see “Plan,” #3). 


%& PUT A STOP TO MUCH OF THE WILD, MISLEADING and gimmick advertising now 
being carried on by a few Authorized Dealers which is causing confusion in 
the customer's mind and distrust of Dealers everywhere, because this type of 
merchandising is dependent largely on sales made to residents outside of the 
advertiser's own community so automatically he is at a 5% disadvantage. 


te MAKE IT POSSIBLE FOR THE QUALITY DEALER to recruit and maintain a hard- 
working sales force to go out and work to create sales and make a decent 
living by not losing those “created sales" to the “house sale" and “‘gimmick" 
Dealer in a neighboring town who is at a 5% disadvantage. (It's simple. See 
“Plan,” #3.) 


Se wrINCREASE SALES FOR THE FACTORIES. Their Sales Departments can help train 
Dealers’ salesmen how to sell their products in their own community on their 
merit, styling, acceptance and other advantages, and not be an order-taker 


for price alone . . . ethical salesmen who can again take pride in their pro- 
fession of selling automobiles and build up a following for repeat business on 
the product. 


Wek BUILD AND HOLD CUSTOMER CONFIDENCE in the product and in the selling 
Dealer because the Dealer will be meeting his obligation to the factory and to 
the owner (see ‘‘Plan,"" #2) by providing proper facilities for servicing the 
vehicle throughout its life. 


Sek BE FAIR TO THE QUALITY AUTHORIZED DEALER because he will be rewarded 
for developing sales and providing proper service in his designated area. 
HKIKFAIR to the factory because they will be assured of proper representation 
and the developing of sales in the particular Dealer's area. yyykFAIR to the 
owner because he will be assured of better service at no extra cost to him. 


Sexe BE SIMPLE FOR THE FACTORIES TO IMPLEMENT because it can be included in 
their present selling agreements in lieu of the many bonuses and rebates they 
now have. 


Heke PROVIDE A SIMPLE WAY FOR THE FACTORIES to police because, whether he be 
a metropolitan Dealer or a small town Dealer, only he, the selling Dealer, will 
make claim for the bonus on the vehicle he sells in his prescribed area (see 
“Plan,” 34). 


THE LEGALITY OF THE ‘‘PLAN" has been definitely established by competent authori- 
ties after lengthy research. Further, right now manufacturers are paying bonuses (in 
various amounts, both on wholesale parts and new vehicles), even in Texas, to 
Dealers in certain described or identified communities. - 


Since you nou undertiand--join “ud today! 


TYPES OF AFFILIATION 
ADVANCE MEMBERSHIP—Any Authorized new car or truck Dealer or group of Authorized Dealers believing in 
and adopting the principles of ADSA. Minimum dues $100.00. 


ASSOCIATE MEMBERSHIP—Same qualifications as Advance Membership for Dealers who desire to pay Member- 
ship monthly. Minimum payment with application $10.00. Balance monthly. 


ENDORSING GROUP MEMBERSHIP—Same qualifications as Advance Membership. Provided for community group 
Dealers or for regular City, District or State Associations. Minimum dues $12.00 per 
Dealer. 


WHEN THE OWNER ASSURANCE SERVICE PLAN or a similar “Plan” accomplishing the same purpose is effected 
by the Factories and our victory is achieved, any unused funds will be refunded to members on a pro-rata basis. 


Make All Checks Payable and Address all Communications to 


AUTHORIZED DEALER SURVIVAL ASSN. 


tacerporated 





jy 
Post Office Box 281 Oklahoma City 1, Okiachoma Y Y 





AUTHORIZED DEALER SURVIVAL ASSOCIATION, Inc. 
P. O. Box 281 Okiahome City 1, Okla. 


Number me as another Authorized Dealer who wants to Survive, maintain self-respect, dignity, 
and render service to my owners, factory and community. 
Send me more information [7] 


| wish to subscribe to: []] ADVANCE MEMBERSHIP—Check enclosed for $ 
[I] ASSOCIATE MEMBERSHIP—Iin the amount of $————__; 
check enclosed for $—___ , balance will be paid in 


ieee tates . monthly payments. 
[] ENDORSING GROUP MEMBERSHIP—Our check for $~$_ 


covers__._.___ Dealers. 
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Based on Gross Profit . . . 





New Sales Pay Plan 
Applauded in Indiana 


INDIANAPOLIS. — “Some _ prob- 
lems of the retail automobile busi- 
ness are more subject to remedy by 
the trade itself than are others, and 
methods of compensating salesmen 
are among them,” the Business 
Management Service of the Auto- 
mobile Dealers Assn. of Indiana 
said in a bulletin to members. 

The bulletin was signed by 
Herman Schaefer, executive vice- 
president of the dealer associa- 
tion. 


He told his members, “The old 
method of compensating a sales- 
man a fixed amount per sale plus 
a percentage of the cash difference 
has, in this highly competitive 
market, tended to spoil the oppor- 
tunities for both salesmen and 
dealers alike.” 

According to Schaefer, this is 
because this method has pitted the 


Chicago Dealers 
Seek Writ to Bar 


Tax on Tradeins 


CHICAGO —An injunction re- 
straining the State from collecting 
use taxes on tradeins will be sought 
by the Chicago Automobile Trade 
Assn., according to Don Mullery, 
president. 


The CATA wants the [Illinois 
Supreme Court to exempt tradein 
property from the tax. 

Mullery said dealers attending 
three sectional meetings approved 
the decision to seek the court writ 
and expressed a willingness to 
remit use taxes under protest until 
a verdict is given. 

“Forms will be sent to each 
dealer to give him the opportunity 
to join the suit and pay the use 
tax under protest,” Mullery added. 


150,000 May See 
; : 
Philadelphia Show 

PHILADELPHIA.—The Philadel- 
phia Automobile Trade Assn. ex- 
pects 150,000 at the Greater 
Philadelphia Auto Show which 
opens Nov. 16 at Convention Hall. 

All American 1958 autos will 
make their bow on national and 
local television programs. It will be 
the first auto show sponsored by 
the PATA since 1949. 

In addition to American and 
foreign cars, commercial vehicles 
and trailers, the show will feature 
displays of tires, batteries, seat 
covers and other auto accessories, 
automatic garage-door equipment, 
insurance and finance company 
services and other allied items. 


salesman against the dealer and 
depressed profits to such an extent 
that there no longer is a reasonable 
opportunity for profit for either 
dealers or salesmen, 

It has put the salesman on the 
side of the customer and against 
the dealer, he said, because the 
salesman’s income “ig affected not 
at all or only slightly by price cut- 
ting.” : 

Schaefer continued, “Many 
dealers in Indiana and across the 
nation, who have abandoned this 
method of compensation, have 
succeeded in getting the sales- 
men on their side to preserve the 
gross in selling prices. 

“At the same time, their new 
methods provide new and enduring 
inspiration to salesmen.” 

The message included profit- 
analysis forms which showed how 
some dealers now are computing 
salesmen’s commissions. 


One method is to give the sales- 


man a percentage of the gross 
profit after selling expense and the 
tradein have been disposed of. In 
addition there is a “profit-sharing 
bonus” which is a percentage of the 
gross profit in excess of 10 percent 
of the new-car selling price. 
Schaefer said many dealers are 
providing drawing accounts of 
$50 or $75 a week, In some cases, 
about 20 percent of the draw is 
considered pay for helping with 
ads, mailing postcards and gen- 
erally following the instructions 
of the boss on institutional work. 

The balance is an advance 
against commissions, Demonstra- 
tors, including gasoline, also are 
commonly provided for salesmen 
working on such a plan, Schaefer 
said. 

“In some cases,” he continued, 
“dealers treat this advance as a 
guaranteed monthly earning and 
do not require salesmen to make up 
any deficiency in subsequent 
months. 

“If a salesman makes more than 
his draw, the dealer pays him, But 
if he makes less than his draw, the 
books are closed at the end of the 


month, and he starts the next 


month with a clean slate.” 


Schaefer quoted a dealer as 


saying: “The fear of unioniza- 
tion of salesmen due to the intro- 
duction of this new and better 
plan is simply unfounded. 
“Certainly this method, which 
gives a salesman a part of the 
gross that he has helped to pre- 
serve and which has, in my ex- 


perience, increased his effectiveness 
and earnings, is more agreeable to 
salesmen than the limited pos- 
sibilities in the old method. 

“Actually, once salesmen become 
accustomed to it, they won't go 
back to the old methods.” 





Army Accepts "Mechanical Mule’— 

A displaced Army mule meets three Army generals and general manager of Willys 
Motors, Inc., over the Army's new “Mechanical Mule." The gas-burning model went 
into production at the Willys plant in Toledo after it was formally accepted by the 


Army. From left are Lt. Gen. E. L. Cummings, Washington, chief of Army Ordnance; 


Steve Girard, Willy's general manager; Maj. Gen. Nelson M. Lynde jr., commander of 


the Ordnance Tank-Automotive Command, Detroit, and Maj. Gen. Thomas L. Sherburne 


jr-, commander, 101st Airborne Division, Fort Campbell, Ky. 








Universal CIT Cites Dealers— 





Twenty-three dealers who donated driver-training cars to high schools were cited 
by Universal C.I.T. Credit Corp. during the convention of the Arkansas Automobile 
Dealers Assn. From left are Bruce Replogle, Universal C.I.T, vice-president who pre- 
sented the awards; Searcy Wilcoxon (Chevrolet), Hamburg; Carl F. Lucky (Chevrolet), 
McGehee; Russell Phillips (Ford), Blytheville; W. E. Bale (Chevrolet), Little Rock, and 
Dene Hook (Ford), Newport. Others receiving the award were E. E. Cowling (Dodge), 
Ashdown; Agee Ball (Chevrolet), Ashdown; Ray Harp (Chevrolet), Bonneville; A. F. 
Million (Ford), Pocahontas; V. F. Clark (Chevrolet), Clarksville; W. D. Polk (Chevrolet), 
Corning; E. R. Locke (Chevrolet), Crossett; F. E. Stephenson, jr. (Ford), DeWitt; M. F. 


Peterson (Ford), 
Harrison; J. J. 


Dumas; Mose Smith (Chevrolet), Ft. Smith; Verl Hudspeth (Ford), 
Neal (Ford), Hampton; E. 


P. Young (Chevrolet), Hope; John Bale 


(Chevrolet), Little Rock; W. J. Bolton (Chevrolet), Marked Tree; George Crain (Ford), 
Siloam Springs; Oliver Dreyer (Ford), Texarkana, and A. C. Huckelbury (Ford), Van 


Buren. 





La. Dealers Take Issue 
With Curtice on Bootlegging 


NEW ORLEANS. — The Louisi- 
ana Automobile Dealers Assn. has 
indicated it isn’t satisfied with GM 
President Harlow H Curtice’s view 
that nothing can be done by auto 
manufacturers under existing laws 
to halt bootlegging. 

The LADA had asked the Big 
Three to take “positive action” to 

halt bootlegging and cross-sell- 
ing. 

In answer to a June reply from 
Curtice, LADA Manager-Director 
John O. Hofbauer said last week 
after a summer recess: 

“We believe you were sincere in 
this statement (auto dealers can do 
nothing to halt bootlegging), but 
because of conditions existing right 
under our noses, We wonder if you 
are cognizant of what is going on 
at our level.” 

As an example, Hofbauer said, 
the Chevrolet dealer in Slidell, La., 
a town of 6,000, sold about 1,000 
cars in 1956. 

“It is a well-known fact that a 
large percentage of these cars 
were sold off a used car lot in the 
city of New Orleans,” he said. 
“We can provide you with similar 
data on several other of your 
dealers in our area.” 

Hofbauer continued: 

“Our officers and members sin- 
cerely believe that you and your 
executives wish to preserve the 
present franchise system of selling 
new cars; yet, if the majority of 
dealers become bankrupt, while a 
few volume dealers make money on 
the sales potential of the dealers of 
outlying towns, then there will 
have to be a different means of 
selling and servicing new cars 
either through factory branch 
stores or supermarket merchandis- 
ing, and dealers doubt that such 
can satisfy the public. 

“We again wish to say we will 

welcome an opportunity 
to sit down with you or your per- 
sonal representative to go into 
these matters further.” 

In his letter to Hofbauer, Curtice 
pointed out that for many years 
GM sales agreements incorporated 
a clause to discourage bootlegging. 

But the clause was reluctantly 
eliminated in 1949, he continued, 
because of judicial and legal inter- 


Florida Dealers 
Convene Oct. 20 


MIAMI.—Senator George Smath- 
ers, Florida Democrat, and NADA 
President Frederick M. Sutter top 
the list of speakers for the annual 
convention of the Florida Automo- 
bile Dealers Assn. in Miami Beach 
Oct. 20-22. 


Exhibits of automotive equipment 


and dealer meetings sponsored by| . 


auto makers will highlight the 
three-day gathering. 

Other speakers include the Rev. 
Hubert A. White; Charles E. Cul- 
len, sales authority, and Dr. 
Charles Allen, Georgia pastor. 


pretation of the antitrust laws. 
“We are informed,” he added, 

“that the Department (Justice) 

advised one automobile manufac- 
turer to remove such provisions 
from the company’s dealer selling 
agreements or face action under 
the antitrust laws.” 

Curtice then pointed out that the 
Justice Department also dis- 
approved GM’s “buy-back” pro- 
gram in 1954, whereby a dealer 
could sel] to the factory at invoice 
cost any cars he was unable to 
retail. 


°58 Porsche Line 
Adds Convertible 
Hardtop Model 


STUTTGART, Germany.—A con- 
vertible with removable hardtop 
has been added to the 1958 line of 
Porsche cars, it was announced by 
Ferry Porsche, owner and general 
manager of the sports car firm in 
Zuffenhausen near here. 

The new hardtop model also has 
a conventional convertible top for 
warmer climate, large rear win- 
dows and no-draft wings in door 
windows. 

Porsche said the shift lever has 
been moved back for easier and 
faster shifting and shift movements 
have been shortened. 

Safety features include new door 
locks and handles, and for those 
who want safety belts, Porsche said 
the chassis floor will be reinforced 
to stand possible maximum strain. 

New seats have been designed to 
eliminate spinal discomfiture, 
Porsche said. The seats were the 
result of research by medical men 
engaged after some drivers of 
sports cars complained that the 
seats were uncomfortable. Electric 
gasoline heaters also are available. 

The 1958 models have a new Ross 
steering, a new clutch providing 
more torque and requiring less 
footpower and tailpipes leading 
through the rear bumper guards. 

A 1.6 liter engine has been added 
and both it and the 1.3 liter “Dame” 
have dual downdraft Zenith car- 
buretors for better idling, smoother 
pickup and more torque at lower 


revolutions, Porsche said. 
> = * 





Darts Determine 
Spaces in Upper 
Midwest Show 


MINNEAPOLIS.—Sixteen dealerg 
in charge of line exhibits and a like 
number of zone office representa- 
tives met here to draw space for 
the coming Upper Midwest Auto 
Show at the municipal] auditorium 
Jan, 3-12, 1958. 


A novel method of space alloca- 
tion was used this year. Line rep- 
resentatives threw darts at balloons 
in which section numbers repre- 
senting space locations on a master 
chart were pre-inserted. 


Max Winter is producer and 
general manager of the show. The 
executive committee consists of 
Manford R. Anderson, Anderson 
Motor Co. (Dodge-Plymouth); H. 
B., Brellenthin, Brellenthin Chevro- 
let Co.; E. William Boyer, Boyer- 
Gilfillan Co. (Ford); Rudy Luther, 
Hansord Pontiac Co, and president 
of the Minneapolis Automobile 
Dealers Assn., show sponsor; John 
R. Scheefe, Swanberg & Scheefe 
Co. (Buick), and H. E. Warren, 
Warren-Cadillac, Inc. 


Many new features will be in- 
corporated in the 1958 show, in- 
cluding foreign makes, antique cars, 
famous racing cars, exceptional ex- 
amples of hot rods and custom cars, 
a special competition for “home- 
made” cars and exhibits of acces- 
sories, automotive parts and allied 
equipment. 

Meanwhile, in St. Paul it was 
reported by W. N. Whitaker, St. 
Paul Buick, chairman of the St. 
Paul Auto Show, that more than 
one-third of the available exhibit 
space of the 1958 show has been 
sold. The event will be held Nov. 
27-Dec. 1 in the St. Paul Auditor- 
ium. Sponsor is the St. Paul Associ- 
ated Automobile Dealers, which 
drew lots for space assignment last 
week. 

The new cars will be shown in 14 
spaces, one for each make. A total 
of 27 St. Paul new-car dealers will 
be participating. 

This is the first auto show to be 
held in St. Paul in 22 years. The 
St. Paul show will be presenting 
all the new cars six weeks prior to 
any other show in the middle west, 
according to William H, Whitney, 
East Side Motor Sales, Inc. (Ford), 
president of the dealer association. 

A number of special attractions 
are being lined up, Whitney said, 
including displays of sport cars, 
antique cars, race cars and factory 
“dream” cars. 


Body Engineers 


Schedule Parley 


DETROIT.— The 12th annual 
technical convention of the Ameri- 
can Society of Body Engineers will 
be held in the Rackham Memorial 
Building here Oct. 23-25. 

The program will include discus- 
sions of problems encountered in 
the product planning and evalua- 
tion of new automotive products, 
according to James W. Robb, of 
Ford Motor Co., who is general 
chairman for the convention. 

Assisting Robb are Wesley E. 
Ravell, Aero-Detroit, Inc.; Charles 
B. Green, Creative Industries; Rus- 
sell M. Cooper and Sigmund 
Konopka, Chrysler Corp.; Edgar 
Auger, Edmund Browalski and 
Richard Nordrum, Ford Motor Co.; 
Clayton E. Anderson, George D. 
Legge, William T. Langridge and 
Geoffrey Waterworth, Fisher Body; 
John E. Lane, Fastex division of 
Illinois Tool Co.; William L, Clou- 
tier, Brown Rubber Co.; John Wal- 
ter, John Walter Co., and Harold 
A. Vots, Paramount Engineering. 





Newcomer in Porsche Family— 
Newest addition to the Porsche line of sports cars for 1958 is this convertible 


hardtop. The model 
new features. 


also has a conventional 


convertible top and many other 
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make magazine “must"' reading 


: among America’s fleet market buyers! 
: The 40,000 plus readers subscribing to Fleet Owner With such a dynamic editorial program it’s no wonder 


(greatest paying audience ever for a fleet publication) that more and more manufacturers of automotive prod- 
have been won and held through this magazine’s con-_ ucts are using the advertising pages of Fleet Owner to 
of sistent editorial leadership. sell more goods to more fleet market buyers. 
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NADA Poll on ADSA Plan | 
May Heal Breach | 


proms pny sign in the NADA-ADSA situation is word 
from NADA that a special meeting of directors on Oct. | 
8, will consider a proposal that NADA poll its membership | 
on the ADSA plan. , 
This action may heal the breach among dealers, which | 
appears to be widening and in some cases dipping into the 
area of personal mudslinging. 

Certainly there is no place here for personality clashes or 
for fusty stubborness. 

Let us not forget that NADA did a terrific job in pro- 
moting a new atmosphere of harmony between factories and 
dealers. But let us at the same time concede that NADA, as 
an organization, holds no monopoly on ideas of benefit to 
dealers. 

Our hat is off to the Missouri dealers association for pro- 
posing the NADA poll. There has been so much interest in 
the plan that all dealers should have the opportunity to vote 
on it. 

To refresh the memories of dealers, these are the pro- 
visions of the ADSA plan: 

1. Manufacturer to designate area of sales and service 
responsibility to each authorized dealer. 

2. Authorized dealer assumes the responsibility of pro- 
viding adequate capital, premises, personnel, parts stock, 
tools and machinery to assure owners of all cars or trucks 
of the make he represents proper and satisfactory service. 

3. Manufacturer agrees to pay dealer an overriding 
bonus of 5 percent of the factory list price for all new 
ears and/or trucks sold by dealer to residents of, and that 
will be in general use in the area manufacturer has spe- 
cifically designated to the dealer as his responsibility for 
the development of sales and providing service. 

4. Overriding bonus to be paid at regular intervals upon 
the dealer furnishing affidavit listing the names and ad- 
dresses of persons or firms to whom new cars and/or trucks 
were sold by him within the area designated to him as his 
responsibility by the manufacturer. 
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Events 


Dealer Conventions 


Oct. 1-3—New Jersey Automotive Trade 
fae, Chalfonte-Haddon Hall, Atlantic 

ity, 

Oct. 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas. 

oF. 20-2i—Oklahoma Auto Dealers Assn., 
ulsa, 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach, 

Nov, 2-4—Texas Independent Automobile 
Dealers Assn., Inc., 13th Annual Con- 
vention, Commodore Perry Hotel, 
Austin. 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, 

Nov. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford, 

Nov. 10-12 — Ohio Automobile Deslers 
Assn., The Neil House, Columbus. 

Nov. 24-26—National Independent Auto- 
mobile Dealers Assn., Washington, D. C. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 










Jan. 11-15—National Automobile Dealers 
Assn. Roney Plaza Hotel, Miami Beach. 

Apr. 10-Il—Illinois Automotive Trade 
Assn., Springfield, Ill. 

May 11-14—36th annual convention, Auto- 


motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C. 
May 12-13—Pennsylvania Automotive Assn., 
Hadden Hali Hotel, Atlantic City, N. J. 
* * * 


Auto Shows 


OF. 3-13—Paris Auto Show, Grand Palais, 

aris. 

Oct. 5-2i—4Ist Southwestern Auto Show, 
State Fair of Texas, Dallas. 

Oct. 16-26—42nd International Motor Show, 
Earls Court, London. 

Oct. 30-Nov. 10—International Automobile 
Show, Turin, Italy. 

Nov. 14-23—San Mateo Auto Show, Hills- 
dale Shopping Center, San Mateo, Calif. 

Nov. 14-24—Los Angeles International Au- 
tomobile Show, Pan Pacific Auditorium, 
Los Angeles. 

Nov. 16-23 — Philadelphia Auto Show, 
Convention Hall, Philadelphia. 

Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov. 27-Dec. 1—St. Paul Automobile Show, 
Auditorium, St, Paul. 

Nov. 29-Dec. 8—San Francisco Auto Show, 
Cow Palace, San Francisco. 

Nov. 30-Dec. 8—Boston Auto Show. Bos- 


ton. 





Dec. 1419 — Miami Automobile Show, 
Dinner Key Auditorium, Miami. 
Jan. 3-11 — Upper Midwest Auto Show, 


Municipal Auditorium, Minneapolis, 
Jan. 411—Buffalo Auto 

Avenue Armory, Buffalo. 
Jan. 412 — Chicago Auto Show, Inter- 

actions Amphitheatre, Chicago. 


Show, Masten 


Letterbox 


Jan. 1f-19—National Capita, Area Auto 
Show, D. C. National Guard Armory, 
Washington. 


Jan. 17-24—Sen Antonio Auto Show, Bexar 
County Coliseum, San Antonio. 


Jan. 17-23 — Indianapolis Automobile 
Show, Manufacturers Bidg.. State Fair 
Grounds, Indianapolis 

Jan. 


18-25—Pittsburgh Automobile Show, 

Hunt National Guard Armory, Pitts- 
burgh, Pa. 

Jan. 18-26—Cincinnati 
and South Wings, 


Philadelphia’s Bid 

The item titled “Los Angeles Bids 
for First Show” appearing in your 
Sept. 9 issue credited St. Louis 
with the first previously announced 
exhibition of '58 cars. 

We would like to call to your 
attention that the: Greater Phila- 
delphia Auto Show, sponsored by 
the Philadelphia Automobile Trade 
Assn., will be held November 16-23, 
in Philadelphia’s Convention Hall. 
—Perrer J. Cargo, Jr., Philadelphia. 

> > > 


Auto Show, North 
Music Hall, Cincin- 


nati. 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Jan. 23-28—Tampe Auto Show. 
terly Armory, Tampa. 

Jan. 25-Feb. 2—Houston Automobile Show, 
Houston 

Feb. 1-86— Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 1-8 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 

Feb. 16-22—Syracuse Auto Show, Syracuse, 
N.Y 


Fort Hes- 


Apr. 5-13—International Auto Show, New 
York Coliseum, New York. 
_ 7 = We are planning a show of 1958 
automobiles to be held in San 
Mateo from Nov. 14 through Nov. 
23 at the Hillsdale Shopping Center, 


under the sponsorship of the Bur- 


General 
Oct. 6i!—Annual convention, American 
Trucking Assns., Conrad Hilton Hotel, 
Chicago 
Oct. @—i8th Anniversary Dinner, Automo- 


tive Old Timers, Waldorf-Astoria, New |lingame-San Mateo automobile 
York. dealers. 
Oct. 1416—Truck Body and Equipment : 

Pesn. Uh emunel eonvetiien and en We would like to determine if 
hibit, Atlanta Biltmore Hotel. Atlanta. your records indicate a complete 
Oct. 17-19 — Automotive Wholesalers of | show of 1958 models prior to Nov. 
Texas Convention and Booth Conference, 14 

Hilton Hotel. San Antonio. : 


We publicized our show last year 
as “America’s First Auto Show” and 
should like to do so again this 
year if possible.— Jack E. Earty, 
San Francisco. 

> 


* 

One of a Kind 
On Page 49 of the Aug. 12 issue, 
your correspondent, George L. 


Oct. 21-25—45th Annual National Safety 
Congress and Exposition, Chicago. 
Nov. ye 13th Annual Convention, Texas 
Independent Automobile Dealers Assn., 
Inc., Commodore Perry Hotel, Austin. 
Dec. 1-5—Annual manufacturer-distributor 
conference, Automotive Warehouse-Dis- 
tributors Assn., Inc., Muehlebach Hotel, 
Kansas City. 
Dec. 8-ii—American Institute of Chemi- 
cal Engineers, Annual Meeting, Conrad 
Hilton Hotel, Chicago. 


30 Years Ago De 
The Big Stories 


With its production for the year near the quarter-million mark, 
Hudson Motor Car Co. already has manufactured more Hudson and 
Essex cars in 1927 than in the entire 1926 season. 

It is reported that Henry Ford has just bought 1,200,000 acres in 
Para, Brazil, for $42 million from an American holding the conces- 
sion, and intends to develop the land into a rubber plantation. 

Maurice J. Francill created a sensation in Buffalo when he oper- 
ated a Chevrolet sedan through the “exclusive magic of radio.” 

August sales of General Motors cars, including retail sales of 
dealers to consumers and sales of the company to its dealers, set a 
record for the month. Retail sales by dealers totalled 158,619 cars and 
trucks, while sales by car divisions were 155,604 cars and trucks. 

Production of cars in Canada during August totallted 10,139, as 
compared with 8,719 in July. Truck production amounted to 2,387, 
as against 2,268 in July. 


—F¥rom the files of Automotive News. 





Automotive Cartoon 


Of the Week 


"It's my idea for a hardtop convertible— 
trouble is it converts only once!" 
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This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Glaser, has stated that: 
Paris studio, Raymond Loewy is 


designing a new sports car to be | 
built on a BMW chassis. The car | 
will be produced especially for sale © 


in the U. S.” 
As you will know from our re- 
lease describing Loewy’s new sports 


car, built on a BMW chassis, this” 
is a one-of-a-kind.— Berry Reess, 


vice-president, Raymond Loewy 
Associates. 
> = * 
Right Town, Wrong State 
In the Sept. 2 issue of AUTOMOTIVE 


News, at the bottom of page 42, 


is an item under the heading 
“Bowling Green, O.” where a sign 
is erected for Chevrolet reading, 
“When money talks, it says Chev- 
rolet,” with the next line reading, 
“See your local Ford dealer.” 

We operate the poster plant in 
the town of Bowling Green, O., and 
naturally this is a terrific reflection 
against our operations, and when 
we heard about it we immediately 
checked every panel in Bowling 
Green, O., as well as surrounding 
territory, and could find no such a 
story appearing on any of our 
boards. Since then we have heard 
that it is a Bowling Green some- 
where else. Needless to say, this 
caused us a considerable amount of 
embarrassment.—C. W. LamMMEnrs, 
Lammers Poster Service, Toledo. 

Eprror’s Nore: The story re- 
ferred to in Mr. Lammers’ letter 
erroneously placed the incident 
in Bowling Green, O. It occurred 
in the Bowling Green (Va.) area. 
Automotive News regrets this 
error. 


Merci! 


We wish to take this opportunity 
to let you know how we appreciate 
all the good information which is 
printed in your publication and we 
do not hesitate in stating that it is 
one of the most interesting of all 
the trade papers we receive.—J. E. 
Precourt, president, Montcalm 
Automobiles, Inc., Quebec, Que. 


x * * 


“In his t 






















































Niet 












Da a ee ee 


F ana a ba, Ae DD | 





A NEW SOURCE OF SALES 
AND PROFIT FOR ALL DEALERS 
SELLING USED CARS 
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NOW you can sell 





by The Car Warranty | 


The Car Warranty Plan is the only such plan identified with the 
nationwide organization of one of America’s largest and oldest 
institutions dedicated to serving automobile dealers and car buyers. 


The Car Warranty Plan is a new business-building and 
profit-making activity offered at a very reasonable cost to 
all dealers selling used cars. 

When you offer for sale a used car that has been guar- 
anteed by The Car Warranty Corporation, your custom- 
ers will buy with confidence. For they will be getting a 
car that has been INSPECTED before they buy and is 






THE 
CAR WARRANTY 
CORPORATION 








INSPECTED ano MECHANICALLY 


a) 


ONE FUL ) oe 


| 
: 





ee a en 


GUARANTEED for one full year, while they drive, re- 
gardless of mileage. Offer your customers all the broad 
coverages they will receive under The Car Warranty Plan. 


HERE’S WHAT THIS NEW PLAN MEANS TO YOU 


First—it helps you sell more cars. The Car Warranty 
Plan is a selling asset. Through advertising your 
GUARANTEED cars, you bring in interested prospects. 
The Car Warranty Plan is a strong closing tool for a used 
car deal. And your salesmen will be more effective selling 
GUARANTEED Cars. 


The Car Warrantyi( 


650 MADISON AVENUE jy; 


& C. 1.T sl 














/\Corporation 


sed cars 


Second—it gives you added profits. You'll get faster 
turnover on your used cars because your customers will 
prefer aGUARANTEED car. Because they are willing to pay 
more for a GUARANTEED car, you’ll make more profit 
per unit. Further, you’ll increase your parts and labor 
profit, because The Car Warranty Corporation pays you 
for making repairs covered by the Warranty. 


Third — it builds customer good will. Customer 
confidence is assured by the inspection and the Warranty 
form your customer receives. After-sales complaints will 
virtually disappear. You will find that buyers of 
GUARANTEED used cars are satisfied customers—they 
will tell their friends about their deal—and they will 
return to you the next time they buy a car. You will 
build a reputation as the place to buy a dependable 
used car. 


yiCorporation 


iUE NEW YORK 22, N.Y. 


1.1} SUBSIDIARY 







This is the Warranty Form issued 

to each of your customers who buys /@ ====S=> ae 
a GUARANTEED used car from ; == 

you. It describes in detail the parts 7 = 
covered by the Warranty—parts 
that have been thoroughly in- /@ === 
spected and whose mechanical |} = 
condition has been guaranteed 
for one full year. 


Hi i 


BECOME ONE OF THE FIRST IN YOUR AREA 
TO OFFER THE CAR WARRANTY PLAN 


The Car Warranty Plan is available to all dealers 
selling used cars*. . . regardless of their instalment 
financing arrangements. If interested fill in and mail 
the coupon below to The Car Warranty Corporation, 


650 Madison Avenue, New York 22, New York. 
*Except in some States; check your C.I.T. representative. 


The Car Warranty Corporation 
650 Madison Avenue, New York 22, N. Y. 


I’m interested in The Car Warranty Plan. Please furnish complete 
details—without obligation. 


NAME COMPANY 


ADDRESS 


CITY, ZONE, STATE 
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AUTOMOTIVE WASHINGTON 
New Interstate Roads 


Will Be Well Marked 


By William Ullman 
Washington Correspondent 


Stor American motorists are being assessed $27.5 billion 
for the projected 41,000-mile system of interstate high- 


ys, plans are being 


made to assure they'll have the least 


possible trouble locating and finding their way about them. 
American Assn. of State Highway Officials has come up 


with a distinctive design for 
the official markers on the 


et highway network. The | 
hield designating these coast-to- 
oan arterials will be 36 inches in 
overall size and at the top will 
carry the legend “Interstate Sys- 
tem.” Below this there will appear 
the name of the state and the route 
number. 


The signs will be easily visible 
at night. The border and lettering 
will be painted a reflectorized white 
and the background a reflectorized 
red at the top and blue at the 





bottom. 

What’s more the 
interstate route 
numbers will be 
limited to two- 
digit figures, such 
as 11 or 99, except 
where it’s desir- 
able to add direc- 
tional informa- 
tion. In that case, 
the routes will be 
designated 11 N 





William Ullman 
or 99 W. 
Adding to motoring ease will 


be the fact that the evenly num- 
bered routes will run east and 
west and the odd-numbered ones 
north and south, The numbering 
sequences on the former will 
start in the South and the latter 
in the West. 

Of extreme importance to the 
elimination of confusion, no inter- 
state route will bear the same 
numeral as a U. S. route in any 
state. 

The difficulty of finding an inter- 
state route will be minimized 
under the AASHO master plan. 
This will be done through use of a 
smaller, 24-inch interstate marker 
to indicate points of junction be- 
tween the superhighways and U.S. 
and state routes or principal city 
arterial streets. 

In addition, 18-inch shields, called 
“trail blazers,” will be used to direct 
traffic in urban areas to the near- 
by interstate route. 

* 


* * 


Dealer Volume Grows 


ELATIVE to business volume, 
franchised dealers are doing 
better than a year ago. The Census 
Bureau reports that their sales in 
July totalled $2.73 billion. This was 
8 percent below June but a husky 
9 percent higher than in July 1956. 
The figure then was $2.49 billion. | 
Through the first seven months 








“This is a good car...” 


The salesman who puts the because into 
his sell turns this morning’s prospect into 
this afternoon’s buyer. But far too many 


prospects are allowed to get away. 


Through Willmark’s national shopping 
staff of research analysts, trained in the 
art of automobile point-of-sale testing, 
you may now employ a complete nation- 
wide program designed to teach success- 
ful automobile presentation, stimulate 
salesmen’s interest and increase sales. 








| in the downtown area, the only 


of this year, Census states, sales 
by franchised dealers totalled 
$19.15 billion. In the like period a 
year ago the sum was $17.88 bil- 
lion—7 percent less. 

The business volume for all auto 
dealers through July was $21.38 bil- 
lion, again 7 percent above 1956. 

* + 


Cars Trail Public Transit 


1. private car comes out on the 
short end in a comparison 
study reported by the Bureau of 
Public Roads. The study compares 
the relative efficiencies of public- 
transit vehicles and automobiles in 
utilizing street space and moving 
people about urban areas. The 
testing areas were here and At- 
lanta. 

Three factors were taken into 
consideration in evaluating effici- 
ency—the speed of the vehicle, the 
space occupied by the vehicle in 
the traffic stream, and the number 
of persons travelling per vehicle. 

The results show that buses op- 
erating here were 3.7 times as effi- 
cient as cars on downtown streets, 
4.6 times as efficient in intermediate 
areas, and 2.6 times as efficient in 
outlying areas, 

As for streetcar versus automo- 
bile, it was determined that the 
|former was 18 times as efficient 








| 


“This is a Good car, | 
BECAUSE...!” | 


sales story 


tation 


All reports devised after consul- 


Every national program specifi- | 
cally designed to fit into your 








| tions; 
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sector where these two transport 
modes were compared. 


In Atlanta, trolley coaches were 
found to be 6.3 times as efficiext 
as automobiles on downtown 
streets, 8.7 times as efficient in 
intermedite areas, and 6.3 times 
as efficient in outlying areas. 

A comparison of bus and auto 
travel on a section of the Atlanta 
Expressway revealed that the buses 
were 7.2 times as efficient. 


The report took cognizance of 
the fact that the increased use of 
private cars at the expense of 
transit patronage in cities is “mere- 
ly a registration of highway-user 
attitudes.” 

However, it was added, “the ex- 
pansion in automobile usage has 
thus far taken place on strects 
that have undergone only minor 
change or improvement through 
the years, and the outlay for capi- 
tal improvements of street systems 
has not approached the rate of 
growth of private automobile usage. 


“Large capital expenditures for 
street improvement are a pre- 
requisite to the unabated growth 
of vehicular traffic. When the pro- 
portionate share of these costs is 
levied upon the private automobile 
user, the preference which he has 
thus far exhibited might be altered 


somewhat.” 
= > a7 


Tips on Sales Meetings 


Hew can you maximize the ef- 
fectiveness of a sales meeting? 
The Small Business Administra- 
tion, in a newly released leaflet, 
offers this tip: Sell your men hard 
on the product you're selling, and 
be specific. Otherwise your words 
may go right through their ears. 

“A sales meeting hag one pri- 
mary purpose—te tell members of 
a sales staff something specific,” 
says SBA. “Usually this purpose 
is to ‘sell’ them on the merits 
of a product, its applications, and 
on what that means in terms of 
compensation for the salesman 
and his company. The sales meet- 
ing should be an exciting example 
of the highest type of selling. In 
the meeting are the very people 
you ‘will depend on to move the 
product through the distribution 
chain.” 


Other suggestions made: Plan 


| meetings with customers and pros- 
| pects in mind; don’t cover too many 


subjects; provide variety and a 
change of pace in your presenta- 
prevent interruptions; and 
encourage two-way discussion. 

* * = 


‘Minimum Wage Attacked 


ONGRESS doesn’t reconvene 

until January but the U, S. 
|Chamber of Commerce is already 
on the hunt for additional ammu- 
nition to fight the renewal of efforts 
|to bring retailers and other small 
businessmen under the provisions 
|of the Federal minimum wage and 
| hour law. 

The chamber is asking mer- 
chants to write in and tell about 
the impact extension of the law 
would have on their business, It 
says it is already getting streams 
of letters making it clear that 
extension would create “unem- 
ployment for workers and in- 
solvency for businessmen.” 

The organization quotes what it 
terms a typical letter from an ap- 
pliance dealer operating on a profit 
margin of 0.5 percent, “Extension 
of the minimum wage to retail es- 
tablishments such as ours will 
result in one of the following: (1) 
It would be the death warrant for 
our business, or (2) it may be 
| possible to keep the business going 





Forty years of successful point- 


of-sale testing placed at your dis- 


posal 


Tens of thousands of automobile 


showroom tests made in 1956 


alone 


Inquire now. Write for your free 
copy of our booklet: ““How to Stim- 
ulate Sales at Point of Purchase.” 


ilimark research corporation 


250 West 57th Street © Dept. AN-8 @ New York 19, N. Y 


| by immediately discharging all of 
|our marginal workers, replacing 
| them with more efficient personnel, 
|} and curtailing services now offered 

to the public.” 
* 


* * 


Ex-Restauranteur Wins 

DWARD R. CURLEY, 47, Wash- 

ington-area resident, has won 
$100 a month for life as national 
first place winner in the Ford 
Motor Co. sales sweepstakes. Curley 
was a restauranteur until last year, 
then switched to selling cars. 

He won the prize for exceeding 
his monthly sales quota and writ- 
ing the best essay on how he beat 
his quota.- 


Chevrolet for Govans 
Govans Chevrolet, Inc., has 
opened at 5600 York Rd. Baltimore. 
The firm is headed by Jerry | 
Stautberg. 











Are You This Man? 


HE IS TYPICAL OF THE HUNDREDS 
OF PROGRESSIVE AUTOMOBILE MEN 
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WHO HAVE JOINED THE RANKS OF 
RAMBLER DEALERS THIS YEAR 
; Do You Have What He Does? 


Long Experience in Selling Volume Cars 


— Sufficient Financial Resources 
for Volume Business 


— The Business Astuteness that 
Recognizes the Trend to Compact Cars 


— An Appreciation of the Fact that 
Dealers can Sell a Rambler for 
a Low $52°° per month* 





A Desire to Sell the Car that is 
Growing Fastest in Popularity 


nd SK it's true! You can sell a Rambler Suse See Sedo oe 8 a segnens See See red price, 
- vipped with Directions pg nals, Reclining Seats, Twin Travel Beds and White Sidewall Tires — in a 

re charges ot 6% o 2 month contract, one-thi ce ates a $52.00 a mon 4 This, of cov 

it ae ont nclude freight, on rance or state and loca 1 axes. 


Then You Belong With 
& RAMBLER! 


Now More Than Ever It Pays 
to bea RAMBLER DEALER! MAIL THIS COUPON TODAY! 


Director of Dealer Development 
American Motors Corporation 
Detroit 32, Michigan 


For Complete Information — Without Obligation 


We Have the Market... 


Gentlemen: Will you please provide me with more complete information about 
the Rambler franchise. | understand that | om under no obligation and my 
inquiry will be held in strictest confidence. 


We Have the Product... 
AO NT ee ee a 


RAMBLER PRODUCT OF AMERICAN MOTORS CORP. 
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Top Ford Salesman in Atlanta District— 


Joe Slaton, second from left, Gainsville Ford Co., Gainesville, Ga., top Ford sales-| high-pressure tactics, he often 
man among 800 competing in a recent two-month contest in the Atlanta district,| will see that our deal is best. 
turned down a 22-foot cabin cruiser to accept a $4,000 scholarship fund for his chil- 
dren. An ex-cigar salesman, who began selling automobiles two years ago, Siaton is} low compared with my volume, 
shown here with his daughter Nell, 15, his son Dan, 17, and James M. Moore jr.,| and I mention the things I do to 


Atlanta Ford district sales manager. 





Meet Rochester's Big Three. Complete parts kits 
with all parts and gaskets (fiange included). 
Gasket kits with all the gaskets plus flange, 


And, flange gaskets in individual envelopes. 
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How Nation's Salesmen Meet... 


Practical Problems of Selling 
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ING a “be-back” into a 

buyer is one of an automobile 

dealer’s toughest problems, but 

M. E. Wall, Wall Motor Co. 

(Studebaker-Packard), Macon, 

Mo., appears to have found a so- 
lution. Here is his tosry: 

We tell the customer the 
facts of life, and we are proud 
of our record of “be-backs.” 
More than seven out of 10 come 
back and buy, and of the 

others, we be- 
lieve only one 


Sales buys somewhere 
Case else. 
Histories We've found 


that a straightfor- 
ward sales talk 
based on the ordinary facts of 
business life makes an impres- 
sion on worthwhile customers. If 
a person has been subjected to 


me to reach a break-even and 
profit point sooner than a firm 
with high overhead. 


* * * 


ALWAYS stress the fact that 
I own my building, and I tell 
the customer—and show him— 





Carry Warning Flags, 
Sports-Car Owners Urged 


LONG BEACH, Calif—Sports- 
car owners who want to avoid 
being “run over” by conventional 
autos have been urged to carry 
five-foot-high flags. 

A Long Beach judge made the 
suggestion as he awarded a small. 
car owner $95 damages after the 
driver of a big car had backed 
into the midget auto. Said the 


guilty driver: “I was backing into 
a parking place and heard a 
crunching noise, But I thought I 
had run over a cardboard box 
and continued backing.” 


I explain that my overhead is 


keep overhead low. This enables 





STOCK UP ON FAST-MOVING ROCHESTER PARTS AND KITS 
... GET THESE HANDY NEW PARTS CABINETS NOW! 


Order Rochester’s fast-moving parts and kits now, and 
get the story on these new Rochester parts cabinets. 


Your Rochester-UMS salesman is now offering four 
specially selected assortments of carburetor parts and 
kits to fit your specific needs. These Rochester parts 
and kits help you tap a market of over 22 million cars, 
simplify your inventory and speed your repair jobs by 
giving you just the right parts to do the job. 


Call your Rochester-UMS Representative now. Order the 
assortment of Rochester parts and kits that fits your needs. 
And ask him about the new Rochester parts cabinets. 


Rechester Preducts Division of 
General Meters, Rechester, N. Y. 


CHESTER 
ARBURETORS 


SPECIFIED AS ORIGINAL EQUIPMENT ON MORE NEW CARS THAN ANY OTHER CARBURETOR 


how efficiently my shop is oper- 
ated. 

We know that almost every 
buyer is a shopper, therefore we 
must realize that they sometimes 
are telling something less than 
the truth when they speak of 
getting a better price elsewhere. 

So, while we can’t argue with 
the customer about the low 
price he claims he got from 
another dealer, we can figure 
that it is not for the same 
model or the same equipment 
and we can attack the problem 
from that angle. 


It is easy to point out that if 
we left off this or that extra, the 
prices would be the same, and 
that the only way to tell for cer- 
tain is to compare the order as 
it is written, 

We tell the customer that our 
prices generally are lower than 
those of most other dealers, and 
we offer to write up the order at 
this point. 

o = = 

a times out of 10, the buyer 

will agree to filling out the 
order, particularly if it is ex- 
plained that it is a good idea to 
get all the options down on paper 
so the exact price can be figured. 
If he has been bluffing about the 
price, he'll sign the order. 

Another point is that we don’t 
rush the customer. 

We impress on him that 
we've been here 11 years, and 
that on most new cars the offer 
stands for a few days. We tell 
him that if the car he’s looking 
at happens to be sold, we al- 
ways can order another one for 
him. 

We point out that it is wise for 
the customer to take his time if 
he is not sure what he wants or 
where he wants to buy it. We 
want the business and we'll try 
to make the sale. And believe me, 
when a customer buys on this 
basis, he usually becomes a re- 
peat customer. 


F aulty Draining 
May Miss Part 
Of Old Antifreeze 


WILMINGTON, Del.—More than 
half the winter-worn antifreeze 
solutions and rusty coolants in mil- 
lions of cars will remain in the 
engine blocks if only the radiator 
petcock is opened when cooling 
systems are drained out before 
adding fresh antifreeze. 

To avoid corrosive engine dam- 
age, the petcocks on the sides of 
the block also must be opened so 
that the entire cooling system can 
be completely drained, according to 
a series of tests conducted by Ed- 
ward F. Harford, research super- 
visor for DuPont antifreezes., 

The following chart indicates 
amounts of coolant left in engines 
when the cooling system is drained 


through the radiator petcock only: 
Cooling Amt. Drained Amt. 
System 


by Radiator Remaining 
Capacity Petoock in Engine 
14 qts. 5% qts. 8% qts. 
17 qts. 7% ats. 9% qts. 
20 qts. 9% qts. 10% qts. 


Harford cited these dangers when 
fresh antifreeze is added at the be- 
ginning of the winter season: 

1. Fresh antifreeze will not stop 
the action of any corrosive solution 
remaining in the motor. Corrosive 
solutions, a major cause of over- 
heated engines, eat into the vital 
parts of the cooling system, pro- 
ducing rust-sludge, which can 
clog the narrow water passages in 
the block. 

Overheating also can mean such 
serious damage as scored cylinders, 
warped cylinder heads, “seized” 
motors, burned and sticky valves. 

2. If fresh antifreeze of a type 
Wifferent (standard or permanent) 
than the <worn solution remaining 
in the block ig installed, a hy- 
drometer reading will not correct- 
ly indicate the amount of protec- 
tion against freezing. 


Waln Named Sales Chief 

ARCADIA, Calif.— Charles Hen- 
derson, president of Henderson 
Oldsmobile, has announced the ap- 
pointment of Del Waln ag genera’ 
sales manager. He has been used- 
car manager. 
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Lawsuits Affecting Dealers... 





Court Decisions 


By Leo T. Parker 
Attorney at Law 

AST week I located a new 
higher-court decision which 
answers a legal question often 
presented to me by automobile 
dealers, as follows: “Is an automo- 
bile dealer liable in damages for 
injuries caused by a _ prospective 
buyer of an automobile while test 

driving the automobile?” 

This new higher-court decision 
clearly holds that 
the automobile 
dealer is liable 
absolutely, if the 
testimony shows 
that he allowed 
an inexperienced 
driver to drive the 
car. 

For example, in 
J. & S. Motors 
Co. v. Lindsey, 297 
S. W. (2d) 801, the 

L. T. Parker testimony showed: 
A man named Hinkle was employed 
as an automobile salesman by J. 
& S. Motors Co. One day a pros- 
pective purchaser of a used Hudson 
automobile told Hinkle that she was 
interested in buying this car. 

The salesman, Hinkle, invited 
her to get into the car and start 
the motor to hear it run. The 
battery was dead and salesman 
Hinkle in substance said that the 
battery would be sufficiently 
charged in a few minutes to start 
the motor. 

All this was done when Hinkle 
knew that the prospective pur- 
chaser was not an experienced 
driver of an automobile. 

Later, while Hinkle was in the 


Auto-Lite Slates 
Instructor Schools 
For Mechanics 


TOLEDO.—To meet the critical 
shortage of trained auto service- 
men, Electric Auto-Lite Co., this 
fall will conduct field instructors 
qualifying schools for servicemen 
in the U. S. and Canada. 


Co-sponsored by Auto-Lite and its 
central service stations in key cities, 
the men selected for the week-long 
schools will have a minimum of five 
years experience in automotive 
electrical servicing and repair. 

F. S. Stead, Auto-Lite national 
service manager, said graduates will 
be brought up to date on new-car 
electrical developments and “taught 
how to teach” beginning service- 
men. 

Using charts, manuals, films and 
demonstration parts prepared by 
Auto-Lite, he said, each graduate 
will be able to conduct evening 
courses for beginners, thus over- 
coming the major obstacles to 
training servicemen for the smaller 
operations—time off the job and 
time away from home. 

Last year, using only accredited 
graduates from the three-week 
Auto-Lite factory school in Toledo 
as instructors, the Auto-Lite field 
training program graduated more 
than 5,000 servicemen. 


Ohio Dealer Unit 
Elects McNeer 


PORTSMOUTH, O.—Harry Mc- 
Neer jr., McNeer Motor Co. (Stude- 
baker-Packard), Portsmouth, has 
been reelected president of the 
Scioto County New Car Dealers 
Assn. 

The new secretary-treasurer is 
John Keister, Portsmouth Motors, 
Inc. (Ford), Portsmouth. 

Ray J. Walker, Walker & Bat- 
tat Motors, Newark, has been 
chosen president of the Newark 
Auto Dealers Assn. Other officers: 
Edward L. Curran, Curran Motor 
Co., vice-president; Jesse Elliott, 
Frank L. Elliott Motors, Inc., sec- 
retary, and Fulton A. Bryan, re- 
elected treasurer. 











Brake Supply Appointed 

CLEVELAND. — Appointment of 
Brake Supply Co., Inc., Evansville, 
Ind., as distributor of Parker tube 
and hose fittings and tube-working 
tools has been announced by Parker 
Appliance Co., Cleveland. 





office the prospective purchaser got 
into the Hudson and attempted to 
start the car which was in gear 
and it rolled backwards a few feet 
into the wall of the office and 
crushed a little boy. 

= * + 


$23,500 Damages Upheld 
| load SUBSEQUENT litigation the 
higher court held J. & S. Motors 


Minneapolis Zone Office 


Is Closed by Willys 


MINNEAPOLIS.—Willys Motors, 
Inc., has closed its zone office here 
and distribution and accounting 
functions will be handled from the 
Chicago zone office. Lloyd Jones, 
formerly zone manager here, has 
been named assistant zone manager 
in Chicago. 

The company will maintain a 
parts warehouse here, however, 
which will be under the supervision 
of Edward L. Ischer. 


Co. liable in $23,500 damages for 
injuries to the boy. The higher 
court approved the verdict, saying: 

“We think there was ample evi- 
dence upon which the jury could 
have found Hinkle guilty of proxi- 
mate negligence in inviting or per- 
mitting an incompetent driver to 
start the Hudson automobile, The 
salesman made no effort at all to 
learn whether she knew anything 
about automobiles or could drive a 
car. A judgment for $23,500 will be 
entered in this court in favor of 
the plaintiff Lindsey against J. & S. 
Motors and John Hinkle.” 

Of course, the salesman, Hinkle, 
also must bear a proportional part 
of this loss and his home can be 
sold to satisfy the judgment if 
he cannot raise the necessary 
cash. 

This court explained that it is 
unfortunate that an automobile 
salesman may have limited financial 
means whereas his employer, the 
automobile dealer, may have un- 
limited financial resources yet the 
salesman, whose negligence effected 
the injury, must bear one-half the 
final judgment. In the above case, 
for instance, the judgment of $23,- 
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500 must be paid equally by Hinkle 
and J. & S. Motors Co. 

This court went on to explain 
that always an automobile dealer 
is liable and responsible for acci- 
dents had while a prospective buyer 
is test driving an automobile, if the 
testimony shows that the prospec- 
tive buyer was intoxicated, under 
the influence of drugs, or otherwise 
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incompetent to drive the automo- 
bile. * * & 


A Contrasting Case 


| comparison, see the leading 
case of Southern Motors Co, v. 
Morton, 154 S, W. (2d) 801. This 
accident occurred on the weekend 
when the dealer’s car was being 
driven by the purchaser, unac- 
companied by the dealer or his 
salesman, and off the premises of 
the dealer. 

The court held that at the time 
of the accident, the driver had 
already agreed to purchase the 
car from the dealer, had turned 
in his old car and was simply 
driving the dealer’s automobile 
until he could get delivery of the 
type and color automobile he had 
agreed to purchase and that 
therefore only the relationship of 
bailor-bailee existed between the 
dealer and driver of the automo- 
bile at the time of the collision. 

This higher court held the auto- 
mobile dealer not liable for an ac- 
cident had by the prospective pur- 
chaser and explained that the pros- 
pective purchaser of an automobile 
is not considered the dealer’s agent 
if a collision occurs while the 
purchaser is an experienced driver 
and driving the automobile out of 
the presence of the dealer. 








New Thompson power steering cylinder 
helps Ford solve design problem 


HEN Ford Truck Division needed 
a new type power steering cylinder 
for their 1957 tilt cab model truck, they 
turned to Thompson Products, Michigan 
Division, for the one best answer. 
Thompson engineers came up with a 
cylinder application that more than met 
the need. It was actually 9 ways better than 
any previous power steering cylinder. 
New in design, the self-lubricating cyl- 
inder has two pistons acting together on 
one output shaft. Result is a well balanced 


bearing load . . . even torque output in 
either direction at any pressure . . . and 
excellent torque output for cylinder size 
and weight. In addition, the unit lends it- 
self readily to the design trend of moving 
engine and cab forward to secure greater 


payload. 


Thompson engineers will be glad to 
help you solve your problems. Write, phone 
or wire Michigan Division, Thompson 
Products, Inc., 34201 Van Dyke, Warren, 


Michigan. 


vou can count on AAOMpPSON 


/e Products 


Michigan Division: 
and - 
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“I'D LIKE TO ADD THIS TO WHAT 
MR. WATERFALL HAS SAID: 


Chrysler Motors dealers now have (1) a growing 
market for MoPar parts and accessories created by 
the success of the Corporation’s Forward Look cars, 
(2) an aggressive parts program, (3) the help of 
factory-trained field specialists in building parts 
business. That’s an aggressive punch for profits 
based on a solid MoPar parts and accessories plan.” 


—B. J. NICHOLS 
General Manager, Chrysler Motors Corporation 







Left to right: S. J. Wall, Wholesale Sales Manager, MoPar Division; 
B. J. Nichols, General Manager, Chrysler Motors Corporation; F. J. 
Dugan, Retail Sales Manager, MoPar Division; T. E. Waterfall, 
President, MoPar Division, Chrysler Motors Corporation. 





























More than 50 MoPar retail field men, shown below with MoPar 
headquarters personnel, complete intensive training courses 
at the Chrysler Training Center, Center Line, Michigan. 








Working out of 18 Corporation zone offices, these retail spe- 
cialists will call on Chrysler Motors Corporation dealers 
throughout the U. S., crossing all divisional car lines. 








Wholesale specialists, pictured with MoPar headquarters per- 
sonnel, are in training, too, to help provide efficient distribu- 
tion of MoPar parts... they play important roles in the goal 
of the right parts at the right time at the right place. 








Headquarters for all MoPar sales and operational activities 
(left), and headquarters for all Chrysler training activities 
(right), where the program was centered. The training that took 
place here means business—extra business for Chrysler Motors 
Corporation dealers in their parts and accessories operation. 





New MOPAR field force 
trains to help Chrysler 
Motors Corporation dealers 
build more parts profits 


Graduation day for MoPar’s new field special- 
ists at the Chrysler Training Center, Center 
Line, Michigan, heralds an important new day 


in Chrysler Motors dealer market development. 


As Chrysler Corporation cars gain a bigger 
share of market, the potential grows for new 
record sales of Chrysler Corporation’s MoPar 


parts and accessories. 


To help dealers realize that potential, these 
MoPar specialists are factory-trained to offer 
dealers assistance in a variety of important 
areas: in having the right parts and accessories 
available at the right time and the right place; 
in reducing overhead expenses and inventory 
costs; in helping dealers stock parts that sell 
best in a given area; in helping build faster 
turnover with useful sales-building ideas; and 
in helping the dealer gain an even better trading 


position on both new and used cars. 


This new specialized help adds one ‘more im- 
portant profit-building development to the 
Chrysler Motors dealer organization’s own “for- 


ward look.” 


MoPAaR 
PLYMOUTH - DODGE - DE SOTO - CHRYSLER - IMPERIAL 
PARTS & ACCESSORIES 


MOPAR DIVISION >> CHRYSLER MOTORS CORPORATION 
DETROIT 31, MICHIGAN 
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S-P Dealers Elect Ad Officers— 


The Cincinnati Zone Studeboker Dealer Advertising Assn. has elected trustees and 
Officers for the 1957-58 advertising year. Standing, from left, are: Earl L. Platt jr., zone 
sales manager; Joseph Sheppard, Cincinnati, SDAA president; Wayne Edmonson, 
Evansville, Ind.; John Barton, Middletown, O.; Edgar Parson, Beckley, W. Va.; Harry 


McNeer jr., Portsmouth, O., SDAA secretary-treasurer, and Russ Paulson, account 
executive, Burke, Dowling and Adams agency, New York. Seated: Paul Wilson, 
Greenville, ©., Virgil Gray, SDAA vice-president, Pikeville, Ky.; H. A. Keeling, 


Franklin, Ind.; Nathan Rust, Lovisville, and Roy Gale, Indianapolis, Ind. 








How Great Lakes Steel 
coats ingot molds 


for quality 


; 


At Great Lakes Steel, ingot molds get a high-temperature 
resinous coating by means of America’s fastest spinner 
applicator (see picture above). Rotating at 1,700-2,000 
rpm, the applicator applies a more even coating to the 
molds. In just ten minutes, 28 molds are lined with a highly 
protective shield for the ingot surface. Repeated before ea 

use, this added step in production helps eliminate defects 
by repelling splashes of molten metal from the mold walls. 





Highways 


Keystone Automobile Club has 
called for an intensive campaign 
for strict enforcement of speed and 
safety laws applying to big buses 
and trucks. 

The appeal was made by J. Max- 
well Smith, Keystone president, 
after the club’s on-the-scenes sur- 
vey of bus and truck driving prac- 
tices in the wake of recent fatal 
accidents. 

Smith said “Motorists have a 
right to expect more adequate 
safety factors. Motorists practically 
everywhere also continue to be sub- 
jected to entirely unnecessary perils 
by speeding monsters and their 
drivers, who apparently are oblivi- 
ous to any law except that of 
‘might makes right.’ We are con- 
stantly receiving complaints from 
members who believe police are 
derelict in not taking a more ag- 
gressive stand against speeding 
trucks and buses.” 

* > * 


Newman Appointed 
John Thornton Newman has been 
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& Safety 


appointed regional representative 
of the National Highway Users 
Conference in New York and Con- 
necticut. 





New York Raises Limit 


On Accident-Cost Reports 

Starting Oct. 1, New York motor- 
ists will only have to report prop- 
erty-damage accidents costing more 
than $100 to repair. But reports will 
have to be in duplicate. 

Reports now are required on all 
property accidents with damages 
over $50—but only one copy of the 
report. 


Vote on F _ Hike 
Slated in Maine 


Gov. Edmund Muskie has ac- 
cepted petitions for a referendum 
on driver’s license and car-truck 
registration fee increases enacted 
by the 1957 Maine Legislature to 





A giant 250-ton teeming ladle (shown above) fills 
a train of ingot molds at Great Lakes Steel. 


Cooling the empty molds with a water spray 
(below) gives more uniform cooling rate, assures 
return of molds at proper temperature. 





This is only one of the hundreds of methods and operations 
used by Great Lakes right from the start of steel making to 
maintain the high and uniform quality of its products. This 
uniform quality can mean real savings to you. 


It’s easy to get the full story of Great Lakes quality—and 
dependability, too. Simply pick up your phone and call our 


nearest representative. 


GREAT LAKES STEEL CORPORATION 


Detroit 29, Michigan «¢ 
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help support an expanded highway 
construction program. 

He ruled that a question raised 
by failure of some signers to write 
their city or town of residence wag 
not sufficient to invalidate their 
signatures to the petitions, spon- 
sored by the Maine Car & Small 
Truck Owners Assn. 

The referendum will be held be- 
tween Dec. 28 and Feb. 27. The act 
would increase the driver’s license 
fee from $2 to $3 a year; boost car- 
registration fees by $1, and add 
about 7 percent to truck-registra- 
tion fees. 

* * + 


Sight of One Driver in 5 
May Be Below Standards 


More than one out of five licen- 
sed drivers in the U. S. may be 
unable, with or without glasses, to 
meet minimum standards for safe 
vehicle operation set by safety au- 
thorities, according to a pilot study 
of 3,000 persons in 25 states con- 
ducted by the American Optometric 
Assn., Inc. 

Other chief findings of the pilot 
study are: There is a geographical 
| variation and relationship between 
driver visual efficiency, testing 
standards and safety education; 
and there is probably no element of 
highway safety with a greater un- 
developed potential for improve- 
ment than driver vision. 

7 = * 


Cars Loaned to Schools 


Increased from Six to 600 


Approximately 60,000 students, en- 
rolled this school year in the Chi- 
cago Motor Club’s behind-the-wheel 
driver-education program at more 
| than 500 Illinois and Indiana high 
schools, will operate 600 cars, most 
of which are donated by dealers, 
according to Charles M. Hayes, 
| Motor Club president. 
| In 1946-47, when the school pro- 
|gram began, only six cars were 
| used, Hayes said. 
| 
| 


Allstate Funds 
‘Produce Teachers 


‘To Train Drivers 


The Allstate Foundation has 
contributed $94,100 this year to 39 
| colleges and universities for the 
|purpose of training high school 
|driving instructors, according to 
Judson B. Branch, president, All- 
state Insurance Co. He said the 
| grants ranged from $1,500 to $3,000. 

Thirty-three schools were aided in 
1956, Branch said. 

He added that since the Allstate 
program began in 1953, it has aided 
| courses which have produced more 
than 4,000 driving instructors, of 
| whom 2,717 attended the course on 
foundation scholarships. These in- 
structors have taught more than 
465,000 students. 


Green Light! 
Pittsburgh to Install Signals 
Timed by Radar 


Radar - controlled traffic signals 
are to be installed in Pittsburgh, 
one of the first U. S. cities to use 
such devices. 

The radar apparatus measures 
traffic volume entering intersec- 
tions and automatically adjusts 
timing of the lights to give the 
longest green signal to the streets 
with the heaviest flow of traffic. 

The City has advertised for bids 
to equip the first four intersections. 

+ * * 





| 








Police Give Good Drivers 
Two Tickets in Detroit 

If you are stopped by a police 
officer, while driving on the 
streets of Detroit these days, you 
may receive two tickets instead 
of one. But they won’t be traffic 
tickets. They will be tickets to a 
downtown theater. You will re- 
ceive them because the officer 
has observed you driving safely 
and skillfully. 

The program, sponsored by De- 
troit’s Traffic Co-ordinating Com- 
mittee, is designed to stimulate 
good driving practices and to 
commend good drivers for help- 
ing to make Detroit the safest 
large city in the nation. 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 





by Joseph M. Callahan 


‘Bucyrus Concept’ Cuts 


Bearings Costs 15 Pct. 


Paine several years of utmost 
secrecy, the “Bucyrus concept,” 
a radically new way of selling and 
producing automotive and other} 
types of bearings, has been unveiled 
by Timken Roller Bearing Co. 

Briefly stated, the Bucyrus con- 
cept consists of selling automotive 
and other companies on the ad-| 
vantages of standardizing their 
bearing applications to bearing 
sizes adapted to high production, | 
and the subsequent production of 
these bearings at unprecedented | 
rates in a model environment for | 
employes. 

Timken said that behind this | 
concept “lies hundreds of thou- | 
sands of man hours of careful 

planning, the engineering genius | 
of dozens of highly trained spe- 

cialists, millions of dollars and a 

tightly knit, well-organized | 
team.” 

W. E. Umstattd, Timken presi- 
dent, said the success of the con- 
cept is indicated by the fact that! 
tapered bearings made at the new | 
Bucyrus (O.) plant are 15 percent 
cheaper than comparable bearings | 
made at other Timken plants. He 
said he hoped to increase this dif- | 
ferential to 25 percent. 


Timken reported “costs at Bucy-| 
(Continued on Page 32, Col. 1) 
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13-Inch Wheel Seen 
By ’61; New Brakes 


Will Bea 


By Joseph M. Callahan 


Engineering Editor 
HE first 13-inch wheels — one 
inch smaller than those on most 
current U. S. cars—probably will be 
standard equipment on some 1961 
autos. 

Many persons in the automobile, 
wheel, tire and automotive supplier 
plants will doubt this statement, 
but ranking officials of two auto 
companies flatly, but confidentially, 
predict the smaller wheel. 

There are good reasons for this 
doubt. Two of the best reasons 








Quartz-Tube Oven at B-O-P Plant— 


A car body passes through a quartz-tube infra-red oven at the B-O-P plant in| 
Kansas City. A B-O-P official reports that he got more-drying ability from a 51-foot 
infra-red oven than from a 324-foot gas oven which it replaced. 


Quartz-Tube Oven Called | 


are (1) that at least an eight- 
year wheel cycle is needed to en- 
able the wheel and tire makers to 
amortize their tool costs and (2) 


will require a new brake. 

If a new brake did not accom- 
pany the 13-inch wheel, the auto} 
makers would have to reduce the | 
size of the brake drum and most! 





Answer to Infrared Drying — 


—— drying of paint on! 
auto bodies and components is 
returning to the industry, but this 
time it’s coming back in quartz 
baking tubes which reportedly 
eliminates some of the objec- 
tionable features of the infrared 
bulb. 

Supporters of infrared baking 
claim that it provides a higher | 
gloss and better paint durability 
and that — importantly — it is 
considerably cheaper. The lat- 
ter question usually is decided 
largely by the electricity and gas 
rates in a particular area. 


However, proponents of the gas 
oven confidently declare that even 
though infrared drying was de- 
veloped many years ago by Ford 
Motor Co., about 95 percent of all 
automotive paint drying still is 
done in gas ovens, They say this 
is a clear indication of their| 
superiority. 

These proponents, representing 
paint producers, auto makers and 
gas-oven manufacturers, say that 
infrared drying is suitable only for | 
large, flat surfaces, that it is un-| 
| Satisfactory for colors which re- 
(Continued on Page 36, Col. 1) 





engineers consider this impracti-| 
cal. Most engineers feel that a new, | 
better brake is long overdue in the 
industry. 

When asked why he expected the 
auto industry to ignore the normal 
eight-year wheel cycle, one official 
who predicted a 13-inch wheel said, | 
“It’s largely because the whole in- 
dustry is becoming more competi- 
tive. Also, a smaller wheel and a) 
better brake would bring many de- 
sirable things, such as a safer car 


Engineering New Products |) 


that the 13-inch wheel probably | 
| only reduced the rolling radius 


Necessity 


|for the new toll roads plus a bet- 
ter ride and a lower car.” 

a & = 
Adovocar=s of the present 14- 
inch wheel, and they’re becom- 
|ing scarcer all the time, say this 
|wheel gives a better ride because 
| bigger, softer tires are used. They 
say it makes the car lower and 
that no automobile characteristic is 
more saleable today than lowness. 

However, many automotive offi- 
|cials oppose the smaller wheel on 
| the grounds that it makes steering 
harder, that it makes braking more 
difficult largely because of the de- 
| crease in the cooling area, that it 
|will be more costly and that it 
| really does very little to lower the 
car, 

The switch from 15-inch to 14- 
inch wheels last year actually 


i 


(from the center of the axle to 
the street) from .20 to 40 of an 
inch, depending on the car. 

Half of the inch went to the non- 
rolling radius and .10 to .30 of an 
inch was required for the “fatter” 
tires which were needed to live up 
to the better ride prediction. This 
latter distance will be partly re- 
claimed in the future with lower 
profile tires. 

All 1957 cars, except Buick, Cad- 
illac, Continental, Lincoln, Stude- 
baker, Packard and Rambler, use 
14-inch wheels. In 1958, the Ram- 
bler V-8 will go to 14-inch wheels. 

* * > 


MANY engineers, designers and 
suppliers are not too inter- 
ested in the continuation of the 
smaller-wheel trend. 

Virgil Exner, styling vice-presi- 
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Checklist of Auto Equipment Requiring Approval in States 
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Factories Face 


Confusing Maze 


Tos increasing number of foreign 
cars, including GM’s Vauxhall 
and Opel, being introduced into the 
U. S. has refocused attention on 
the automobile equipment requiring 
state approval. 

This is something of a problem 
because the European countries are 
much less restrictive than the vari- 
ous states in requiring approval of 
automotive equipment before the 
items can be publicly sold. 

A concrete example of this dif- 
ference in attitude came to public 
attention a few weeks ago when 
it was reported that used Euro- 
pean-type Volkswagens (without 
safety glass) were being sold in 
the U. S. 

However, this isn’t to say that 
the auto-equipment approval sys- 
tems in all 48 states are models of 
public-interest legislation. Many’ 
persons closely concerned with the 
situation say that, except for a few 
states, the approval systems are 
largely ineffectual because they 
lack the follow-through of strict 
enforcement. 

The attached chart, compiled by 
General Motors attorneys, lists the 
items of automotive equipment re- 
quiring approval in the 48 states 
and the District of Columbia, as 
well as the equipment that must be 


approved by the American Assn. of 
(Continued on Page 30, Col, 3) 
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dent of Chrysler Corp., said re- 
cently that the next move to a 
smaller wheel would be made by 
the engineers and the brake and 
tire people. 

Ford Motor Co. engineers and 
designers generally are credited 
with leading the auto industry 
down the “smaller-tire road” and 
they well may be the first to go 
to the 13-inch wheel and the disk 
brake. This would certainly tie in 
with Ford’s stand on safety. 

Besides the brake problem, the 
smaller (and wider) wheel also pre- 
sents potential problems in regard 
to steering, suspension, tire-fender 
clearances, spare tire, speedometer 
and numerous other components. 

Some people in the auto industry 





Wheel Production— 


A workman tokes a wheel “spider” off a conveyor line “before dropping it into 
a rim on another line at the Kelsey-Hayes Co. plant in McKeesport, Pa. The spider 
is then welded to the rim farther down the line. This is one of the few times that 
anyone touches a part at this highly mechanized plani—the world’s largest wheel- 
making facility. 
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13-Inch Wheel Seen 
| By 61 for U.S. Cars 


(Continued from Page 21) 


12-inch wheels, But top wheel offi- 
|cials say this is unlikely. 

| However, 12-inch wheels have 
| been used on several General Mo- 
|tors dream cars and 12-inch wheels 
also were made for the first 10 
Tuckers by Dayton Wire Wheel Co. 
|Tucker then switched to 15-inch 
wheels. Dayton Wire Wheel still 
| builds special wire wheels for most 
cars. 

* * * 

LOSELY tied in with the wheel- 
brake situation is the current 
| developmental and research work 
of many firms on the unitized 
wheel, drum and hub cap. 
| This unit, which probably would 
| be made of aluminum or some 
other light metal with a cast iron 





' brake liner, would solve the ma- 





Fashion-right upholstery of 





Du Pont Nylon helps close sales 


You'll turn prospects into buyers when you point out all these 
advantages Du Pont nylon brings to upholstery: 


e exciting new colors, textures ¢ longer wear 
e year-round comfort with woven fabrics « easier care 


e helps maintain car appearance and value 
BETTER 


Why not use these extra sales appeals on your next prospect... 
and see how they help close the sale faster! 


teu s ear orf 
THINGS FOR BETTER LIVING 
.. THROUGH CHEMISTRY 





jor problem of dissipating brake 
heat because the back of the 
drum would be the hub on the 
outside of the wheel. This also 
would solve the problem of stolen 
hub caps. 

In the area of wheels, as in the 
areas of engines and other car com- 
ponents, it is the metallurgist who 
probably will have the biggest in- 
fluence in future developments. 

Possibly a new, light and eco- 


feel that the next major wheel nomical metal is needed. The auto 
change will be a two-inch drop to|}engineer, thinking of the car’s 


eventual price tag, wants to reduce 

| the unsprung weight of the car but 
|he doesn’t want to pay too much 
| for it. 

It’s a different matter as far as 
truck wheels are concerned be- 
cause less vehicle weight means 
|more payload. In this connection, 
Aluminum Co. of America has sup- 
plied more than 20,000 forged disk 
aluminum wheels for the trucks of 
Pacific Intermountain Express Co. 

However, except for a relatively 

few Cadillac wheels, all of the 
approximately 30 million original- 
equipment car wheels made in 
this country this year will be 
steel disk wheels. 

Thirty percent of these wheels 
will be made by two auto firms— 
Ford Motor Co. (17 percent) and 
Chevrolet division (13 percent). 
The remaining 70 will be divided 
among four suppliers Kelsey- 
Hayes Co. (38 percent), Motor 
Wheel Corp. (12.5 percent), Norris- 
Thermador Corp. (10 percent) and 


Budd Co. (9.5 percent). 
Thumbnail sketches of the car 
wheel operations of the major 


wheel producers appear below. 
= ca : 


Kelsey-Hayes 
ELSEY-HAYES, the world’s 
largest producer of wheels, 


makes them at its McKeesport 
(Pa.) and Detroit plants for Ford, 
Chevrolet, Buick, Oldsmobile, Pon- 
tiac, Mercury, Cadillac, DeSoto, 
Rambler and Lincoln. 

This firm began making car 
wheels in 1908 as Kelsey Wheel 
Co. In 1927 it merged with Hayes 
Wheel Co., of Jackson, Mich., 
and became Kelsey-Hayes Wheel 
Co. 

Two years later, Wire Wheel 
Corp. was acquired, and in 1930 
Kelsey-Hayes Wheel took over 
Jackson Steel Products—the wheel 
division of GM. “Wheel” was re- 
moved from the firm’s name in 1956 
in recognition of its diversification 
into other products. Its 1956 sales 
amounted to $154 million. 


Motor Wheel 


OTOR WHEEL CORP. makes 

wheels at three Lansing plants 
and at a new plant in Newark, Del. 
for Plymouth, Buick, Oldsmobile, 
Pontiac, Chrysler, Rambler, Impe- 
rial. Nash and Cadillac. 

Motor Wheel was formed in 1920 
by the merger of Pruden Wheel 
Co., Gier Pressed Steel Co., Auto 
Wheel Co., all of Lansing, and Weis 
& Lesh Mfg. Co., of Memphis. Its 
1956 sales totalled $61 million. 

= ” > 


Norris-Thermador 


NEWCOMER to the field, Nor- 
| ris-Thermador manufactures 
| wheels at its Vernon (Calif.) plant 
|for all the cars assembled on the 
| West Coast. This includes Ford, 
Chevrolet, Plymouth, Buick, Olds- 
|mobile, Pontiac, Mercury, Dodge, 
DeSoto and Chrysler. 
| This firm, a diversified manu- 
facturer since its founding in 
1930, broke into the whec! field 
in 1947 with Ford and Chevrolet 
as its first customers and has 
since added the other Big Three 
lines. 

Norris got this business princi- 
pally because it costs about 45 cents 
to transport a wheel to the West 
Coast. Somewhat higher steel and 
labor costs must be deducted from 
this saving, however. Norris had 
sales of $45 million in 1956. 

+. 


Budd Co. 


UDD CO. manufactures auto 
wheels at its Detroit plant for 
Dodge, DeSoto, Studebaker, Nash 
and Hudson. Budd, the largest pro- 
ducer of truck wheels, also pro- 
duces all U. S. bus wheels. 
Edward G. Budd Co. was 
founded in 1913, principally to 
make body stampings. In 1918 
the firm reportedly made the first 
U. S. steel disk wheels for Gen. 
John J. Pershing, the Allies’ com- 
mander -in-chief, who reported 
that his “cars and artillery were 
begging down in the gunk” of 
(Continued on Page 24, Col. 1) 
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You can use Stainless Steel trim to help you sell! 


Looking for a real sales booster? Don’t neglect the 
Stainless Steel trim on the Lincoln! Approximately 27 
pounds of Stainless have been used in both interior and 
exterior applications. 

Give your prospects a close look at the glistening 
Stainless trim. Let them admire its beauty, then remind 
them of its ability to stay beautiful for years and years 
to come. Be sure to stress that Stainless Steel—which is 
harder even than carbon steel—will not corrode, dent 
or rust, and is impervious to peeling and pitting. No 
other trim material can stand up so well against harsh 


STATES 


road salts. And remember to mention that Stainless can 
be kept clean merely with soap and water. 

Because your customers make use of Stainless Steel 
in hundreds of daily applications, your selling job will 
be easier. Use this familiarity for your mutual benefit. 
You'll find Stainless trim can be a big selling point. 


USS 
Stainless Steel 
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New Brakes Will Be Needed... 


13-Inch Wheel Expected by ’61 


(Continued from Page 22) 


France because of their wooden 
spokes. 

The Detroit plant was opened in 
1925. In 1950, Edward G. Budd Co. 
and Budd Wheel Co. were consoli- 
dated into Budd Co. This firm, 
which also makes the Thunderbird 
body, had sales of $307 million in 
1956. 


* * * 


Ford Motor Co. 


o> MOTOR CO. produces 
about 65 percent of the wheels 
used on the Ford, about 40 percent 
of those used by Mercury and 75 
percent of those used on the Edsel. 
Ford ‘began making wheels in 1922 
at Hamilton, O., moving several 
years ago to Kelsey-Hayes’ former 
plant in Monroe, Mich. 


= + * 
Chevrolet 
eee makes about 50 
percent of its wheels at its De- 
troit Gear & Axle plant. Wheel pro- 
duction began there about 30 years 


ago. 
> = * 


Efficient Suppliers 
THE whole, the outside wheel 
firms are extremely good and 
successful suppliers. The fact that 
they have been able to maintain 70 
percent of their market despite the 
trend toward integration in the 
auto industry in the past few years 
is proof of this. 

A top Big Three purchasing offi- 
cial commented recently, “The 
wheel makers are among our most 
efficient suppliers. Other suppliers 
could take a leaf frém their book.” 

Spurred on by competition from 
Ford and Chevrolet and from each 
other, the four wheel makers have 
worked diligently to keep thei 
prices competitive by: , 

1. Installing the latest mecha- 
nized processes (automation). 
These firms have an almost con- 


these new developments available 
to their customers. 

2. Opening new, modern plants 
that are closer to their customers’ 
plants and to their source of steel. 
For example, Motor Wheel’s New- 
ark (Del) plant, which opened this 
year, is in the same town as a 
Plymouth plant and only 10 miles 
from the B-O-P plant in Wilming- 
ton, Del. This is also a good state 
from the tax standpoint. 

. . > 
as year Norris-Thermador also 
is opening a new, 200,000-square- 
foot wheel plant near its present 
plant in Vernon, which is sur- 
rounded by the city of Los Angeles. 

In 1948, Kelsey-Hayes began mov- 
ing its entire wheel-making facili- 
ties from Monroe to a newly pur- 
chased, 500,000-square-foot plant in 
McKeesport, a suburb of Pitts- 
burgh. 

This plant began operating in 
1950. With an annual capacity of 
24 million wheels on a two-shift 
basis, this plant makes two- 
thirds of all Kelsey-Hayes wheels. 
It supplies six Ford and Mercury 
plants, six B-O-P plants and four 
Chevrolet plants. About 30 per- 
cent of all cars are assembled in 
eastern plants. 

A major consideration in Kelsey’s 
move to McKeesport was its near- 
ness to sources of steel, a com- 
modity which this plant consumes 
at the rate of 20,000 tons a month. 
The steel is purchased from Jones 
& Laughlin Steel Co., Weirton Steel 
Corp. and Republic Steel Co. This 
plant also uses two million kilo- 
watt hours of electricity a month. 

This move has not only paid divi- 
dends in cutting the freight charges 
of steel, but it also has proved bene- 
ficial in enabling Kelsey to get 
badly needed steel during recent 
shottages. 

* oe + 


Freight Is a Big Item 


wr these moves, the wheel 
makers are attempting to pre- 
vent the freight problem from get- 
ting any bigger, although most of 
the wheel executives are gloomy 
about the possibility of higher 
freight charges. 

Said one. executive, “Freight 
charges are becoming a larger part 





of the total wheel cost every year. 
Freight will be a dominating fac- 
tor in the future. There’s a pay 
raise every year and rate boost 
every year. Of course, we get hit 
twice on freight—for the raw ma- 
terial and the finished product.” 


said, “The freight item is becom- 
ing a bigger factor all the time. 
The roads are in bad shape and 
consequently their charges are 
rising faster than others.” 

The wheel freight problem was 
alleviated some years ago when 
Kelsey-Hayes and Motor Wheel 


petitioned the Interstate Commerce | 


Commission for rates comparable 
to raw steel. This concession was 
granted but the rates have been 
creeping up recently, anyway. 

The wheel companies also have 
also fought the “cost battle” by 
diversifying into automotive and 
nonautomotive products, Except for 
Norris-Thermador, all the wheel 
companies make hubs and drums 





which are more expensive and 

more profitable for some makers. 
« aa oa 

pS the Korean war, Kelsey- 

Hayes began making parts for 

the aircraft, agricultural and other 


| industries. 
Another wheel company official | 


Motor Wheel began diversifying 


|25 years ago and now produces a 


wide range of industrial and con- 
sumer products, including gas in- 
cinerators, heating panels, power 
lawnmowers, snow throwers and 
house-trailer air-conditioners. 

Summing up the struggle to re- 
main competitive and to be less 
dependent on the auto industry, one 
wheel company leader said: 

“The car makers haven’t begun 
to make their own wheels to any 
great extent yet, but there’s 
nothing to stop them if we don’t 
remain competitive. If the fac- 
tories did make all their own 
wheels, it would close the doors 
to them in regard to what other 


car makers are doing about 
wheels. 

“Most of the wheel makers give 
the factories ‘shop rights’ (the 
right to any information in their 


of the factory’s business.” 

| One factor working against the 
| profitability of the outside wheel 
industry is the lack of the substan- 
tial replacement market which 
other supplier industries enjoy. Al- 
though there is a small wheel re- 
| placement market, 99 percent of 
the wheels are wholesaled at a low 
markup to the auto makers. 

= + * 


Making the Wheels 


A PROBLEM facing the wheel 
industry is the possibility of the 
elimination of the spare tire (and 
wheel) through the development of 
tires that are almost puncture- 
proof. At present, four tires are 
standard equipment on a DeSoto 
station wagon and special equip- 
ment on a Chrysler wagon. 

Said one official, “Although these 
tires are too expensive at present, 
they definitely are a threat in the 
future. It would mean losing 20 





percent of our business.” 
An insight into how the wheel 


shops) if the supplier gets a part) 





companies make good wheeis 
profitably can be gained by taking 
a tour through the Kelsey-Hayes 
plant in McKeesport with Walter 
McGibbony, plant manager. 

This plant, the world’s largest 
wheel facility, is a 50-year-old 
building equipped with the latest 
in automated wheel-making ma. 
chinery. 

Explaining that the modern car 
| wheel has two components—the rim 
and the disk or “spider” — Mce- 
|Gibbony said that both parts are 
|made from sheets of hot-rolled, 
open-hearth, low-carbon steel which 
varies in thickness from .125 to .140 
|of an inch for cars and from .375 
| to .500 of an inch for truck wheels. 
| The steel in the rim and disk dif- 
fers slightly in chemical makeup. 

> = = 

| first operation in the making 

of a wheel is the removal of 
|seale from the steel sheets. This 
formerly was done entirely by run- 
ning the steel through a sulphuric 
|acid pickling bath. Now, the scale 
| from some of the steel is being 
removed by a “roto blast” process 
which is just as efficient but more 
economical. 

After shearing into the appro- 

(Continued on Page 25, Col. 1) 




















MINIT-H EAT, an exclusive product, 
packed with BIG PROFIT potential for you! 





Product story of the year! New 
Minit-Heat by South Wind makes 
cold cars a thing of the past, sets up 
a rich new source of auto accessory 





volume and profits for you! 


Not a car heater! Minit-Heat is 


a precision-engineered, thoroughly 
tested unit that works in conjunction 
with a car’s present heating system. 


A warm car—fast! Minit-Heat 
heats engine coolant to cut engine 
warm-up time from a high of 15 to 


*in actual tests at 10 degrees F. 


too, with Minit-Heat. 


Make money with 
Check the advantages 


tails from your jobber 


17 minutes* to almost no time at all! 
In 60 seconds, warm air is flooding 
the car’s interior. This means not only 
a warm car in a hurry, but fast de- 
frosting as well. Excessive engine 
wear and fuel consumption caused 
by cold starts is materially reduced, 






Minit-Heat! 
of selling this 


great new product. Get all the de- 


now! 





Minit-Heat has been exhaustively checked by 
Stewart-Warner engineers. Actual installations 
in more than 100 different cars assure maximum 
flexibility and adaptability. Entire unit fits under 
the hood . . . only the convenient turn-on switch 


TESTED AND PROVED! 


mounts under the instrument panel. 


HIGHLY PROFITABLE! 


Your profit picture with Minit-Heat is extremely 
attractive. Minit-Heat is readily available from 
your jobber, no need to tie up your cash in 
costly inventories. And Minit-Heat can be sold 
as a new-car accessory in your showroom or an 
after-market item in your service department. 























8-Year Cycle Fading .. . 


13-Inch Wheel Seen 
By ’61 for U.S. Cars 


(Continued from Page 24) 





priate sizes, the steel strips are | spider, (5) pierce the bolt holes and 
delivered to the start of the rim | (6) check it for imperfections. 
or disk lines, The McKeesport eee see 

plant has nine of each. Final Operations 

On the rim line, the strip steel is| McGIBBONY pointed out a new 
again cut to size. Each strip is then | Verson transmat press—the | 
sent automatically down a line | only one of its kind—which now is 
which (1) coils the strip into aj|in pilot operation and which soon 
circle, (2) butt-welds the two ends| will replace an entire spider line 
of the coil, (3) trims the flash (ex-| consisting of six men and machines. 
cessive weld), (4) performs four| This huge, multiple press applies | 
forming operations which give the| 300 tons of force, simultaneously 
rim its configurations and (5) trues! performing six different operations 
the rim within .015 of its specifica-| on six different spiders. 
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Super Automatics— 


This group of three machines produces the splines on every axle shaft (2,500,000 
this year) for all Chrysler Corp. cars. The machines cold-roll the splines into the steel 
shafts instead of cutting them. The automated machines were developed by Michigan 
Tool Co., Detroit. Production of the group is over 1,000 shafts an hour. Tool cost 


| reportedly is less since the tools which form the splines have to be sharpened only 








tions. Then the rim igs inspected | 
carefully. 

On the spider line, a steel “blank” | 
is sent through six operations which 
(1) stamp it into a bowl shape, (2) | 
size the center hole, (3) restrike the | 
bowl, (4) form projections on the! 


After going through these lines, 
the rim and the spider are either 
welded or riveted together. For 
the past two years, following the 
development of an improved weld- 
ing process, most car wheels have 
been welded. The only exceptions 





| once every 100,000 to 200,000 shafts. The rolled splines are said to be stronger and 
| smoother (under five micro-inches) than formerly, despite the high production. 





are Ford wheels which still are ,a bond as riveting. Truck wheels 
riveted. are riveted. 

Most wheel company officials feel} On the welding line, the spider 
that welding produces just as good| (whose outside diameter is .030 of 


MINIT-HEAT 


Call your jobber, or write direct fo the address below. 





Symbol 
of 
Excellence 





UNLIMITED MARKET! 


Short trips (less than five miles) constitute the 
major portion of all driving. 46% of all cars are 
never parked in a garage, even in cold weather! 
That's why practically every car owner is a 
prime prospect! And Minit-Heat is designed and 
engineered to fit all cars from 1949 on. 


ye, 


SOUTH WIND DIVISION 
STEWART-WARNER CORPORATION 


1514 DROVER STREET, INDIANAPOLIS 7, INDIANA 


NATIONWIDE SERVICE! 


Minit-Heat will be backed by a coast-to-coast 
network of authorized service outlets and the 
Alemite distributor organization. You may be 
interested in a service franchise. Or you can 
route all your installation, warranty service, and 
repair work to the outlet nearest you. 
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an inch larger than the rim) is 
pressed into the rim. 


Then the wheel is (1) transferred 


to a welding machine where four | 


welds are applied, (2) sent to an- 
other welding station where four 
more welds are applied, (3). moved 
to a machine that pierces the valve 
holes, (4) transferred to a coining 
machine to remove the valve hole 
burr and (5) sent to another station 
where the wheel cover bubbles 
(projections) are formed. 
+ + * 


AFTER the completed wheel is 
washed, it is usually given a 
coat of black primer in an auto- 
matic spray paint unit and sent to 
an infrared oven for drying. Mc- 
Gibbony said Kelsey switched to 
infrared drying 18 years ago be- 
cause it provides better curing and 
is faster. 


The wheels of some car makers 
who prefer to apply their own 
primer, are left unpainted and are 
covered merely with a phosphate 
coating or soluble oil. 


The completed wheels, number- 
ing about 50,000 a day nowa- 
days, are sent to the shipping 
docks and loaded in boxcars— 
2,500 in each car—or trucks. 
About 70 percent of the wheels 
from this plant are shipped by 
rail; the remainder are trucked. 


An important fact, from the 
standpoint of ecanomy, is that 
neither Kelsey nor the car makers 
store the wheels. When they arrive 
at the auto plant they are placed 
right in the production line. 


Somewhat like dealers order their 
cars, the auto firms give the wheel 
companies a tentative order three 
months in advance so that raw 
materials can be ordered. These 
orders are firmed up monthly, But 
the orders still change from day to 
day. 


+ * * 


Transition Is Costly 


AN IMPORTANT part of Mec- 
Gibbony’s job is production 
planning, which at this plant con- 
sists largely of keeping to a mini- 
mum the changes in tooling on the 
plant’s nine rim and nine spider 
lines. 


Because this plant produces 30 
different car wheels, this is difficult 
at times. Some of the car makers 
use more than one wheel, For in- 
stance, Pontiac uses three and 
Cadillac and Buick require two 
different wheels. This plant makes 
60 different truck wheels and re- 
cently completed 5,000 wheels for 
the M-41 and M-42 tanks. 


It takes a minimum of four 
hours for the “production set-up 
men” to change the tooling on a 
line. 

Commenting on the wheel pro- 
duction, McGibbony said, “We place 
a strong emphasis on quality con- 
trol. All raw materials are inspected 
when they enter the plant; all 
components are 100 percent in- 
spected; the wheel is inspected 
after assembly, and it is inspected 
again after painting. 

“Wheel failures are negligible. 
We ship more than a million wheels 
most months and no more than 40 
wheels a month are returned by 
the auto plants with defects.” 

- > y 


HE SAID the transition last year 
from 15-inch to 14-inch wheels 
was an expensive proposition, partly 
because it was necessary to keep 
the 15-inch tools for certain cars 
and for service and replacement 
needs. 

“In this model change,” he con- 
tinued, “all of the new tooling was 
developed by our people and 25 
percent of it was made here. We 
also make all our own replacement 
tools.” 

Because this Kelsey-Hayes plant 
develops most of its tooling (as do 
most wheel plants), 18 percent of 
the 1,100-man McKeesport work 
force is in the maintenance and 
tool departments. 

Although there is no indication 
that auto wheels will not be made 
from steel sheets in this fashion 

for some time, the aluminum 
companies also are doing con- 
siderable research in aluminum 
wheels should the car industry 
turn in their direction. The big 
obstacle, of course, is the alumi- 
num cost penalty. 

Probably the most advanced 
wheel development work has been 
done by Kaiser Aluminum & 
Chemical Sales, Inc. which has 
developed, tested and publicly 
(Continued on Page 27, Col. 1) 




































































































Diecasting Unit Produces 
Rotors for Small Motors 


A small aluminum cold chamber die- 
casting machine, known as the DCMT 
“Rotorcaster,” has been introduced by 
British Machines & Foundry Supplies, Ltd., 
Port Washington, N. Y. 

This machine is especially adapted for 
casting aluminum alloys around any small 
rotor for electric motors, up to its capac- 
ity of 2% ounces per shot. This high 
speed machine will cast up to 200 rotors 
per hour, it is claimed. 


Air-Slurrying System 
Marketed by Pangborn 


A system which is said to keep fine 
abrasives thoroughly slurried in water 
for die and mold cleaning and similor 
operations is offered by Pangborn Corp., 
10 Pangborn Bivd., Hagerstown, Md. 

The “Slurictor” uses compressed air to 
do the job and the company soaid the 


system involves the purchase of less 
equipment thon formerly used for the 
operation. 





Desk-Top Microfilm Viewer 
Is Also an Exposing Unit 


Engineering drawings, legoal-size and 
other documents on microfilm can be 
viewed or readily reproduced in a viewer- 
printer announced by the Filmsort Di- 
vision of Dexter Folder Co., 50 S. Pearl 
St., Pearl River, N. Y. 


A redesign of the Filmsort unit known | designed 
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vated temperatures, has been announced 
by Aluminum Co. of America, 1501 Alcoa 
Bidg., Pittsburgh 19, Pa. 

Alloy X5454 provides maximum strength 
for aluminum applications exposed con- 
tinvosuly or intermittently to temperatures 
in the 150 degree Fahrenheit to 300 
degrees Fahrenheif range. Under these 
conditions, alloy X5454 displays high re- 
sistance to corrosion and stress corrosion 
in all temper specifications, it is claimed. 
There are no restrictions on the extent 
of cold forming. | ’ 


+ 





Hufford Machine Combines 
Spinning, Forging Operations 


A new concept in machine design com- 
bining the features of a vertical spinning 
lathe with a process for forging the wall 
thickness of sheet parts has been an- 
nounced by Hufford Corp., 1700 E. Grand 
Ave., El Segundo, Calif. 
| The machine, known as the Huffer Spin- 
| Forge, enables forming of parabolic, hemi- 
spherical, conical, hour-glass and other 
shapes from one, single piece, it is 
claimed. In addition, it provides facilities 
for forging the metal varying the wall 


thickness starting from a full inch and 
reducing this to as little as a few 
thousandths. 

* @ 





Abrasive Belf Grinder 


For Metal Working 


The Model 2-42 Abrasive Belt Grinder, 
for portable or fixed bench 


@s the Examiner, the machine is _the mounting, is said to handle any grade 
largest of the desk-top models. Its view-| grit of aluminum oxide or silicone carbide 


ing screen is 14 by 14 inches and the 
lens will provide magnifications of 15x, 
20x, 24x, 30x and 43x. The screen is 


slightly tilted for reading convenience at 
seating level. 





Hydraulic Power Packs 
Operate Multiple Guns 


A line of standard hydraulic power 
packs that permit simultaneous operation 
of two, three or four fastener driving 
tools at full working pressure is now 
avoilable from Huck Mfg. Co., 2480 Belle- 
we Ave., Detroit 7, Mich. 

Designated Series 800, the power packs 
are designed for use with the Huck line 
of standard hydraulic driving tools. The 
first power pack units are the model 800 
two-gun design and the model 801, for 


use with as many as four guns. 
“i ate 


High-Strength Alloy 


Developed by Alcoa 

A high strength alloy developed es- 
pecially for welded aluminum structures 
which must operate at moderately ele- 





abrasive in two inch wide belts. 

Used as a portable hand unit, the 
flexibility of the belt is said to permit 
grinding of convex or flat surfaces. A 
belt support accessory may be attached 


| to give added rigidity to the belt on flat 


grinding. The grinder is powered with a 
1% horsepower air motor which gives the 
belt a surface speed of 6,000 feet per 
minute. The unit complete weighs 9 pounds 
4 ounces, Abrasive Machinery Corp., Dept. 
305, 444 S. Pennsylvania St., Indianapolis 
4, Ind. 





Pt 


Hydraulic Lubricator Works 
Under High Pressures 


A hydraulic lubricator for use in ap- 
plications where desired lubricant dis- 
charge per machine cycle is relatively 
small is available from the Bijur Lubri- 
cating Corp., Rochelle Park, N. J. 

Designated Cyclic “Y," the lubricator 
will operate on any hydraulic line pressure 
from 500 psi to 3000 psi and will deliver 


Engineering and Production 
New Products 





Flexible Link Shaft Features 


Equal Torque Two Ways 


Clark Flexible Link Shaft is a flexible 
shaft with equal torque in both directions, 
unlimited length and equal flexibility in 
all sizes from ¥% to 3 inch diameters, it 
is claimed. It is suitable for remote con- 
trols and power drives. 

The links consist of trunnion blocks 
and two half links fastened together with 
screws or rivets in a construction for which 
patents are pending. Cover materials are 
available in a variety of materials includ- 
ing armored neoprene hose, non-metallic 
hose or semi-rigid tube. Clark Flexible 
Link Shaft Co., Box 73, Newton Highlands 
61, Mass. 





Milling Cutters Available 


For Machining Metals 


A line of dual-purpose, high-helix 
plain milling cutters for machining both 
aluminum and ferrous materials is avail- 
able from Goddard & Goddard Co., 12280 
Burt Rd., Detroit 23, Mich. All cutters have 
a 52-degree left-hand helix and 12-degree 
hook. 

The high helix angle prevents ‘hogging 
in" when cutter is entering or leaving the 
work piece. This feature is said to make 
the tools ideal for light cuts on thin 
springy pieces or intermittent cuts on frail 
parts. An extremely free cutting action 
also results from this design. Five cutter 
sizes are standardized, ranging from 4 to 
8 inches in width. Bulletin X-3A contains 
complete specifications. 

6. .'* 





Orientor Alternates Parts 
For Back-to-Back Machining 


An automatic “‘orientor” for feeding 
parts into a hobber properly positioned 
for back-to-back hobbing has been added 
to the line of automated loading and un- 
loading devices developed and built by 
Michigan Tool Co., 7171 E. McNichols Rd., 
Detroit 12, Mich. 

The unit is particularly applicable to 
gears with extended hubs and similar 
parts which tend to support each other 
when mounted in pairs on an arbor, it is 
claimed. Although designed primarily for 
Michigan hobbers, the unit can be used 
to load other types ot machine tools. 


Plastic Material Developed 


For Vacuum Forming 
A versatile plastic material has been 


2 cc. of oil per lubricating cycle, it is| developed by Gilman Bros. Co., Gilman, 


said. By resetting hydraulic piston stroke | Conn. 


Named Stylour, the material is 


adjustment any one of seven different|a pre-flocked plastic sheet for vacuum 


lubrication cycles can be obtained. Reser- 
voir capacity is six pints. 


forming or trim use. 
There are 26 standard colors available 


or custom colors may be ordered. Flocked 
with the colored fibres in either plain or 
embossed patterns, Stylour is supplied 
to the vacuum former in rolls or sheets. 
Thicknesses range from 10 to 30 mils in 
rolls and from 10 to 125 mils in rigid 
sheets. It is available in widths from 
24 to 40 inches and in lengths up to 
100 yards. 





National Broach Develops 


Electronic Gear Classifier 


A Red Ring model GRF automated 
electronic gear classifier that sorts gears 
into size ranges for assembly operations 
has been announced by National Broach 
& Machine Co., 5600 St. Jean Ave., Detroit 
13, Mich. 

The machine is said to be ideally 
adapted to the production of gears such 
as those used in- planetary and related 
types of gear sets where equalized back- 
lash and loading conditions are desired 
in finished assemblies. 





Porta-Trace Markets 
Portable Tracing Unit 


A larger-size portable tracing unit has 
been announced by Porta-Trace, Inc., 342 
Clinton St., Binghamton, N. Y. 

Usable illuminated area is 354 by 47% 
inches, double any previous portable unit. 
Uniform lighting is provided by four 30- 
watt fluorescent lamps, and the Plexiglas 
top and rolled stainless steel frame give 
durability, minimize weight. A_ builtin 
straight edge and adjustable back legs 
make this a self-contained drafting unit, 
usable on any desk, table, or board. 





>. 


Two Boring Machines 
Added to Ex-Cell-O Line 


Two standard precision boring machines 
considerably larger than its other standard 
models are being introduced by Ex-Cell-O 
Corp., 1200 Oakman Bivd., Detroit 32, 
Mich. One is a double-end machine and 
the other single end. 

The double-end model, Style 2440, has 
two bridges that support the spindles and 
their drive equipment. Bridges are 54 
inches wide to allow for mounting a 
number of spindles. Also, bridges can 
be spread apart to accommodate large 
workpieces and moved close together for 
fast operating cycles on smaller parts. The 
single-end model, Style 1440, is identical 
to the Style. 2440 except that it is supplied 
with only: one bridge, which is mounted 
on the left hand end of the machine. | 



















Rampe Tumbling Barrels 


Feature Orange Lining 


Visibility, ease of cleaning and long 
wearing qualities are improved with 
orange-colored vinyl plastic lined tumbling 
barrels made by Rampe Mfg. Co., 14915 
Woodworth Ave., Cleveland 10, O. 


The resilient linings feature a special 
“No-Seam™ application and provide a 
smooth, light-reflecting surface for cleaning 
and inspection. Available on all Rampe 
tumbling barrels for new equipment or 
replacement, the orange linings replace 
earlier black plastic linings. They are said 
to be highly resistant to wear and abra- 
sion, oils and most chemicals. 


* * * 





Self-Threading Lock Nut 
Developed by Palnut 


A self-threading lock nut, which cuts its 
own threads on die-cast or cold-forged 
studs of nameplates, medallions, emblems 
and moldings, is announced by Palnut 
Co., Glen Rd., Mountainside, N. J. 


Painut self-threading nuts are made of 
spring-tempered steel, comprising a 
thread-cutting lock nut and flat washer in 
one piece, in sizes for Vg, 3/16 and %- 
inch unthreaded studs. The nut is hex 
form which fits all standard tools and 
shanks. It is said to cut deep, clean 
threads having high torque and tensile 
values and may be removed and reused 
on the same studs. The resilient washer 
base assures full 360 degrees contact on 
flat or irregular work surfaces, and on 
perpendicular or off-angle studs. 

e « 





Colson Mechanical Lifter 
Features '/2-Ton Capacity 


A crank up, crank down mechanical 
lifter with half-ton capacity, featuring a 
Positive-acting safety device as standard 
equipment, has been introduced by Colson 
Corp., Somerville, Mass. 

The one-piece, all-steel welded lifter, 
called Half-Tonner, offers vertical lift of 
69 inches from floor level, lowered height 
of 4% inches and over-all height of 79% 
inches, Platform is 24 inches square. 
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&-Year Cycle Fading... 


13-Inch Wheel Seen 
By ’61 for U.S. Cars 


(Continued from Page 26) 





shown an aluminum wheel and| wheels. Reyolds engineers have ex-| 


drum assembly. | amined the three main aluminum 


A Kaiser spokesman said, “The| Wheel possibilities—wrought, ex- 
use of cast aluminum wheels is|truded or cast wheels 
being seriously considered by most| Concluded that the best bet is a 
of the passenger car manufacturing | ductile alloy casting. 
divisions. Engineers see better re- ~ eat 
sistance to brake fade and reduced | AN IMPORTANT force in the 
unsprung weight. Such a design|+*™ wheel industry is the Tire & 
also offers interesting possibilities} Rim Assn. which for many years 
to the stylists. | has set the wheel and tire specifi- 

p cations. 

This association also enforces 
these regulations by visiting the 
wheel plants several times each 
year without notice, selecting sev- 
eral wheels at random and testing 


* * 


Aluminum Makers Busy 
“BPRESENT indications are that 
wheels based on the Kaiser 
design will be offered as standard 
or optional equipment on some 1959 


| safety that 


and have} 


models. At least one other parallel 
program of wheel development by 
an automobile manufacturer will 


them at the organization’s head- 
quarters in Akron for fatigue, 
breaking point and other qualities. 


Throughout the wheel 


robably also result in the intro- 
e . there is a pride in the quality and 


duction of a similar cast aluminum 
wheel, possibly as optional equip- 
ment on some 1958 models. 

“When wheels based on the 
Kaiser design appear in produc- 
tion, he continued, it is expected 
that the raw castings will be sup- 
plied by the various aluminum 
foundries to the wheel manufac- 
turers who, in turn, will provide 
the machined and finished wheels 
and rims to the car assembly | 
plants.” | 
Since 1955, Aluminum Co. of 
America has cooperated with} 
Kelsey-Hayes in producing an alu-| 
minum-steel wheel which has been} 
standard on the Cadillac Eldorado. 

Alcoa also makes an aluminum 
wheel for the Cadillac Brougham. 

Reynolds Metals Co. also is doing 
research concerning aluminum 


Steel Founders 
Name Product 


Contest Winners | 


CLEVELAND.—Joe Jopling, proj-| 
ect engineer with Phil H. Edwards} 
Construction Engineers, Fort 
Worth, won a $1,000 award and a} 
gold certificate in Class I, and Don-| 
ald N. Rosenblatt, chief metallur- 
gist at American Foundry & Ma- 
chine Co., Salt Lake City, won 
identical awards in Class II of the} 
third product development contest | 
of the Steel Founders’ Society of 
America at the 55th annual fall 
meeting in Hot Springs, Va. - 

Class I was open to engineers, 
designers, users and customers of 
the steel castings industry and Class 
II incorporated employe personnel 
of producing steel foundry organi- 
zations. The contest was for the} 
purpose of revealing design, ad- 
ministrative and service factors in- 
fluencing the use of steel castings. 

Other Class I winners include: 


Russell W. Henke, Russ Henke 
Associates, Elm Grove, Wis., $750 
and silver certificate; Robert Ei- 


chenberg, chief engineer, McEvoy | 
Co., Houston, $400 and bronze cer- | 
tificate; Kenneth E. Jones, chief | 
engineer, Joe Stine, Inc., Houston, | 
$200 and blue certificate, and Sam-| 
uel K. Hodgson, staff engineer, 
Chance Vought Aircraft Co. Inc., 
Dallas, $100 and steel gray certifi- 
cate. 

Other Class II winners: 

American Steel Foundries, East 
Chicago, Ind., $750 and silver cer- 
tificate; L. W. Songer and E. S. 
Frens, Genera] Electric Co., Sche- 
nectady, N. Y., $400 and bronze 
certificate; Robert H. McAllister, 
Los Angeles Steel Casting Co., Los 
Angeles, $200 and blue certificate, 
and Lawrence S. Krueger and Clar- 
ence Ancher, Pelton Steel Casting 
Co., Milwaukee, $100 and steel gray 
certificate. 


American Coach to Build 


House Trailers in Georgia 


MILLEDGEVILLE, Ga.— Ameri- 
can Coach Co., manufacturer of 
house trailers, has completed nego- 
tiations for construction of a plant 
in Milledgeville. 

American Coach President Nor- 
man C. Wolfe said a concrete-and- 
steel building of 52,000 square feet 
will be erected on 10 acres of land 
just outside the city. 





industry | 


is built into today’s 
automobile wheels. This was sum- 
med up best by an executive who 
said, “The wheels always carry a} 
car to the junkyard.” 

* * + 


Kelsey-Hayes Acquires 


Heintz Co. in Philadelphia | 


PHILADELPHIA.—Kelsey-Hayes 
Co., Detroit autcmotive supplier, 
has acquired Heintz Mfg. Co. and | 
will convert part of Heintz’ facili- | 
ties to the manufacture of automo- | 
tive parts. 

Heintz, metal-working firm, will 
be operated as a Kelsey-Hayes di- 
vision. Charles B. Grace, who owned 
controlling interest in Heintz, heads 
the new Kelsey-Hayes division. 

A 50-acre plant site in Bucks 
County, Pa. which Kelsey-Hayes 
bought last year for a plant of its 
own, will now be sold. 

The firm will move equipment to 
make wheels and other auto parts 
to the Heintz plant. 

Heintz will continue to supply 


aviation, home appliance, shipbuild- 
ing and agricultural equipment 
fields. 

Kelsey-Hayes had total sales last 
year of about $155 million, and 
Heintz, over $30 million. 


KELSEY-HAYES POWER BRAKES 


Now Offered 


as standard or optional equipment 


by America’s Leading 
Producers of Motor Cars 


Power braking systems are just one of many diversified 
products manufactured by Kelsey-Hayes for the 
automotive industry—one of several major industries 
served by Kelsey-Hayes Company, Detroit 32, Mich. 


KELSEY-HAYES 


Automotive, Aviation and Agricultural Parts « Hand Tools ‘for industry and Home. 

15 PLANTS / Detroit and Jackson, Michigan; McKeesport, Pennsylvania; Los Angeles, California; Windsor, Ontario, Canada 

Jackson, Michigan « Springfield, Ohio—2 plants—(SPECO Aviation Division) ¢ Utica, New York—4 plants—(Utica Drop Forge 
and Tool Division) « Davenport, Iowa (French & Hecht Farm Implement and Wheel Division) 





New Research Lab © 
At Aleoa to Seek 
Wider Foil Uses 


PITTSBURGH. — The nation’s 
first fundamental research facility 
to serve the rapidly growing foil 
and packaging industries has been 
formally announced by Aluminum 
Co. of America, 


The new facility will be known 
as the foil and packaging division 
of Alcoa Research Laboratories, It 
will be located at New Kensington, 
Pa. 

Dr. Kent R. Van Horn, director 
c }of ARL, said: 

Source of Radiation— | We intend to investigate and 

Two-million-volt Van de Graaff electron | evaluate every aspect of aluminum 
accelerator installed in U, S$. Rubber Co.'s | foil from the structure of the metal 
new research center in Wayne, N. J., will itself, to the thousands of untried 
enable the company to learn more about | 2dhesive, coating, paper, lamina- 
the effects of atomic energy on its prod-| tion and design possibilities, We're 
ucts. It will also speed the development | COnfident the effort will result in 
Wendell | foil uses undreamed of today.” 

The new lab already is at work 
on foil-use ideas for the construc- 





of new rubbers and plastics. 
Smith, research scientist, examines calcite | 
crystals which have just been bombarded 
by 2-million volt electrons. Calcite crystals| tion, electrical, home decorating, 
are normally transparent like glass but| food processing, printing, packag- 
when subjected to high voltage, give off | ing, pharmaceutical and other in- 
an eerie orange glow. | dustries. 








ORD FAMILY OF FINE CARS A weekly roundup of news and | 
views for our dealers—and No. 50 OF A SERIPwe 


LEARINGHOUSE one more reason why it's 


great for you to be a dealer in 
the Ford Family of Fine Cars 








Back. canvesenteaiuidliodl THE EDSEL IS ON THE AMERICAN ROAD werrsssssssssseeceeseceecenseet 








IT’S A GREAT BEGINNING... 


The new Edsel 
exceeds our expectations 


The 1958 Edsel is on the American road—and no line of 


new cars ever had a warmer, more enthusiastic reception! 


Reports from every corner of the country tell of over- 
whelming crowds . . . boundless excitement and enthusiasm. 
One dealer requested police aid to cope with the throngs 
at his dealership. Others reported thousands of visitors. 
Showrooms across the nation were flooded with traffic— 


traffic that not only came to look, but came to buy. 


Many dealers reported this was the greatest announce- 
ment sales day they have ever had. Orders for cars exceeded 
the most optimistic projections. Edsel assembly plants 
are now building cars on order from dealers who could not 


deliver to specification out of existing stock. 
And what’s more, the pace hasn’t slackened. 
It’s a great beginning for Edsel—and its dealers. 


But it took more than a new brand of car to make this 
such a great day. It took an alert group of reputable, 
experienced businessmen who form our great Edsel dealer 
body. Jf took faith, imagination and a tremendous invest- 
ment in new facilities—buildings, equipment and special- 


ists to staff them. 





We're extremely proud of the job done by our Edsel 
dealers and their organizations, and we’re gratified by the 


enthusiastic public acceptance of the new Edsel. 


We're sure that September 4th, 1957, marks a major 
milestone for Edsel dealers, America’s motoring public and 


Ford Motor Company. 


Another reason why it’s great to be a dealer in the Ford 


Family of Fine Cars. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD 
THUNDERBIRD 
EDSEL 
MERCURY 
LINCOLN 
CONTINENTAL 







The Ford Family of Fine Cars 
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TRACTORS 





ENGLISH BUILT FORDS 


FARM IMPLEMENTS 
INDUSTRIAL ENGINES 





30 
Simpson Builds 


Plant to Produce 


Diesels in India 


MADRAS, India.—Simpson & Co., | 
Ltd., has completed a 250,000- 
square-foot plant here for the pro- 
duction of diesel engines. The com- 
pany expects to build 6,000 units a 
year. 

The new plant will make Perkins 
P6 (v) diesels under license from 
F. Perkins, Ltd., a British firm, and 
by agreement with the Govern- 
ment of India. 

Simpson, a Perkins distributor 
for several years, began assembling 
diesels for the Indian market four 
years ago. The manufacturing ar- 
rangement followed. 

The company’s new plant was 
built under the direction of A. J. 
Lund, Simpson general manager. 
Jigs, fixtures and special tools were 
designed and manufactured at the 
firm’s Madras works and key 
workers were sent to England for 
executive training. 

It was announced that all but 
about 20 of the 1,800 components 
of the Perkins diesel now are man- 
ufactured in India. 


KNOW THE F 


AUTOMOTIVE TRIM 
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Plating Elevator— 
The elevator mechanism developed for| must be taken on an item. 


Wagner plating equipment is a “package” 
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Factories Face Confusing Maze... 





List of Equipment 
Requiring State OK 


‘Continued from Page 21) 


Motor Vehicle Administrators and 
the Uniform Vehicle Code. 

To get approval on these items 
a manufacturer must do one or 
more of these things in each state: 

1, Submit a sample. 

2, Submit a laboratory test report. 

3. Pay a fee. 

* * 
AN IMPORTANT fact is that this 
chart does not show all the 
automotive safety requirements in 
each state—only those in which one 
or more of the above three actions 


For example, Michigan and Mon- 


unit, complete with housing. Requiring no| tana do not require the approval 
additional machining or parts for installa-| of any item. However, these states’ 


tion, 


the mechanism 


facilitates 


legislatures have enacted auto- 


buildup of the machine, as well as offering; equipment safety specifications 
ease of maintenance after the unit is in| Which automotive manufacturers 


service. 


acts ABOUT 


IRC) 


|are expected to seek out and ad- 


here to. Otherwise, they’ll be sub- 
ject to fines and other penalties. 


Commenting on the lack of | 


follow-through in most states, one 
automotive attorney said, “Take 
the case of the automotive lamp. 
Some states require that lamps 
be formally approved and some 
don’t. But, even if formal ap- 
proval is obtained, there’s nothing 
to prevent a manufacturer in 
most states from changing speci- 
fications and mass producing an 
inferior product. 
“The principal result in most 
states is that tough problems are 
created for legitimate manufac- 
turers. Of course, a state can't 
| check on every piece of equipment 
j}produced. But there is an in- 
| between solution adopted in some 





| 


states whereby eventually the state | 


Take a good look at the wheel covers on that new model on 
your showroom floor. In all probability they're made from 
stainless steel. Why? Because of all commercial metals avail- 
uble for brightwork, only. . . 


PROVIDES MAXIMUM 
ABRASION-RESISTANCE 


And this is extremely important on parts subjected to rough 
service, such as wheel covers. 


Stainless shrugs off the punishing abrasive action of flying 
gravel, cinders and grit. It withstands the blasts of live steam 
used by commercial wash racks to remove caked mud, grime 
and road deposits. Stainless comes shining through with no 
loss of its lustrous beauty. 


Stainless steel brightwork makes a strong sales point wher- 
ever it is used. Capitalize on its outstanding resistance to 
abrasion, denting and corrosion. Point out how easy it is to 
clean and keep clean. Tell prospects that stainless will never 
chip, crack, flake, peel or fade away because it has no 
applied surface. It’s tough, solid all the way through. 


Know the facts. Then sell the competitive advantage 
only stainless steel gives you. 


REPUBLIC STEEL 


GENERAL OFFICES « CLEVELAND 1, OHIO 


DIFFERENCE 


IN BRIGHT TRIM.. 









INSIST UPON STAINLESS 





| eliminating 


eS 


can spot a manufacturer who’s try. 
ing to cheat.” 


This attorney slso said that the 
| States’ approval systems are gen- 
erally “full of holes” from the 
standpoint of really protecting the 
motoring public. 


| For instance, most states rigidly 
control fog lamps but there are no 
manufacturing controls for brakes 
| Or steering gear—a coupe of items 
|of considerably more importance 
safety-wise. 


| * + & 


IMILAR dissatisfaction with the 
| state auto safety codes was also 
|recently expressed by Alfred W. 
| Devine, deputy registrar of motor 
vehicles in Massachusetts and prob. 
ably the best-informed man in the 
nation on these approval systems. 

These trends have been noticed 
|in recent years in regard to ap- 
| proval systems: 


| 1. There has been rapid modern- 
|izing of motor-vehicle laws, par- 
|ticularly in the South. Texas re- 
cently did a noteworthy job of 
modernizing its laws. 
2. There is a slow but continu- 
ous increase in the number of 
items that must be approved. 


3. Many states are gradually 
the requirement that 





samples of original equipment must 


| clarifications must be 


be submitted for approval. This has 
not occurred in regard to after- 
market equipment. 

The elimination of the submission 
of original equipment samples is 
partially occurring because of the 
development of easier procedures 
by the American Assn. of Motor 
Vehicle Administrators. This is a 
sort of self-regulating body whose 
members are from the Automobile 
Manufacturers Assn., the various 
state motor vehicle organizations 
and numerous other groups repre- 
senting the public. 

HE Uniform Vehicle Code, 

originally called the Hoover 

Code, was worked out and is kept 
up to date by all the organizations 
interested in motor vehicle equip- 
ment. The organization is under 
the auspices of the president. 

The history of automotive equip- 
ment regulation began about 40 
years ago, largely because of a huge 
number of complaints from motor- 
ists about headlight glare. 

Said one attorney, “Since then, 
this type of regulation has grown 
‘like topsy.’ Usually after one or 
several horrible accidents a state 
began requiring safety glass. 
Some states have gone ‘hog wild’ 
in their regulations, although 
omitting some of the most im- 
portant items.” 

In the auto industry, the basic 
manufacturer of a product or com- 
ponent must get the state approvals. 

Sometimes this is the auto manu- 


facturer and sometimes it’s the 
supplier 
As a rule, the state approvals 


need not be renewed annually, ex- 
cept in the case of antifreeze or 
brake fluid. 
* > > 

O READ the accompanying 

chart correctly, the following 
understood: 
1. The states’ approval of anti- 


|freeze and brake fluid is required 





on packaged service containers 
only. 

2. In Massachusetts, only meth- 
anol antifreeze must be approved. 
In the other states, methanol and 
ethylene glyccl antifreeze must be 
approved. 

3. The column titled “Devices 
altering headlamp beam” refers to 
any device which obstructs, reflects 
or alters the beam except for the 
conventional headlamp dimmer 
switch. 

4. The New York approvals of 
parking lamps, rear lamps, and stop 
signal lamps apply only to com- 
mercial vehicles. 

5. In Virginia, all types of 
mirrors must be approved, In 
North Carolina, only outside 
mirrors need approval, In New 
Hampshire, only mirrors other 
than conventional mirrors must 
be approved. 

6. The Connecticut approval of 
mufflers relates to muffler-diffusing 
devices only. 

7. The New Hampshire law reads 
“all automotive safety equipment 
designed as such shall be ap- 
proved by commissioner.” 





Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 








Listen to Wesley Nunn, Advertising 
Manager of Standard Oil (Ind.): 


“Outdoor advertising is a natural 
for us . . . as it should be for any busi- 
ness that trades along major traffic 
arteries. The more a motorist drives, 
the more of our product he consumes. 
And the more he consumes, the more 
Standard posters he sees. Outdoor 
posters do a fine job of selling while 
the motorist is at the wheel... per- 


Look for 
the Big C 


hange 


STANDARD 


haps in immediate need of gasoline!” 


In one market or 1600—locally or 
nationally—GOA puts your message 
where your prospects are. 

For additional success stories 
(Drakes Bakeries, Life Savers, Theo. 
Hamm Brewing Company and many 
others) call the General Outdoor Adver- 
tising Company office in your city. Or, 
write us in Chicago. We'll get the facts 
to you faster than you can say GOA! 











General Outdoor ACen caus ns rere Co. 


515 South Loomis Street, Chicago 7, Illinois 
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of the other equipment had to |tubes is placed on the screw ma-| Operation in the world to use hot- 
be of special design or have spe- | chine stock rack until the finished| rolled steel tubes — a worthwhile 


: cial adaptations to fulfill require- |and wrapped product is placed on| economy. ; 
ur ss e e eBy Joseph M. Callahan ments imposed by this type of | the shipping box, all operations, in-| 2. As a form of preventive main. 
production facility. | cluding final gauging, are auto-| tenance, the carbide tooling is pre- 


ine « i | matic. |ground and preset in tool hoiders 
ae ae a — In comparison, a bearing cup|for immediate installation on all 
these machines, but Timken Pp , 2 i 

ic sepiearenesmmntas ines altered | financed the research and develop- | made in a nonautomated plant pre-| screw machines after working on 
rus vary inversely with production; |and a high rate of efficient pro-|ment carried on by Timken re-| Viously traveled 11,370 feet, had 89a am number co a wil 
as the volume of production goes | duction.” searchers and outside builders. | Separate handlings, received “aie . a5 7s ae simul- 
up, the cost of bearings comes|, Immediately after World War Il.) ‘The design of the carbide tooling | was tocdhed ty 140 persona. a disposing of chips, designed by Tim. 

Sowa. Por example, a set of Tim-| clove the posability of n straight | °m ag toa soe machine made it pos-| An important part of the Bucy-| ken engineers. : 
ken bearings for low and medium- hae snethed of producing bearings = a tune _o yg ee im rus concept is the production of| 4. New honing machines which 
priced 1957 cars costs less today that would cut costs, speed pro- men _ e a Bagg ile f colour as few different bearings as peri eee abrasive tape instead of honing 
than in 1953, this despite spiraling | duction and improve "quality co a is aeaami ope 4 sible. It costs about $20,000 for| stones. The tape is advanced for 
costs of both labor and materials. | After selecting the Bucyrus site. opine — mon at present pro- tooling to equip a line for one|each cup so that a new and identi- 
ae aes it was decided there would be 11) Pa a . << bearing cup. ‘ i é cal ia surface is presented to 

i ossible | production lines consisting of small, . | Some other innovations a e|each cup. ; 
ams of how tek ctene | coeement ‘and highly efficient ma. Good Job of Automation Bucyrus plant are: | Cups and cones leaving the 
high-capacity bearings, a high de-| chines. Each line cost about $1 oo lines are probably as auto- 1. The use of hot-rolled steel | finishing departments are gauged 
gree of standardization of bear-| million. mated as anything in industry| tubes. Timken is probably the by Moore Automatic Gages which 
ings for automotive applications | All screw machines and most | today. From the time a load of| only automatic screw - machine simultaneously measure all critical 
a 5 0 ees aes_ooeo_sor* _—o—<_— a | dimensions, culling out those bear- 
ings that do not meet specifica- 
tions. 


* * + 


apace Tong said that with one 
exception, every current U., §, 
car, truck and trailer uses Tim- 
ken bearings. The sole exception, 
he added, is Buick, which is ex- 
pected to use a Timken bearing 
in the near future. 

An interesting point is that 
Timken often ships only bearing 
cups to one manufacturer and 
only bearing cones (including the 
cage and rollers) to another 
manufacturer. For instance, cups 
are shipped only to wheel makers 
usually, with the cones going to 
the auto maker who puts the two 
components together at final as- 
sembly. 

| Included in the Bucyrus opera- 
tion is a highly integrated shipping 
center for the whole company. The 
system represents a new approach 
to inventory control, production 
ischeduling, storage and the 
processing of customer orders. 

A very important tool in this 
system is the IBM 650 computer in 
the Canton (O.) office. Timken 
rents the computer from Interna- 
tional Business Machines for $3,750 
a month. 
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|Workers Specially Trained 


MPLOYE relations of the Bucy- 
rus concept involve the follow- 
ing unusual points: 

1. Except for the two top execu- 
tives, Plant Manager Russell Fowler 
and General Supt. Edward Barwick, 
none of the employes had any ex- 
perience in bearing manufacture. 
| A training program was begun for 
employes hired from surrounding 
| farms and small towns. All employ- 
|}es were selected with great care. 
| 2. Unlike most other Timken 
plants, this plant has no union 
despite several strong organizing 
attempts. Timken has had several 
serious labor disputes at other 
plants. 

3. An expensive bonus system 
is employed; the average em- 
Ploye last year got 25 percent 
above his base pay. Every work- 
man, including janitors and 
sweepers, participates. There is 
@ separate executive program, 

| 4. Except for the heat-treat fore- 
|}man, all supervisors are moved 
periodically around the plant to 
give them broad experience. Em- 
ployes are also moved periodically 
to eliminate the monotony. 
| 5. The marking of each machine 
with its costs to impress the worker 
with his importance and to make 
him more considerate about its use. 
The machines vary in cost from 
$25,000 to $100,000. 
+ * - 
AID Umstattd: “Some executives 
advised against this, saying 
that a man might decide he’s 4 
$50,000 man because he works on 
a $50,000 machine, This hasn't 
occurred, but we've noticed a salu- 
tary effect on maintenance costs.” 

Commenting on the key idea in 
the Bucyrus concept —the stand- 
ardization of bearings — Umstattd 
said: “At one time every car maker 
and model needed different gage 
bearings. By going to top manage- 
ment and showing them we pane 

Save them 15 percent now and 
For 56 Year. $ percent later, we now have 80 per- 
a Quality Name cent of our customers using bear- 
in Steel ings we want them to use.” 


Traffic in Canada Up 

OTTAWA.—Highway Traffic en- 
tering Canada from the U. S. in- 
creased to 10,127,200 vehicles in the 
first seven months of 1957 from 
9,547,100 in the corresponding 1956 
period, according to the Canadian 
Government. 
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Now... for Jeep’ Dealers... A great New Network TV show! 


“MAVERICK” 


WILLYS MOTORS 


becomes the only exclusive 






commercial vehicle manufacturer with a 
coast-to-coast network TV show! 


‘ A great new Sunday night show for Willys dealers! That’s Maverick—an hour- 
K long, thrill-packed adult Western drama starring Jim Garner, an exciting new film 
star discovery —and of course, the famous ‘Jeep’ family of 4-wheel-drive vehicles! 

It’s a big show — packs plenty of selling punch! That’s why Willys, as co-sponsor with 


other members of Kaiser Industries, is proud to bring it to you! 


SK Maverick will reach more ‘Jeep’ prospects than ever before! An estimated audience 
of more than 15,000,000 from coast-to-coast! They'll see 4-wheel-drive ‘Jeep’ vehi- 
cles demonstrated right in their living rooms! They'll see the new and bigger Forward 
Control ‘Jeep’ FC-170 Truck in action—going places and doing things ordinary 
trucks just can’t do! They'll see other famous ‘Jeep’ vehicles pushing, pulling and 
hauling—traveling over the toughest terrain in good weather or bad—doing the 


“impossible” on job-after-job! 


eC S| 


* What Maverick can mean to you! In facilities and program, this great new show 
‘ represents one of the largest network commitments in recent years. It’s another step 
in creating a climate that makes the ‘Jeep’ franchise more valuable with every pass- 
ing month. That’s why the ‘Jeep’ franchise can be an important profit-making invest- 
ment for you, whether handled exclusively, or as an addition to your present line! 


Why not get all the facts—just fill out and mail the coupon below! No obligation! 


S | O tee 


WILLYS MOTORS ...ONE OF THE GROWING KAISER INDUSTRIES 


Tune in to MAVERICK, ABC-TV, Sundays, 7:30-8:30 PM, EDT 





n 
i- 
. . # Eee eee 
4 e . e | 605 
“ The jeep family of 4-Wheel-Drive vehicles : Dealer Franchise Department 
a ® | Willys Motors, Inc., Toledo 1, Ohio 
~ Yes, without obligation, I’m interested in learning the detailed facts about 
r- | the ‘Jeep’ family franchise. 

I Name 

Address 

i- 
n- | eon 
1e . *,* 
6 ‘ New Forward Control Universal ‘Jeep’ ‘Jeep’ Utility Wagon | Business Position 


‘Jeep’ FC-170 Truck 
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$115,000 Prizes 
Await Makers 
Of Model Cars 


DETROIT.—Eighteen university 
scholarships worth $38,000 and $77,- 
000 in cash and other awards are 
the stakes in the 1958 Fisher Body 
Craftsman’s Guild model car com- 
petition. 

Enrollments for the competition 
are being accepted now, according 
to C. W. McClellan, Guild adminis- 
trator. 

Boys born in the years 1937 
through 1941 are eligible for the 
senior division; boys born in 1942 
through 1946, junior division. An 
enrollment card may be obtained 
by writing to the Fisher Body 
Craftsman’s Guild, General Motors, 
Detroit 2, Mich. 

Approximately 1,000 public and 
parochial schools will be visited this 
fall by field representatives of the 
Craftsman’s Guild to explain the 
model-car building program. 

A booklet on model car design 
and construction is given to each 
boy enrolling in the Guild. The 
1957-58 competition will be June 2, 
1958. 


BMC Promises | 
Top Service 


MONTREAL.—E, H. Clayton, di- 
rector of British Austin and Morris 
automobile combine, said here the 
newly formed BMC service organi- 
zation will give service and spare 
parts “at the right price, place and 
time.” 

In Montreal for conferences with 
dealers and distributors, Clayton 
said British Motor Corp’s new serv- 
ice company would be the fourth 
largest in the world after General 
Motors, Ford and Chrysler. 


Commenting on the current Euro- 
pean-car boom in North America, 
Clayton said BMC was ready to 
give Canadians not only economi- 
cal, high-performing cars but “dol- 
lar-saving service to back them up.” 


Resin Production Capacity 
Up 30%, Says Bakelite 
NEW YORK. — An increase of 
about 30 percent in production 
capacity for VYHH-type vinyl res- 
ins has been announced by George 
Cc. Miller, president, Bakelite Co., 
a division of Union Carbide Corp. 
He said a new Texas City (Tex.) 
plant is scheduled to start produc- 
tion next spring. 
. “The current expansion a 
brought about by current and fu- 
ture foreseeable demand and re- 
flects technological improvements 


in the process and product,” said 
Miller. Vinyl! resins are used in 
long-playing sound records, floor 
tiles of the vinyl-asbestos type and | 
coatings. 
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Current Prices on U. S. Cars 





The following advertised - delivered 
prices include the suggested base fac- 
tory lst prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 
transportation charges and optional 
equipment. 

1958 MODELS 

EDSEL—Ranger—4-dr. sed., $2,592; 2- 
dr. sed., $2,519; 4-dr. hardtop, $2,678; 
2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr. hardtop, $2,863; 2-dr, hard- 
top, $2,805; conv., $3,028. Corsair—4-dr. 
hardtop, $3,425; 2dr. hardtop, $3,346. 
Citation—4-dr, hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801. Station Wagons 
—Roundup—2-dr. 2-seat, $2,876. Villager— 
4-dr, 2-seat, $2,933; 4-dr. 3-seat, $2,990. 
Bermuda—4-dr, 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 


1957 MODELS 

BUICK — Special — 4-dr., sed., $2,659.83; 
2-dr, sed., $2,595.83; 4-dr. hardtop, $2,- 
779.83; 2-dr. hardtop, $2,703.83; conv., $2,- 
986.83; 4-dr. 2-seat stat, wag., $3,046.83; 
4-dr, 2-seat hardtop stat. wag., $3,166.83. 
Century—4-dr. sed., $3,234; 4-dr. hardtop, 
$3,354; 2-dr. $3,270; conv., $3,- 
598; 4-dr. 2-seat hardtop stat. wag., $3,- 
706. Super—4-dr. hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901. Readmas' 
—4-dr. hardtop, $4,053.33; 2-dr. hardtop, 
$3,944.33; conv., $4,066.33. Roadmaster 
“16’’—4-dr. hardtop, $4,483.33; 2-dr. hard- 
top, $4,373.33. (Dynafiow standard on Cen- 
tury, Super, Roadmaster and Roadmaster 
“*75."" Power steering standard on Super, 
Roadmaster and Roadmaster ‘‘75.’" Power 
brakes standard on Roadmaster ‘'75.’’) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr, hard- 
$7,285.96; Eldorado Biarritz conv., 
$7,285.96; Eldorado Brougham 4-dr, hard- 
top, $13,074. Sixty Special—4-dr. hardtop, 
$5,614.32, Series 75—S-pass. sed., $7,439.88; 
Imperial limousine, $7,677.88 (Hydra- 
Matic, power steering, power brakes stand- 
ard.) 


CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-fifty— 
4-dr. sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32. Two-ten—4-dr. sed., $2,174.32; 
2-dr. sed., $2,122.32; club cpe., $2,162.32 
4-dr, hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. wag., $2,- 
402.32; 4-dr, 2-seat stat. wag., $2,456.32; 
4-dr, 3-seat stat. wag., $2,563.32. Bel Alr— 
4-dr, sed., $2,290.32; 2-dr. sed., $2,238.32; 
4-dr. hardtop, $2,364.32; 2-dr. hardtop, 
$2,299.32; comv., $2,511.32; 4-dr. 2-seat 
stat. wag., $2,580.32; 2-dr. 2-seat Nomad 
stat. wag., $2,757.32. Corvette—Hardtop 
cpe. or conv, (V-8 only), $3,465.32. 

CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr. hardtop, $3,217; 2-dr. hardtop, 
$3,153; 4-dr. 2-seat stat. wag., $3,575; 

-dr. sed., $3,718; 4-dr, hard- 
top, $3,832; 2-dr. hardtop, $3,754. New 
¥ -dr. sed., $4,172.50; 4-dr. hard- 
top, $4,258.50; 2-dr. hardtop, $4,201.50; 
conv., $4,638; 4-dr. 2-seat stat. wag., $4,- 
745.50. 300-C—2-dr. hardtop, $4,929; conv., 
$5,359. (TerqueFlite, power steering stand- 
ard on Saratoga and New Yorker. Torque- 
Flite, power brakes standard on 300-C.) 

CONTINENTAL — 2-dr. hardtop, $9,- 
966. (Turbo-Drive, power steering, power 
brakes standard.) 


DeSOTO — Firesweep — 4-dr. sed., $2,- 
777.25; 4-dr. hardtop, $2,911.75; 2-dr. hard- 
top, $2,835. 75; 4-dr. 2-seat stat, wag., $3,- 
169.25; 4-dr. 3-seat stat, wag., $3,310.25. 
Firedome—4-dr. sed., $2,957.75; 4-dr. hard- 
top, $3,141.75; 2-dr. hardtop, $3,084.75; 
conv., $3,361.25. Firefilte—4-dr. sed., $3,- 
= 15; 4-dr, hardtop, Sens 75; 2-dr. ‘hard- 


p. $3, 613.75; conv., $3,890. 4-dr. 2-seat 
sat. wag., $3, 981. 75; ey 2 zaeat stat. 
'wag., $4, 123.75. Adventurer— . hardtop, 


$3,996.75; conv., $4,272.25. (TorqueFlite 
standard on Fireflite and Adventurer. Power 
brakes standard on Adventurer.) 


DODGE—Coronet 6—4-dr. sed., $2,451; 
2-dr. sed., $2,370.25. Coronet V-8—4-dr. 
sed., $2,558.50; 2-dr. sed., $2,478; 4-dr. 
hardtop, $2,665; 2-dr. hardtop, $2,580; 
conv., $2,841 .50, Royal V-8—4-dr, sed., $2,- 
711.50; 4-dr, hardtop, $2,818; 2-dr. hard- 
top, $2,768.50. Custom Royal V-8—4-dr. 
sed., $2,881; 4-dr, hardtop, $2,991; 2-dr. 
hardtop, $2,920; conv., $3,146. Station 
Wagons—2-dr. 2-seat Suburban, $2,861; 
4-dr. 2-seat Sierra, $2,946; 4-dr 3-seat 
Sierra, $3,073; 4-dr. 2-seat Custom Sierra, 
$3,087; 4-dr. 3-seat Custom Sierra, $3,215. 


FORD—(Prices are for 6-cyl. models. 
For V-8s, add $99.98.) Custom—4-dr, sed., 
$2,041.88; 2-dr. sed., $1,990.60; bus, 2-dr., 
$1,878.64. Custom 300 — 4-dr. sed., $2,- 
156.56; 2-dr. sed., $2,105.28 Fi : 
4-dr, sed., $2,286.36; 2-dr. sed., $2,235.08; 
4-dr. hardtop, $2,357.44; 2-dr. hardtop, $2,- 
292.80. Fairlane 500—4-dr. sed., $2,332.68; 
2-dr. sed., $2,281.40; 4-dr. hardtop, $2,- 
403.76; 2-dr, hardtop, $2,339.12; conv., $2,- 
505.32; retractable hardtop epe. (V-8 only), 
$2, 942.05. Station Wagons — 2-dr. 2-seat 
Ranch Wagon, $2,300.72; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,397.32; 4-dr, 2-seat 
Country sedan, oo 32; 4-dr, 3-seat Coun- 
try sedan $2,556. 08; 4-dr, 3-seat Country 
Squire, $2,683.64 — hardtop 
cpe. (V-8 only), * $3,408. 12, 

HUDSON—Hornet 
$2,820.80; 2-dr. hardtop, $2,910.80. Hornet 
Custom ‘v-s—4- dr. sed., $3,010.75; 2-dr. 
hardtop, $3,100.80, (Power brakes standard 
on Custom.) 


IMPERIAL — — 4-dr. sed., $4,- 


Imperial 
837.50; 4-dr. hardtop, $4,837.50; 2-dr. hard- 
top, $4,735.50. Crewn—4-dr., sedan, $5,406; 


V-8—4-dr. sed., 


4-dr, hardtop, $5,406; 2-dr. hardtop, $5,- 
268.50; conv., $5,597.50. LeBaron—4-dr. 
sed., $5,742.50; 4-dr., hardtop, $5,742.50. 


Limousine Prices not available. (TorqueFlite, 
power steering, power brakes standard.) 


LINCOLN—Capri—4-ar. sed., $4,794; 4- 
dr, hardtop, $4,794; 2-dr. hardtop, $4,649. 
Premiere—4-dr. sed., $5,293.50; 4-dr, hard- 
top, $5,293.50; 2-dr. hardtop, $5,148.50; 
conv., $5,381. (Turbo-drive, power steering, 
power brakes standard.) 

MERCURY — Monterey — 4-dr. sed., $2,- 
644.80; 2-dr. sed., $2,575.80; 4-dr, hardtop, 
$2,762.80; 2-dr. hardtop, $2,692.80; conv., 
$3,004.80. Montelair—4-dr. sed., $3,187.80; 
4-dr, hardtop, $3,316.80; 2-dr. hardtop, $3,- 
235.80; conv., $3,429.80. Turnpike Cruiser— 
4-dr, hardtop, $3,848.80; 2-dr. hardtop, $3,- 
757.80; Pace Car conv., $4,102.80, Station 
Wagons — Commuter — 2-dr. 2-seat, $2,- 
902.80; 4-dr, 2-seat, $2,972.80; 4-dr, 3- 
seat $3,069.80. Voyager 2-dr. 2-seat, 
$3,402.80; 4-dr. 3-seat $3,569.80. Colony 
Park 4-dr. 3-seat, $3,676.80. (Mere- 
O0-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 
steering and power brakes standard on 
Turnpike Cruiser.) 

NASH — Ami 
sed., $2,820.80; $2,910.80. 
Ambassador sed 


010.75; 2-dr. hardtop, $3,100.80. 
brakes standard on Custom.) 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
top, $2,932.47; 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr, 2-seat stat. wag., 
$3,202.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr. sed., $2,968.47; 4-dr. hardtop, $3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop, ‘stat, wag., 
$3,541.47. Series 98—4-dr. sed., $3,740.55; 
4-dr, hardtop, $4,012.55; 2-dr. hardtop, $3,- 
936.55; conv., $4,216.55 (Jetaway Hydra- 
Matic, power ‘steering, power brakes stand- 
ard on Series 98.) 

PACKARD CLIPPER—4-dr. sed., $3,212; 
4-dr. 2-seat stat. wag., $3,384. (Flighte- 
matic standard.) 

PLYMOUTH—(Prices are for 6-cyl. mod- 
els. For V-8s, add $100.) Piaza—4-dr. sed., 


bassacor Super V-8—4-dr. 
2-dr. hardtop, 
V-8—4-dr. -, $3, 


(Power 


$2,054.75; 2-dr. sed., $2,008.50; bus, cpe., 


$1,898.75. Savoy—4-dr. sed., $2,193.50; 2. 
dr. sed., $2,147.25; 4-dr. hardtop, $2, 317. 25; 
2-dr. hardtop, $2,229, Belvedere—4-dr. sed., 
$2,309.75; 2-dr, sed., $2,263.50; 4-dr. hard- 
top, $2,418.50; 2- dr, hardtop, $2,348.50; 
conv. (V-8 std.), $2, 638, Fury—2-dr, hard- 
top, $2,925.25, Station wagons—2-dr. 2-seat 
Deluxe, $2,330.25; 2-dr, 2-seat Custom, $2,. 
440; 4-dr, 2-seat Custom, $2,493.75; 4-dr, 
3-seat Custom, $2,648.75; 4-dr. 2-seat Sport, 
$2,621.75; 4-dr. 3-seat Sport, $2,776.7 

PONTIAC — Chieftain — 4-dr, sed., "32 
527.39; 2-dr, sed., $2,463.39; 4-dr. hardtop, 
$2,614. 39; 2-ar, hardtop, $2, 529.39; 2-dr, 
2-seat stat. wag., $2,841.39; 4-dr. 3-seat 
stat. wag., $2,898.39, Super Chief—4-dr, 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
2-dr. hardtop, $2,735.39; 4-dr. 2-seat stat. 
wag., $3,021.39. Star Chief—4-dr. celuxe 
sed., $2,839.39; 4-dr. custom sed., $2,896.39; 
4-dr. hardtop, $2,975.39; 2-dr. hardtop, $2,. 
901.39; conv., $3,105.39; Bonneville cony. 
(fuel injection), $5,782.39; 2-dr. 2-seat 
Safari stat. wag., $3,481.39; 4-dr, 2-seat 
Safari stat, wag., $3,636.39. (Hydra-Matie, 
power steering, power brakes standard on 
Bonneville.) 

RAMBLER — Deluxe Six — 4-dr. 
$1,961.45. Super Six—4-dr. sed., $2,122.65; 
4-dr, hardtop, $2,207.65; 4-dr. 2-seat stat, 
wag., $2,409.65. Custom Six—4-dr. sed., 
$2,212.65; 4-dr. 2-seat stat, wag., $2,499.60, 
Super V-8—4-dr. sed., $2,252.60; 4-dr. 2- 
seat stat. wag., $2,539.65. Custom V-8—4- 
dr, sed., $2,342.65; 4-dr. hardtop, $2,427.65; 
4-dr, 2-seat stat, wag., $2,629.65; 4-cdr. 2. 
seat hardtop stat. wag., $2,714.60. Rebel y- 
8—4-dr. hardtop, $2,785.90. 

STUDEBAKER—Scotsman 6—4-dr. sed., 
$1,826; 2-dr. sed., $1,776; 2-dr. 2-seat 
stat. wag., $1,995. Champion 6—4-dr. cus- 
tom sed., $2,048.99; 4-dr. deluxe sed., $2,. 
170.79; 2-dr. custom sed., $2,000.59; 2-dr, 
deluxe sed., $2,123.09. Commander V-8— 
4-dr, custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed., $2,246.09. President V-8 
—4-dr. sed., $2,407.29; 2-dr. sed., $2,357.99, 
President Classic —4-dr. sed., | $2,538.82. 
Station Wagons—2-dr., 2-seat Pelham 6, 
$2,381.59; 2-dr. 2-seat Parkview V-8, $2,- 
504.69; 4-dr. 2-seat Provincial V-8, $2560.72; 
4-dr. 2-seat Broadmoor V-8, $2,665.97, 
Hawks—Silver Hawk 6 cpe., $2,141.59; 
Silver Hawk V-8 cpe., $2,263.17; Golden 
Hawk V-8 2-dr. hardtop, $3,181.82. (Over. 
drive standard on Golden Hawk. Heater 
standard on an.) 


sed., 


New Commercial Car Registrations, 


23 States for August, 1957-1956 


Truck registrations by states 
are released here weekly, as 
compiled by R. L Polk repre- 
sentatives in state capitals. 


Brock- 
way 


Stude- 


Reo | baker | White 


Willys 



























































10 States Previously ‘s?| | 3925) 63} 592) 3330| « 804| 1536) 216 14) 92; 124) «272; saat 
Reported for August 56 | 3855) 66} —s 750) += 3333} += 865) 581; +=—s69} ~=Ss27)—S sta] ~=—st7)—S ss 218) = 79) hha 
Arizona 57] | 273) 39; 230 8) 65 3| 3 7| 17} 4%, = 
56) | 236] 5| 3%} «173 8!) 52| 8} 3} i} 14) 26) 19| 6b 

Colorado ‘57 | | 357] 2| 65) | | (132) 17) 4) s|- | 100 12; 129 
56) | 347} 2] 54) 270 83} 100) 20) 2} 12} 7} 100 1003 

Connecticut ‘s7 4) 183} 3) 59, 160; 49)—Ss«*N2 23) 3| 3 28 23; 38) 
56 1] 241] 53) 205) 6t| 153 16) 5| | 63 25| 10, 847 

Delaware ‘s7| | 80) 5 19 43 | 22) 4 | 2| 2; 1% 
56) G4 2 19 78) 17) 32) 5| 3} 9! 8| 3) 2 

District of Columbia 57 j 68 é Si i 16) rn 1 5) 2) 10; ie 
56 | 54 24 2% 25) 6 1| ! 6| 12} 213 

Kansas ‘S| | 300 5 38; 382) 63; «120 2 3) 8 22| 7| 10% 
| 362 3} 44) 422) 69} 168 2 5| 14 7 8) 4) 1108 

Maryland ‘57 | 3) 478 2| 4 237 4) C4 6 4) 2 10 24; «10% 
56! | 279 80; 274 69; 114} 35 3} 10| Tr 20! 8} 13 

Michigan 57) 750 10} 212) +840: 134) 169) 18} 8| 15) 23) 54) 50| 2283 
"56| 733 12} 222) 78] 217; 199) 20} TT 7| 22) 55| 22| 2301 

Minnesota 57) | 410 10 79) = R ii % 3) 14) 16} 13) 22| 1435 
56) | — 8 58 9) 219 i6| 1 16) 8 25) 36} 1243 

Montana ‘57| ' “4 207) 116} ¢| | ity 53 22| 703 
‘56! 197 44 192| 59 114] 3} 13) 6 37 4, 695 

Rhode Island °57| a 3 10 69) 22| 2) 9 4 4) 5| 9 «53 
56) | 58] 2 34 65) 20) 30) 1 | ' 2} 7| 234 

South Dakota 57| | 135 2) 20; «147 37) = 5! . 6 , 25) 2, 
"56! | 97) i} 14| | 37| 79 | 1; 2) 12) 13 317 

West Virginia ‘57 | | 326) i 59240; 97) 3] i 7| 14) 37) 13, +920 
‘56| | _-246 ) 83; 104} 4 7| 13} a 1| 84 

23 States Reported "57| 8; 7929 iii; 1283; 6840; 1629; 2941 360) 47\ 171-265 | 635| 468) 22687 
To Date for August 56) | 7168} 109] 1495) 6550] 1806} “ae 312} 66) 217) 270 618| 224) +—21806 
Year "57, + 416| 181494| 2138| 29529) 167991 i 8184; 1433) 4500) 13148) 11333) 524616 
To Date "56| 614] 186163] 2541] 36017) 164597) 52376 7505 8055} 1855) 5993| —-9747| ~13078| 6676) 555217 


“The information contained in this report has been compiled from official state documents. 


exercised to insure accuracy of this re 


Every reasonable precaution has been 


to the extent of the registrations received and ceeeter at the time the report is published. 
R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. L, Co. 


Polk 





New Passenger Car Registrations, 15 States for August, 1957-1956 
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In Philadelphia, buying begins at home 
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The Bulletin goes home...delivers more copies to more families 


A every seven days in Greater Philadelphia than any other newspaper 


72 Huge automobile market in Greater Philadelphia. People The Bulletin exerts a powerful influence on the buying 
a spend $1,252,573,000 annually to buy cars and keep them run- habits of its readers. Philadelphians like The Bulletin. They 
ning. Good place to reach them is in the advertising columns buy it, read it, trust it and respond to the advertising in it. The 


873 of Philadelphia’s home newspaper—The Evening and Sunday Bulletin is Philadelphia’s home newspaper. 





Bulletin. Ane in this powapapes: fore os pve your advertising Advertising Offices: Philadelphia, 30th and Market Streets ° New York, 
1690 the added impact and greater realism of R.O.P. spot and full 342 Madison Ave. * Chicago, 520 N. Michigan Ave. Representatives: Sawyer 


2041 COLOR — evening and Sunday —seven days a week! Ferguson Walker Co., Detroit * Atlanta * Los Angeles * San Francisco * Seattle 


; In Philadelphia nearly everybody reads The Bulletin 
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Called Answer to Infrared 
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Problems .. . 





Quartz Tubes Used to Dry Paint 


(Continued from Page 21) 


flect light and that it is a generally 
unproved way of drying paint. 
* * * | 

GM Likes Quartz Ovens 
ESPITE these contradictory 
opinions, it is an undeniable 
fact that General Motors installed 
a pilot quartz infrared oven in its 
B-O-P plant in Kansas City in 
November, 1955, and has since in- 


stalled 75 to 100 similar ovens in 
plants around the country. 
In addition, at least 35 other 


quartz infrared ovens are being} 
used by other auto manufacturers 
One infrared opponent, a paint 
firm official, said, “After years of | 
unsuccessful efforts, infrared dry- 
ing passed out of the picture | 
pretty much about 12 years ago 
because it was suitable only for 
items of uniform size and thick- 
ness, because it wouldn’t dry red | 
paint, because of localized over- 
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| waves passed through the paint, 


.| 
New Wave 


of 
MAISON 


& GENERAL MANAGER 


heating and because of high 
maintenance cost.” 

These ovens used infrared bulbs! 
which radiated heat waves. The| 


heated the metal and dried the 
paint from the inside out. This was | 
a very desirable process, but the 
engineers were unable to eliminate 
the undesirable features that ac- 
companied infrared drying. 

The latest infrared ovens employ 
quartz tubes which operate at the 
intermediate infrared zone of the 
spectrum as contrasted with the 
near infrared zone in which the} 
bulbs operate. 


+ #« + 


Lengths Help 


CCORDING to the infrared sup- 
porters, this change in wave} 
lengths has eliminated most of the 


They say that color sensitivity 
particularly has been eliminated 
and that black, white and red 


| Stermer, 





| 
paint all come up to the same 
temperature in the same period. 

One of the staunchest supporters | 
of quartz infrared drying is Lee H. | 
director of tool and| 
process engineering for GM’s| 
B-O-P division, who approved the 
installation of the first such oven} 
at the Kansas City plant. 

He declared, “In the fall of 1955, 
as the 1956 model production| 
started, we were faced with a tough | 





| problem at our Kansas City plant | 


introduced a new 


because we 
which re- | 


paint lucite lacquer 
quired longer drying and, conse-| 
quently, a longer oven. 
“But we couldn’t rearrange our | 
plant to handle a longer oven, SO | 
we decided to turn to electrical | 
drying. We removed a 324-foot gas | 
oven and replaced it with a 51-foot 


| quartz infrared oven which gave us| 


aS eda characteristics of infra-| greater drying capacity than the} have been fighting for years 
red drying. 


gas oven.” 


Stermer said that some years 
ago the B-O-P plants tried an- | 
other type of infrared oven | 


XENAULT inc. 


425 Park Avenue, New York 22, N.Y. 
Plaza 5-8700 


which employed a metal tube 
containing a wire element buried 
in ceramic, 


He said that while this elimi- 


|nated many of the objectionable|1 would anticipate that the w 


features of the infrared bulb, it 


|caused secondary emissions and 


was therefore unsatisfactory. He 
said that the quartz tube has elimi- 
nated these emissions. 

* * * 


‘Unexpected Advantages’ 


“oo quartz infrared ovens have 
given us a whole series of ad- 
vantages that we didn’t expect,” 
Stermer continued. “The ovens are 
suitable for drying many other 
things, including engines and simi- 
larly heavy items. 

“With convection (gas oven) 
drying, you have to be careful 
that you don’t discolor the glass 
in a car. Generally, we put the 
windows down, But infrared dry- 
ing doesn’t hurt glass, nor is it 
damaging to tires or convertible 
tops.” 

Stermer said that “orange peel” 
something that the auto factories 
has 
been reduced about 75 percent by 
the new ovens. Orange peel is the 
minute rippling found on bodies 
and is caused by the action of the 








In Canade: 1427 Mountain St., Montreal 25, P. Q. 


rapidly circulating air on the 


dry- 
ing paint. 

“The economy provided by ‘ 
ovens,” he concluded, “is such 


that 
hole 
that 
Dlace 


industry will eventually go 
way. Of course, you don’t re« 
drying ovens until they are 
out, usually.” 


vorn 
ig * * 


Called Cleaner, Smoother 


oo. MOTORS next tried 
quartz infrared drying at a 
body final repair oven at the Fisher 
Body plant in Flint. 

Infrared ovens since have been 

installed in at least 28 GM plants, 
including the B-O-P plants in Ar- 
|lington, Tex.; Framingham, Mass.: 
Atlanta; South Gate, Calif., and the 
| Fisher Body plants in Detroit, St. 
|Louis, Janesville, Wis.; Kansas 
City, Baltimore, Norwood, O.; Van 
Nuys and Oakland, Calif.; Pontiac, 
Atlanta and Grand Blanc and 
| Grand Rapids, Mich. 
In an official factory report, 
| another group of factory paint 
officials, who declined to be 
identified, declared that the 
quartz infrared oven provided “a 
much cleaner and smoother job 
with much less heat in the plant 
in the vicinity of the ovens. 

“The cleaner job is attributed to 
| no soot or dirt being blown around 
with a turbulent air current as was 
|the case with the gas-fired con- 
| vection oven,” they said. 
| “The smoother job is attributed 
|to the quartz infrared oven in that 
ithe paint is dried by metal 
temperature from the inside out, 
thus allowing the solvents to flow 
|to the outside surface before the 
surface has set up or ‘case hard- 
ened’ therefére, a paint flow is ob- 
tained as the paint warms up.” 

* * * 


Fannon Discusses His Unit 


NE of the leading developers 
and manufacturers of the 
quartz-tube infrared oven is John 
J. Fannon Products Co., Detroit. 


Commenting on the advantages 
of his oven, John J. Fannon said, 
“Since the infrared tubes heat the 
object rather than the atmosphere, 
the ambient (surrounding) tem- 
perature in a quartz oven is much 
less than that of a gas oven, 


| “This eliminates the need for 
making the air turbulent in the 
oven with blowers and it also 
eliminates the need to introduce 

‘makeup air’ in an oven, Our 
ovens exhaust only the amount of 
air that is necessary to meet the 
Factory Mutual (insurance) 

standards for exhausting sol- 
vents, Gas ovens require the in- 
troduction of additional air.” 

He continued, “Quartz infrared 
ovens also reduce the air tempera- 
ture outside the ovens, In one plant 
the temperature was reduced 30 de- 
grees within 100 feet of the oven 
and it was down 15 degrees in the 
whole plant.” 

* * 


Other Benefits Claimed 


ANNON also claimed that 

quartz-tube infrared drying: 

1. Leaves less foreign matter on 
the dried paint because there is no 
forced circulation of air. 

2. Dries the paint much faster, 
reducing the time that the prod- 
uct must be in the oven, Conse- 
quently, the size of the oven may 
be reduced. 

3. Reduces the “flash-off” area to 
the safe minimum distance of 20 
feet. This is the area between the 
paint booths and the drying ovens 
where the paint is allowed to flow 
evenly over the metal. Because the 
infrared oven begins drying at the 
surface of the metal, the paint con- 
tinues to spread evenly, even after 
the object enters the oven, 

4. Produces a smoother surface 
after drying and requires less 
polishing. Thus, the buyer has less 
paint rubbed off his car. 

5. Produces no localized heat- 
ing because the tubes don’t 
focus on a single point as the in- 
frared bulbs did. 

6. Cuts maintenance costs sub- 
stantially. 

In answering critics who say 
quartz infrared ovens are suitable 
only for certain types of paint and 
for uniform objects, Fannon said: 

“Different paints require differ- 
ent temperatures. The tempera- 
tures for nitrocellous and acrylic 
lacquers run from 200 to 220 de- 
grees. Temperatures for enamels 
should range from 250 to 260 de- 
grees. Some products require both 
convection and radiation drying.” 
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Give your Dealers and District Managers... 





For the full, exciting story about this powerful advertising 
medium, consult with any of the station executives listed 
here, or with your Petry representative. Each is an authority 
—with a gold mine of information. Facts and figures about 
markets, up-to-the-minute set count data... what Spot TV 
has done for others . . . what it can do for your product... 
how it can do it! Even if your plans are long range, he’ll be 


Your dealers and district managers can tell you—the more 
Spot TV volume you support them with in their markets, the 
more sales volume you’ll get for your product. For Spot TV 
gives them a bigger voice in getting key display space in the 
: stores by giving your customers a view of your product in 
: action. Spot TV guarantees faster turnover. 





Bud Nielsen 
KOB-TV, Albuquerque 


Marcus Bartlett 
WSB-TV, Atlanta 


Edward Urner 
KERO.-TV, Bakersfield 


Willis K. Freiert 
WBAL-TV, Baltimore 


Theodore Weber 
WGN-TV, Chicago 

Dick Drummy 
WFEAA-TV, Dallas 
Walter Strouse 
WESH-TV, Daytona Beach 
Mike Thompson 
WTVD, Durham-Raleigh 


Robert Lunquist 
WICU, Erie 


Harry Travis 
WNEM-TV, Flint-Bay City 


John Keenan 
WANE.-TYV, Ft. Wayne 


Jack McGrew 
KPRC-TV, Houston 


Bill Myers 
WHITN-TV, 
Huntington-Charleston 


T. S. Gilchrist, Jr. 
W4JHP-TV, Jacksonville 


Lee Bryant 
KARK-TYV, Little Rock 


Amos T. Baron 
KCOP, Los Angeles 


John B. Soell 
WISN-TV, Milwaukee 


Marvin L. Rosene 
KSTP-TV, Minn.-St. Paul 


Irving C. Waugh 
WSM-TV, Nashville 


only too happy to talk with you today! 


Robert Lambe 
WTAR-TV, Norfolk 


Arden E. Swisher 
KMTV, Omaha 


Bill Pipher 


WTVH, Peoria 


Ed Boghosian 
WJAR-TV, Providence 


Robert E. Kelly 
KCRA-TV, Sacramento 


Edward V. Cheviot 
WOAI-TV, San Antonio 


Bill Fox 
KFMB-TV, San Diego 


Joe Foster 
KTBS-TV, Shreveport 


Tom Hamilton 
WNDU.-TV, South Bend-Elkhart 


Robert H. Temple 
KREM-TV, Spokane 
George Stevens 
KOTYV, Tulsa 


Don Sbarra 
KARD-TV, Wichita 





PETRY TV OFFICES AND MANAGERS 


Television Division 


Edward Petry & Co., Inc. 


THE ORIGINAL STATION REPRESENTATIVE 
NEW YORK ¢ CHICAGO ¢- ATLANTA ¢ BOSTON °¢ DETROIT © LOS ANGELES ¢ SAN FRANCISCO °« ST. LOUIS 


Bill Walsh San Francisco__dward L. Smith 
Chicago......tovis A. Smith Detroit_...Franklin M. Walker 
Atlento._...._Richard Hughes os Angeles..____Bill Larimer 


St. Lovis__—__Hugh O. Kerwin 

















VOLTAGE REGULATOR—A voltage regu- 
lator that plugs into a 110-volt 60-cycle 
AC circuit and mounts three 20-amp out- 
lets into which portable tools can be 
plugged has been announced by Easco 
Products, Box 587, Ypsilanti, Mich. A 
meter on the housing face reads output 
voltage. A _ six-step Ohmite control is 
positioned to compensate for voltage drop, 
fo a maximum of 50 volts, so the portable 
fools can operated at rated power, it is 
clamied. 
measures 8 by 8 by 8 inches and weighs 
29 pounds. 





VACUUM CLEANER—Smoll and compact, 
and weighing 21 pounds, the new Kent 
“Lightning” is a completely equipped com- 
mercial vacuum cleaner developed by Kent 
Co., Inc., Rome, N. Y. An important 
feature in the model is said to be the 
self-cleaning orion filter providing in- 
creased capacity, and disposable paper 
filter bags. Housing is all-cluminum and 
the unit measures 24%, inches in height 
and 18 inches in width. The unit rolls 
on 33-inch ball-bearing casters. 





CAR MASKERS—Silicone has been ef- 
fectively utilized by Marson Corp., Revere, 
Mass., to increase the life and usefulness 
of its line of Kwikee Car Maskers, de- 
signed for all cars. Maskers’ magic Sili- 
cone treatment is said to prevent paint 
spray from ficking off on succeeding jobs. 
Types now available include the popular 
CM-10 all section masker that covers en- 
tire car, with flaps thot are raised to 
expose areas to be painted; CM-20 roof 
mosker; CM-25 lower front masker; CM-30 
lower rear masker and CM-35 wheel 
maskers that snap over wheels and lock 
in place. 





PAINT ADDITIVE—Permalux Co., Aurora, 
Wl., has announced the development of 
Kap-Sil, a paint additive, in capsule form 
for correcting silicone problems. Added to 
paint, this additive eliminates fish eyes, 
reduces lifting or orange peeling and 
allows new paint to set mirror smooth, it 
is claimed. 


Array of New Fall Signs 
Ready for Delco Dealers 


‘United Motors System Delco bat- 
tery distributors and dealers this 
fall and winter will “blossom out” 


Assembly is in a housing that | 
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in the industry’s largest array of 


signs and point-of-sale identifica- 
tions. 

New blue and yellow signs, dis- 
play stands, counter cards, decals 
and vinyl glo-stickers are now 
ready. 


a * * 





DIPPING MACHINE—An automatic 
brake shoe dipping machine that ups 
production to 700 shoes an hour with one 
operator has been introduced by R. G. 
White Mfg. Corp., 101-18 Ninety-seventh 
Ave., Ozone Park, N. Y. The unit features 
an adjustable time cycle from three to 12 
minutes with hangers stopping for loading 


and unloading. The unit holds 100 shoes. 


> * * 








REFLECTIVE TAPE—A reflective safety 
tape which looks like chrome by day but 
vividly reflects auto headlights by night, 
has been announced by Dept. R7-280, 
Minnesota Mining & Mfg. Co., 900 Bush 


St., St. Paul 6, Minn. Called “Chromelite” 
brand reflective tape, the face of the 
tape is a silver “mirror” finish nearly 


identical to chrome except for a pattern 
of diagonal lines one-quarter inch apart 
which contain the optical system that 
makes the tape “light up" under ap- 
proaching headlights at night. 

* * * 





CAMBER TOOLS—Camber correction 
tools, constructed of high-strength alloy 
steel and permitting adjustment without 
heating or removing parts from the car, 
are available from John Bean Division, 
Food Machinery & Chemical Corp., Lansing 
4, Mich. Model 426 and 427 are for 1957 
imperial, Chrysler, DeSoto, Dodge and 
Plymouth Torsion-Aire systems, and models 
428 and 429 are for 1957. Buick cars. 
Model 430 tools for the Buick include 
the right and left hand camber correction 
tool adapters for use with a universal 
type tool with serrated head and locking 


pin. The tools permit an increase or 
decrease in camber adjustment without 
excessive shimming or after all shims 


EPOXY RESIN CEMENT—An cluminum-| hove been ee it is claimed. 


filled epoxy resin compound, recently de- 

veloped by Smooth-On Mfg. Co., 572 
Communipaw Ave., Jersey City 4, N. J., 
is being marketed in self-metering tubes. 
Metalset A4, a resin-catalyst system, comes 
packed in two collapsible tubes. The 
proper proportions of resin and low-toxi- 
city catalyst are accurately measured 
automatically by squeezing ovt identical 
lengths of each material from its respective 
tube. Metolset A4 can be used as a 
smoothing and caulking compound, a 
patching material for metals, wood, plas- 
tics, and concrete, and a repair cement for 
leaking tanks, pipes, conduit, and win- 
dows, it is claimed. 





WELDING BLOWPIPE—The Oxweld W- 
47 Blowpipe, a medium-pressure welding 
blowpipe capable of welding any metal 
thickness from 28 gauge to 3 inches and 
handling heating jobs requiring total gas 
flows up to 1,500 cubic foot per hour, 
has been introduced by Linde Co., Di- 
vision of Union Carbide Corp., 30 E. 
Forty-second St., New York 17, N. Y. The 
W-47 handles any oxygen or acetylene 
flow from two to 300 cubic feet per 
hour, it is said. Fuel gas heating heads 
are available for use with total gas flows 
as high as 1,500 cubic feet per hour. A 
change of welding heads converts the 
blowpipe from light-duty welding and 
brazing to heavy-duty welding or heating. 
A cutting attachment equips the blowpipe 
for flame-cutting on metal up to 8 inches 
thick. 





ANTENNA —A _ streamlined rear-deck 
auto antenna designed to fit the modern 
high-finned cars and so versatile it can 
be mounted anywhere on an auto, is now 
in production at Snyder Mfg. Co., Twenty- 
second and Ontario Sts., Philadelphia, 
Pa. The “Shark” auto antenna can be 
installed on the front fender (model TC-17) 
or can be mounted on the trunk lid (model 
TC-17T), as well as used as single rear 
deck or dual rear deck antenna (RD 
models). It is a three-section antenna 


NEW PRODUCTS 


ent anodized aluminum gauges save 

time for mechanics, Houser said, 

since the proper shim thickness for 

each valve spring adjustment is 

seen by a glance at the gauge. 
* * * 





HEATER THERMOSTATS — Dole Valve 
Co., 6201 Oakton st., Morton Grove, Iil., 
is offering a line of vacuum-operated 
valves for hot water heaters used in 
Ford and Mercury models 1952 through 
1957. These valves are said to be the 
same as original equipment in design, 
material, workmanship and performance. 
Three models are available: M9690 for 
1957 Ford (mounts on heater core); M9691 
for 1957 Mercury (mounts on heater core); 
and CM7928 for 1952 to 1956 Ford and 
Mercury (mounts on motor block). 

a a 





TRUNK CARRIER — The double decker 
Sun Valley ski carrier, which adjusts 
so skis can lay either crosswise or 
diagonally across the car trunk, has been 
announced by Market Forge Co., Everett, 
Mass. This carrier of formed steel chan- 
nel construction fastens securely to the 
trunk lid, where it is easily accessible 
and does not offer wind resistance. The 
Sun Valley, attaches with suction cups 
and gutter straps without interferring 
with operation of the trunk lid, it is said. 
The carrier folds into a compact 27 by 
6 by 2-inch unit. 
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BATTERY CHARGER, WELDER—A duval- 


which extends from 13% inches to 27| Purpose Charger-Welder for light and 


inches. It comes complete with Hi-Q co- 
axial cable harness and two plastic base 
insulators to fit all fender contours. 

es -e ‘s 


Houser Engineering Offers 


Color-Coded Gauges 

Houser Engineering & Mfg., Inc., 
Bluffton, Ind., has adapted color- 
coding to its valve spring shim 
gauges to provide instant identifi- 
cation. 

The required information is 


-printed in black on different color 


backgrounds for each make or 
group of car models. The 20 differ- 


medium welding jobs and for fast charg- 
ing of six and 12-volt batteries is avail- 
able from Marquette Mfg. Co., 307 E. 
Hennepin Ave., Minneapolis 14, Minn. An 
exclusive type of transformer containing 
an “open” primary and multiple second- 
ary coils is used in the charger-welder, 


Redi-Arc model 67C. The transformer 
provides a “short travel" amperage ad- 
justment — 3 to 7 inches less than 
conventional designs, it is said. Dual 


range amperage settings have continuous 
scales from 20 to 180 amps. An easy-to- 
start “hot arc is produced by the low 


amperage range. An_ easy-to-handle 
“soft” arc is produced by the high 
amperage range. 





LUBE REELS—tincoin Engineering Co., 
5709 Natural Bridge Ave., St. Louis 20, 
Mo., has announced the manufacture and 
distribution of a line of the company's 
lubricating equipment, under the trade 
name, “Golden Standard Lubreels."’ Lub- 
reels are available in a complete line for 
all standard services, to fit any size op- 
eration, it is claimed. They can be in- 
stalled on ceiling or wall. Reels are 
automatic retracting; air or spring pow- 
ered, and have adjustable retraction speed, 
with equalized pressure control to permit 
adjustment of tension to the operator's 


own preference. 
» &= 8 





TURNTABLE — A battery-powered turn- 
table, featuring an imported German 
motor that can support three to four 
pounds, and run 24 hours a day for four 
consecutive weeks on two ordinary flash- 
light batteries, is being offered by Hertvy 
Co., Inc., Rego Park 74, N. Y. The unit 
comes with a single flat, gilt-finished turn- 
table. 





CABINET—The “Tool Caddy” is said to 
be a mobile tool-table cabinet 35% inches 
high, 28 inches wide and 18 inches deep. 
Produced by Simonsen Metal Products Co., 
4444 W. Chicago Ave., Chicago 51, Iil., 
the unit is equipped with a steel work 
table top, 28 by 18 inches. Featuring 
six drawers and one pull-out bin, the 
cabinet can be moved anywhere by tilting 


and pushing. 
a 





BAND SAW — The Starrett Safe-Fiex 
high-speed steel band saw is said to be 
a continuous cutting tool with extremely 
hard teeth for cutting at maximum speeds 
and feeds combined with a back that has 
complete flexibility. An important char- 
acteristic is said to be its ability to re- 
tain hardness even up to temperatures 
of 1,100 degrees Fahrenheit. Thickness 
of the bands range from .025 to .042 
of an inch. L. S. Starrett Co., Athol, 
Mass. 
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You'll want to send for your free copy, today! 


Some remarkable facts about today’s car dealer market 


FACTUAL 
HIGHLIGHTS 

OF THE 1957 
AUTOMOTIVE NEWS 
DEALER SURVEY 


e@ Size, sales, and character of car 
dealerships 


e Average annual service volume per 
dealer 


@ Annual dollar volume of parts, ac- 
cessories and labor sales 


Car dealer personnel 

Service work performed 

Service Station facilities 
Replacement parts, volume and usage 
Tires, batteries, and accessories 
Equipment owned 

Who decides on the brand of equip- 


ment, parts, and accessories to be 
purchased 





Now available: A comprehensive new survey 
by AUTOMOTIVE NEWS offers you, merely 
for the asking, all the facts on the current car 
dealer market. This unique study provides 
dealer information unobtainable from any 
other source. 


Comprised of sixteen solid pages of detailed 
information, the survey covers everything from 
number of lubrications to sales of side view 
mirrors. As with past such AUTOMOTIVE 
NEWS studies, significant figures were com- 
pared against manufacturers’ sales records and 
proved reliable. For your copy of this com- 


prehensive market analysis, simply drop a 
card to AUTOMOTIVE NEWS today. 


Each AUTOMOTIVE NEWS representative 
carries with him, 218 pages of detailed infor- 
mation pertaining to this survey. Brand names, 
breakdown by car makes and dollar volume 
are included. Call him today, he'll be glad to 
show you how this data can be helpful to you. 


* - 
NEW YORK: Edward Kruspak, Ray Billingham, Howard E. 
Bradley, Murray Hill 7-6871. 
CHICAGO: J. Goldstein, William H. Gallagher, State 
2-6273. 
DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
Woodward 3-0495. 
LOS ANGELES: R. H. Deibler, Dunkirk 3-0303. 


The most influential publication in the automotive industry. 


Vel. XXXI, No. 3611 





7eapee New Cars Now vs. 679,000 in 'S6 --- 


Stocks Dip but Top Year Ago _; 2 
























Ford Wins Ad Award— 


Outstanding advertisers receive awards during the convention of the Advertising 
Managers Assn. of Wisconsin Daily Newspapers. Winners of the award for the best 
out-of-state national advertiser campaign was the Ford Motor Co., represented above, 
from left, by J. C. Roberts, vice-president, J. Walter Thompson Co., and M. S. Shanks, 
representative, Ford, Rockford, (Ill.) district. Winning the similar award for the best 
state advertiser was the Page products division, Fort Howard Paper Co., Green Bay, 
Wis., represented by E. G. Pendell, sales manager, and William Maloney of the Clinton 
E. Frank advertising agency. Making the presentations are, third from left, Kenneth 
E. Davis, Appleton Post-Crescent and president of the association, and Jack Le 
Poidevin, of the Racine Journal-Times, award chairman. 


A '58 Model Market 


The Oklahoma City market for cars is bigger than 
its population—ranking 48th in population but 44th 
in automotive sales and 43rd in service station sales 
among the top 50 markets in the nation. (1957 Con- 
sumer Market Data) 


Car sales are growing in Oklahoma City, too. 


Auto sales jumped 59% in July this year over 1956 
to bring the 7-months total for the year up 6.3% over 
the same period last year! 


That’s proof Oklahoma City is packed with sales- 
power automotively, packed with sales power that 
makes it a natural 58 model market! 


published by 
The Oklahoma Publishing Co. 


OKLAHOMA 






By Martin L. Whitmyer 
Staff Writer 

The role of truck transportation 
in modern living will be told on 
“Today” television show over NBC 
during the coming year under the 
sponsorship of White Motor Co., 
J. N. Bauman, president of the 
company, has announced. 

This entry into network tele- 
vision for White serves as the 
company’s ATA Foundation 
trucking industry public relations 
program for the coming year. 

The White-ATA Foundation cam- 
paign will be carried on the com- 
plete NBC-“Today” television net- 
work of 120 stations across the 
country, starting in October. The 
“Today” show is viewed every 
morning by 2% million families 
from 7 a.m. until 9 a.m. (New York 
time). 

The White campaign will feature 
Frank Blair, who will take the 
“Today” audience to the highways 
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Affecting Factories and Dealers .. . 


Auto Advertising 
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and truck terminals to demonstrate 
the benefits of trucking to the 
American way of life. 

The first news coverage to be 
telecast will be at the National 
Truck Roadeo, at the Interna- 
tional Amphitheater, Chicago, 
Oct. 4-6, showing behind-the- 
scenes at the big event at which 
the nation’s top truck drivers will 
be competing for U. S. champion- 
ships. Another special event will 
be at the annual convention of 
the American Trucking Assns., at 
the Conrad Hilton, Chicago, Oct. 
6-10, when Guy Rutland jr., presi- 
dent-designate of ATA, will be 
interviewed. 

A special Frank Blair news re- 
port from the industry will be made 
on Thursday morning, Oct. 10. The 
regular schedule of participations 
and news features will be an- 
nounced later, also featuring the 
national highway program, high- 








You can sell this high-powered automobile market 


with advertising in the Oklahoman and Times—the 


newspapers that cover more than 9 out 10 of its 
homes. And that’s not all! They cover 3 out of every 


4 urban homes within a 100 mile average radius of 


Oklahoma City. 


No other single medium can give your advertising 
this kind of coverage in Oklahoma! Make sure your 
automotive advertising reaches the most people in 
Oklahoma through Oklahoma’s greatest advertising 
media—the Oklahoman and Times! 


THE DAILY OKLAHOMAN 


CITY TIMES 





represented by 
The Katz Agency 


way safety and other pertinent 
phases of truck transportation. 


* * * 


2 Shows for Oldsmobile 


“The Big Record,” an hour-long 
television show featuring Patti 
Page and other recording artists, 
is making its debut this fall over 
more than 200 stations on the CBS 
network, and will be co-sponsored 
by Oldsmobile. The program will 
be telecast from New York from 
8 to 9 p.m. (EST) on Wednesdays, 

Oldsmobile will sponsor half of 
“The Big Record” show on alter- 
nate weeks. 


In addition to Miss Page, Olds- 
mobile will sponsor Jerry Lewis in 
a series of six one-hour musical 
variety programs, beginning Nov. 
5. The first show, to be heard from 
9 to 10 p.m. (EST), will mark the 
introduction of ’58 models. 

* + = 


RAB Promotion a Success 


“Blueprint for Bigger Business,” 
a recent sales aid developed by the 
Radio Advertising Bureau for its 
member stations and networks is 
being used effectively with local 
advertisers in all sections of the 
nation, according to reports from 
RAB. 


The primary purpose of the 
illustrated, desk-top easel presen- 
tation is to demonstrate to local 
advertisers how radio can assist 
them in solving the problems of 
doing a greater volume of profit- 
able business in the months 
ahead. 


Among current problems with 
“Blueprint for Bigger Business” 
deals are: 


Rising costs of doing business, 
increased competition among re- 
tailers; greater diversity of mer- 
chandise now stocked by retailers: 
greater numbers of dealer fran- 
chises in most areas; the trend to- 
ward suburban shopping, greater 
inducements to buyers, more com- 
petition for customers’ time and 
attention, as well as their buying 
dollars. 

= = > 


Leather Group Hits the Air 


The upholstery leather industry, 
heretofore an exclusive user of 
print media, has launched its first 
radio advertising campaign on a 
limited basis. 

Started Sept. 16, twice-a-day radio 
spots are being beamed to the De- 
troit area via WJR, WWJ and 
WXYZ. The initial test period will 
last 13 weeks. 

The schedule calls for daily 60- 
second dramatized announcements, 
spotted during early morning and 
late afternoon to reach the drive-to- 
work car radio audience. The spots 
will number 42 announcements over 
the period of a week. 

To provide a change of pace over 
the three-month schedule, several 
different one-minute dramatized 
spots will alternate with singing 
commercials. 

To further support the campaign, 
WJR, WWJ and WXYZ are bring- 
ing it to the attention of a select 
list of top-level auto industry exec- 
utives by means of a special mer- 
chandising program. 

7 > 7 


Names 


William H. Trenn has succeeded 
James A, Morris as director of 
shareholder relations for General 
Motors. Morris, who is retiring, 
joined GM in 1929. Trenn joined 
the corporation in 1947 and has 
been assistant to Morris since that 
time. 

= = > 

Trudy Dye, former women’s edi- 
tor of Country Gentleman, and 
most recently director of merchan- 
dising for women’s products for the 
Saturday Evening Post, has been 
appointed automotive merchandis- 
ing manager for Ladies’ Home 
Journal. 

of = - 

William J. Whiting has been 
named to the administrative com- 
mittee of MacManus, John & 
Adams, Inc. advertising agency. 
Whiting, a vice-president, is super- 
visor of the Bendix Aviation Corp. 
account, He joined MJA in 1945. 

= + + 

Norman E. May has been put in 
charge of press, radio and tele- 
vision relations for Fisher Body. 
May, who will continue in his pres- 
ent duties as technical supervisor 
of the Fisher Body Craftsman’s 
Guild, and editor of the “Guilds- 
man” and other Guild publications, 
joined Fisher Body in 1953, 
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What's New... 


November Is AWDA Month; 


Convention Set for Dec. 2 


KANSAS CITY.—The second 
annual Warehouse Distributor 
Month will be observed during 
November, according to Walter 
Devine, president, Automotive 
Warehouse Distributors Assn. 

Devine also said the 10th annual 
AWDA convention will be held Dec. 
2 in the Muehlebach Hotel here. 
Chairmen are Ernest A. Tapp and 
Jack F. Whitaker, both of Kansas 
City. The manufacturers’ division 
is headed by Ralph Doherty, Phila- 
delphia. 


* * * 


Automotive Unit 
In Texas Opens 


In Parts and Accessory Distribution 


are ready, he added, prices, pro- 
motion and production data have 
been confirmed, literature is printed, 
merchandising plans are set and 
buyers can talk with the principals 
of more than 1,000 leading manu- 
facturers about sales campaigns. 
+ * + 


Automotive Representatives 


Slate Spring Booth Parley 
AUGUSTA, Ga.—The 1958 spring 
booth conference of Automotive 
Wholesalers and Manufacturers 
Representatives will be held here 
Apr. 23-25, according to Frank G. 
McKenzie, president of Southeast 
Automotive Show, Inc. 
* * * 


Mexican Unit to Produce 


Johns’ Corrosion Controls 
NEW YORK.— Formation of a 


Convention Oct. 17 | Mexico City subsidiary to manu- 


SAN ANTONIO, Tex. — “Divi- 
dends” available to members who 
invest dues dollars in the Automo- 
tive Wholesalers of Texas will be 
stressed at the group’s annual con- 
vention and booth conference here 
Oct. 17-18. 

Seventy-four manufacturers had 
signed up for booth space as of 
Sept. 12. The 1957 booth conference 
will be the largest ever, according 
to G. C. Morris, AWOT executive 
director, 

Morris said some of the “divi- 
dends” include information on mer- 
chandising offered by convention 
speakers, progress reports on ser- 
vices offered by AWOT and coun- 
sel by manufacturers with booth 
displays. 


NAWA Chief Joins 
Ike’s Conference 


ATLANTA.Charles A. Cole, 
president of the National Automo- 
tive Wholesalers Assn., attended 
President Eisenhower's conference 
on technical and distribution re- 
search for the benefit of small busi- 
ness in Washington last week. 

Purpose of the conference was to 
formulate a program under which 
small firms can get up-to-date tech- 
nological and managerial knowl- 
edge. 

The conference recommended 
measures for extending research 
and development aids to small firms 
over the whole range of manage- 
ment, including product selection 
and development, manufacturing 
processes, distribution methods, 
sales promotion and cost control. 

- - > 


Hardware Show 
Opens Oct. 14 


NEW YORK.—Heavy buying pre- 
dicted for the 12th annual national 
hardware show Oct. 14-18 at the 
Coliseum will herald important new 
sales potentials for the industry in 
1958, according to show director 
Frank M, Yeager. 

Yeager said the big national trade 
market presents the complete pic- 
ture of the industry. New products 


New Plugs Save 
Gas, AC Declares 


FLINT. — A “computer” showing 
motorists how much they can save 
on gasoline by changing spark 
plugs is part of the promotional 
program which AC Spark Plug di- 
vision of General Motors will use 
in its autumn sales drive. 


The computer indicates the sav- 
ing which could be realized by a 
motorist who changes plugs after 
10,000 miles. According to AC, a 
man who drives 12,500 miles a year 
and pays 37 cents a gallon for gas 
would save $30.71. 

A motorist can find his “saving” 
by dialing the computer to his 
annual mileage and his average 
gasoline cost per gallon. In another 
part of the sales drive, oil filter 
retailers will be offered a premium 


of four sets of stainless steel table- 


ware. 


facture and distribute corrosion- 
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covered loading dock and air-con-|; 


control products has been an- 
nounced by Winthrop A, Johns, 
president of Johns Mfg. Co., Mid- 
dlesex, N. J. Richard Johnson will 
manage the plant. 

Johns Manufacturing de Mexico, 
S. A. will manufacture and market 
Magna Power, for oil systems; 
Magna Guard, for auto radiators, 
and Magna Pel, for auto gasoline 


tanks. 
- * a 


$410,000 Building Completed 


For California Company 


LOS ANGELES.—A $410,000 con- 
crete factory and office building 
has been completed for Auto Parts 
Exchange Co., Inc., in the city of 
Industry. 

The 40,000 - square - foot building 
was one of the first completed in 
the recently incorporated city, ac- 
cording to Edward Kipling sr., 
owner of the firm, It has a long, 


- 


ty oe ae: 
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ditioned offices, 


* : * 
North Carolina Branch 
To Be Opened by Crump 


RICHMOND, Va—Crump Co. 
manufacturers of auto seat covers 


and wholesalers of auto parts and|; 


trim supplies, records and phono- 


graphs, will open a distribution| | 


branch in Greensboro, N., C. 

The branch, first to be opened in 
North Carolina by the 82-year-old 
firm, is part of an expansion pro- 
gram, A. R, Nilson, a salesman with 
the company for 10 years, will be 
in charge of the branch. 

+ = = 


MEWA Cost Study Cited 


By Commerce Department 

CHICAGO.—The Motor & Equip- 
ment Wholesaler Assn.’s survey, 
“Cost of Doing Business in the 
Wholesaling Industry in 1956,” has 
attracted U. S. Government men- 
tion, according to B. W. Ruark, 
MEWA general manager. 

He said the benefits derived from 
the manual were described in the 
September Distribution Data Guide, 
issued by the Commerce Depart- 
ment’s office of distribution. 
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Blowing Glass— 


As a research scientist in Chrysler 
Corp.'s engineering laboratories, Paul 
R. Basford devotes much of his time 
to finding out why certain combinations 
of powdered metals stick together bet- 
ter than others. Powdered metals, com- 
pressed and “baked,” are finding in- 
creasing use in the automobile industry 
as material for bearings, fuel-tank filters 
and small gears. Basford's research work 
frequently requires special-purpose glass- 
ware not obtainable commercially. This 
is where his hobby of glass-blowing 
comes in handy — if he can't buy it, 
he makes itl 


- 
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...engineering leadership 
and filtration by Purolator! 


Thirty-four years ago, that Chrysler came off 
the assembly line equipped with something 
entirely new: an oil filter. By 1956 when the 
Chance Vought F8U-1 Crusader shattered 
the national speed record, filters were 
accepted as basic components on all automo- 
biles and aircraft. Both events were mile- 
stones — both vehicles were protected by 


Purolator. 


The 1924 Chrysler seems a relic of another 
age, while the Crusader is as new as tomor- 
row. But the concept that got its start with 
the Chrysler has become fundamental every- 
where . . . any fluid — be it air, fuel, lube oil, 
hydraulic fluid or anything else—which is vital 
to the proper operation of any aircraft, auto- 








mobile or machine, must be filtered to be kept 


free of contamination. 


Purolator makes filters for every fluid known 
to man—for use in any conceivable applica- 
tion. The unique background of specialized 
know-how enables them to produce the best 
possible filters for the specific needs of the 
automotive industry — no matter what they 


are or when they arise. 


Filtration for Every Known Fluid 
PUROLATOR 


PRODUCTS, INC. 


Rahway, New Jersey and Terente, Onterie, Caneda 
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58 Cars May Set Pace 
For All U.S. Business 


By Kenneth C. Kelley Jr. 
Staff Writer 

UBLIC reaction to 1958-model 
cars may well reach beyond 
dealers’ showrooms and set the pat- 
tern of business in the entire nation 

in the next nine months. 
Most business pre- 
dictions for the 


NEWS months until mid- 
OF 1958 are fairly cau- 
FINANCE tious. They usually 


call for total sales to 
remain about the same or go 
slightly higher. 

The predictions seem to be made 
with one or more questions un- 
answered. Some come right out 
and say: “Wait till we see how the 
"68s sell.” 

Lewis L. Schellbach, vice-presi- 
dent of Standard & Poor’s, New 
York financial analysts, is typical. 
He expects retail sales to take the 
traditional Christmas upturn. He 






sees some signs pointing up and 
others pointing down, and adds: 

“However, enthusiastic recep- 
tion of new-model automobiles is 
still to be demonstrated.” 

Some of the signs pointing to 
slower sales, which have been noted 
by Schellbach and others, are: 

Steel production fell off in the 
third quarter. -Machine-tool sales 
are down and most appliances are 
moving slowly. 

Fewer new homes are being 
started. Spending to keep up in- 
ventories has slowed down in some 
lines. Industry spending for new 
plants and equipment may be in 
for a tumble 

+ * + 
On the Optimistic Side 
— are other signs which 
point in the opposite direction. 
Some of them are: 
Department-store sales are edg- 


PLYMOUTH 


CHRYSLER 


Each one of the beautiful’57 Chrysler Corporation 
cars features Enjay Butyl weather-stripping on the 
big, wrap-around windshield and rear window. 
With Enjay Butyl’s outstanding resistance to 
aging, moisture and sunlight, you can count on 
perfect performance for the life of the car. 


ing upward. The population is 
growing, and no one seems to be 
worried about any pockets of un- 
employment, The income of indi- 
viduals has climbed to a record 
high. 

Since World War II, one or 
more key segments of the econ- 
omy have been booming every 
time the total economy has been 
booming. 

With auto sales slower the last 
two years, home building off and 
capital investment by industry ex- 


pected to dip in 1958, the economy | - 


is in need of the prop, which boom- 
ing auto sales could give it, to stay 
booming. 

* oa * 


Views on Credit Vary 


—_—, all talk on sales through 


the next nine months runs the 
argument on tight money. 


Some leaders of business and in- 
dustry have expressed fears that 
the tight-money policy is carrying 
the country straight into a reces- 
sion. They want easier credit. 

The Federal Reserve Board gives 
no indication that it will loosen 


credit. Most of the testimony of 
Federal fiscal officials before Con- 
gress has pointed toward maintain- 
ing status quo. 

The Research Institute says it 








“Now, let’s see what kind of a 
deal we can come up with—” 





has learned that the Federal Re- 
serve Board will stick to tight 
money so long as the price index 
is high “even if production and 
unemployment dip.” 

Carrol M. Shanks, president of 
Prudential Insurance Co., holds a 
view that few others have ex- 


FRONT AND REAR...ENJAY BUTYL RUBBER 
WEATHER-STRIPPING SEALS FOR SURE! 


Come rain or shine, Enjay Butyl, the weather-proof rubber for window weather- 
stripping out-performs and out-lasts all other rubbers, synthetic or natural. 
Moisture-proof and impervious to sunlight, this is the rubber that combines 
outstanding shock resistance with unparalleled life-expectancy. 

In more than 100 places on today’s new cars, Enjay Butyl has demonstrated its 
profitable advantages over all other rubbers. Under the hood . . . in chassis and 


body... parts made from this super-durable, all-weather rubber have helped make 
today’s new cars safer, more comfortable, and mechanically more sound. For fur- 





ther information, and for expert technical assistance, contact the Enjay Company. 


Pioneer in Petrochemicals 


ENJAY COMPANY, INC., 15 West 5ist Street, New York 19, N. Y. 
Akron Boston + Chicago « Detroit « Los Angeles * New Orleans+ Tulsa 


BUTYL : 


Enjay Buty] is the greatest rubber value 


in the world . . 


. the super-durable rubber 


with outstanding resistance to aging « 
abrasion « tear « chipping « cracking « 


ozone and corona « chemicals « gases « 
heat + cold « 


sunlight « moisture. 


pressed — he wants even tighter 
controls on credit. 

In a Detroit speech, Shanks said 
that the continued rise of prices 
should indicate that the credit con- 
trols are not tight enough. 


He said he suggested the plan 
even though it might bring some 
unemployment and “possibly even 
plunging us into a recession.” 

* * ok 


Rubber Firms Prosper 


Ore industry that is doing well 
in an era of rising prices and 
tight money is rubber. Firestone 
and Lee have just declared extra 
dividends. 

Standard and Poor’s survey of 
the rubber industry found 1957 
tire shipments running 7.7 per- 
cent ahead of 1956 levels and near 
the record totals of 1955. 


Non-tire business is also moving 
upward at the rubber companies, 
Profits for the industry are ex- 
pected to be better this year. 

* * * 


Consumer Buying Rises 


 Pyrreeaeenecoee buying once more 
has turned upward, the Federal 
Reserve Bank of Chicago observes 
in the September issue of its 
monthly review, Business Condi- 
tions. According to the bank, this 
new surge in retail sales has been 
the most “noteworthy” develop- 
ment on the business scene in re- 
cent months. 


Early reports indicate July 
sales hit a record $16.9 billion 
after seasonal adjustment. Dur- 
ing the six months ending in 
April, consumer buying had var- 
ied only slightly from the $163 
billion monthly level. In May 
this figure jumped to $16.6 bil- 
lion and June saw another ad- 
vance to $16.8. 


The boost has been accompanied 
by slight though significant im- 
provement in industrial production 
and employment. But these devel- 
opments, the bank said, have not 
been as pronounced as the rise in 
consumer buying. 


Translated into annual rates, the 
rise in retail sales between April 
and July amounts to over $7 bil- 
lion. This increase dwarfs the 
planned cutback in military spend- 
ing. The stretchout of aircraft and 
missile programs, mothballing of 
warships, and reduction in man- 
power are expected to curtail de- 
fense spending by about $2 billion. 

> . * 


Douglas Oil Completes 
Apex Stock Acquisition 

Douglas Oil Co. of California has 
completed acquisition of 98.8 per- 
cent of the common stock of Apex 
Petroleum Corp., Ltd., and will 
operate the firm as a subsidiary for 
the time being, it was announced 
by W. G. Krieger, president. 

New Apex officers include George 
T. Goggin, president; T. A. Atkin- 
son, executive vice-president; J. M. 
Jackson, vice-president; R, L. Tol- 
lefsen, secretary; D. L. Commons, 
treasurer and assistant secretary; 
and W. B. Seaton, assistant treas- 


urer. 
* > . 


Associates Reports Profit 
Increased in First Half 


Associates Investment Co. and 
Associates Discount Corp. reported 
net income for the first half of 1957 
was $10,159,466, compared with $9,- 
780,976 for the like period of 1956. 

The volume of the firms’ finance 
business stood at $851,447,082 at the 
end of the first half of this year. 
The companies said the figure was 
a record and compared with $743,- 
793,969 at the end of the first half 
of 1956. 


Extra Firestone Dividend 


Of 2% in Stock Is Voted 


The board of directors of Fire- 
stone Tire & Rubber Co. declared 
an extra dividend in stock — 2 per- 
cent on the common stock — in ad- 
dition to the usual quarterly cash 
dividend of 65 cents a share. 

The cash dividend is payable Oct. 
21 to stockholders of record Oct. 7. 
This brings total cash dividends on 
common stock to $2.60 a share for 
the year. The stock dividend is pay- 
able Oct, 31 to stockholders of rec- 
ord Oct, 18. 


Clark Names Brinker 


JACKSON, Mich.—Clark Equip- 
ment Co. has appointed Brinker 
Supply Co., Dover, O., as distribu- 
tor of industrial torque converters 
in Ohio. 
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(Compiled by Automotive News from Auction Reports.) 








Average Prices of Used Cars Sold at Auction 
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55°56 56 "55°56 "56°57 "56°57 "56°57 "56°57 "56 "ST "56°57 "S657 56°57 "56 °57 
_ _— by Dec. Jan, Feb. March Apr. May June duly Aug. —. 
to Date 
Prices of "56s added and ’48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956, 
Figures alongside bars represent dollars. 
drive, and (ps) indicates power $755. °53 Crest Victoria, $680°, $510°., RM 4-dr., $1,340* (ps); Special 2-dr., 
Market Trend steering P P "52 Main 2-dr., $245; Custom 2-dr., $225. | $1,300°; Riviera, $1,295* (ps); Century 
t , = HUDSON—'53 Cosmopolitan coupe, $675* aad oooee Ss aieo" ina), BD negee 
rall rage (ps). °50 2-dr 125°. . ’ . 
oe = ee = DYER, IND. MERCURY "56° Montclair coupe, $1,495*.| 4-dr., $505*, $460*; 2-dr., $580°; conv., 
used cars sold at wholesale auc- (Dyer Auto Auction. Sale every Friday "54 Monterey coupe, $820; 4-dr., $635° $550*; Special coupe, $485*; 2-dr., $435°. 
: . ° ; ‘ ; "52 4-d 00*, $180°; - 
tion last week declined $8 to $844, | prices are for sale of Sept. 13.) | $500". $565, $550". ‘49 a-dr., $245°. a. tne’. hoor fc” 
ti News’ (Surprisingly strong with demand grow- | NASH—'48 club coupe, $105°. . : * : 
according to Automotive ing stronger for sharp ears. Sold 148 | OLDSMOBILE—'54 (88) Holiday, $1,080°, | CADILLAC—'53 (62) conv., $1,100° (ps). 
> ; yh “ 7 ; 
index. cars out of 232 consignments.) Sean, tep'esav, Gn0e"” $190°. °50 4-dr., le ane ee 48 4-dr., ns 
. | BUICK—’'56 Century Riviera, $1,500° (ps); | : : - : . "HEV cT—'S 'wo-ten (8) 4-dr., $1,- 
No model escaped the down Super Riviera, $1.750° (ps), $1,415° (ps). | PACKARD— 53 coupe, $230° (ps); 4-dr.,|  g956 +56 Two-ten (8) 2-dr., $1,195. $1.- 
ward trend, with individual losses ‘55 Special Riviera, $1,405° (ps). "53| , SISR a 5 peivedere (6) 4-dr., $i-| 125; $1110, $1,075; 4-dr., $1,165, $1,150, 
ranked as follows: 55s, down $16; a Riviera, $650°. ‘51 RM 4-dr., 830°. $1,675: Bavoy (8) coupe, $1°750°. | See Sa ee as wee 
"57s, down $14; ’54s, down $11; CADILLAC—'57 coupe de Ville, $4,180°| "56 Belvetiere conv., $1,475*; Savoy 4-dr.,/ 4 ar’ ge75" $835; ‘2-dr.. $825, $710. '54 
56s, down $8; 53s, down a ‘528, (ps). "56 (62) coupe, $3,025* (ps). °52/| Seasee on. een: Saver <2) ‘aa. Two-ten station wagon, $725; 2-dr., $610. 
down $3; ’50s, down $3, and ’5is, (62) 4-dr., $770*, $710°. ‘51 (62) 4-dr.,| oe) "s780: Pi “<e ec atee '53 Bel Air 2-dr. $550; Two-ten 4-dr., 
$465°. 50, $780; Plaza (6) 4-dr., $780. $445. '52 4-dr., $370. '51 Bel Air Sport 
down $1. CHEVROLET—'56 Bel Air (8) Hardtep, | Cer ees Coen a ane” tamed. coupe, $400; 2-dr., $370*; 4-dr., $250, 
*. - . . al | , , . 1 “\ sis 
The adjusted prices represented | $1,625": 4-dr.. | $1,500", $1,315; Two-ten | tain 2-dr., $990°, ‘53 Chieftain 4-dr.,| $190. ' 
new lows for 57s, ’56s, "54s and 16) Sar suas 675°: One-fifty 2-dr., | _ $490°. | CHRYSLER—'52 Windsor 4-dr., $215*. ’51 
-dr., L ; or ( 
"53s. The overall average was the $720, $695. 54 Bel Air 4-dr., $730°; Two- | RAMBLER — °57 Seep, Conan. 62,750°. | _ SE conv., Gas0” (ys). 
lowest recorded thus far this ten 4-dr., $650, $640. '53 Two-ten 2-dr., | station wagon, $3 DeSOTO—'54 Firedome 4-dr., $560. 
$450°, $405. ‘51 coupe, $275*; 2-dr.,| STUDEBAKER — ‘52 Commander 2-dr., | DONGE—'53 Diplomat coupe, $335*; Cor- 
; 2190", S180, S116. | MISCELLANEOUS—'ST Volk 2-4 yf ee ee tae 
At a group of representative | CHRYSLER — ‘51 station wagon, $370*; $1,595. °S6 Chevrolet “aon Semen roo 7 iene ag 
a ad . ountry ulre ation Ww ° ; 
auctions last week, the average | pit 4-0. $210". soc pq), | S800", $700; panel truck, $540, Great Victotiar” $000, 783 Custom Sar 
consignment was 196.9 units, ’52 Firedome conv., $125*. °51 Custom | $395. "52 2-dr., $425°, $155. ‘51 2-dr., 
compared with 219.9 the previous | 4-dr., $140. NEW YORK CITY $200°, $185. 

DODGE — '57 Coronet 2-dr., $2,015*. °54 HUDSON—'53 4-dr., $200*. ‘52 4-dr., $250. 
week. The sales ratio was 64.38 Coronet 2-dr., $595*; Royai 4-dr,, $495°.| _ ‘Skyline Auto Auction. Sale every Tues- | LINCOLN—'53 Capri 2-dr., $800*' (ps), 
percent, compared with 67.9 per- ‘53 Coronet 4-dr., $335. , day. Prices are for sale of Sept. 10.) $625* (ps). 
cent a week earlier. FORD—’57 Fairlane (8) 500 conv., $2,-| (Market firm on all clean late model | MERCURY—'57 Commuter station wagon, 

010°; 2-dr., $1,850*. "56 Custom Victoria, | merchandise. Rough cars are finding few $2,125. "54 Monterey 2-dr., $815*; 4-dr., 

Prices marked with an asterisk $1,400*; 2-dr., $1,180, $1,115, 2 at $1,-| takers. Dealers still bidding very sharply $600. "53 Monterey 2-dr., $780°, $700°. 
indicate a unit equipped with an 085; Fairlane (8) Victoria, $1,575*, $1,-| for good cars. Sold 108 cars out of 137 | 50 4-dr., $340. 

¢ s quipp 500*, $1,325*; conv., $1,250°. '55 ‘Fair-| consignments.) | OLDSMOBILE — °55 (98) 4-dr., $1,280° 

automatic transmission or over- lane (8) 4-dr., 54 Custom 4-dr., | BUICK—'56 RM conv., $1,810° (ps). '55| (ps), $1,115* (ps); (88) 4-dr., $1,160. 





$1,080°. 








43 
$1,110* (ps). "53 (98) 
(88) 4-dr., $430°, 
"52 (98) conv., $290° 
"51 (88)" 4-dr., 


'54 (98) 4-dr., 
4-dr., $700* (ps); 
$290°; conv., $410*. 
(ps); (88) 4-dr., $280°. 
$135". 

PACKARD—’55 Clipper 4-dr., 
4-dr., $135. 

PLYMOUTH—’57 Belvedere 2-dr., $1,800*. 
’56 Belvedere 2-dr., $1,300* (ps); Plaza 
2-dr., $950*°. '55 Plaza Suburban, $875°*, 
$725. °54 Plaza station wagon, $510. '53 
station wagon, $435, °51 4-dr., $180. 

PONTIAC—’56 Star Chief conv., $1,640*; 
Chieftain 2-dr., $1,180*. °55 Star Chief 


$930°. °50 


2-dr., $1,260*, ‘54 Chieftain conv., $840* 
(ps). °53 Chieftain Catalina, $440*; 2- 
r., $395*. °53 Chieftain 2-dr., $575. 
RAMBLER—’51 conv., $105. 
STUDEBAKER—'53 Champion 2-dr., $435. 
’52 Champion 2-dr,, $395. 
WILLYS—’52 station wagon, $225. 
MISCELLANEOUS—’51 Morris 2-dr., $110. 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Fri- 
day. Prices are for sale of Sept. 13.) 
BUICK—’56 Special 4-dr., $1,650*. '55 RM 

Riviera coupe, $1,435* (ps). °54 Super 

4-dr., $1,000* (ps); Century coupe, $950° 

(ps). °53 Special 4-dr., $625°. °52 Super 

4-dr., $275*, $265°. °51 RM 4-dr., $185°*, 

$105; conv., $175*. 

CADILLAC—’'56 (62) 4-dr., 
’5S (62) 4-dr., $2,375° (ps). 
de Ville, $2,475* (ps). °52 
$912°. 

CHEVROLET—'57 Bel Air (8) 4-dr., 
925°, $1,875*. '56 Two-ten (8) 4-dr., 
575°, $1,495. ‘55 Bel Air (8) station 
wagon, $1,500*; 4-dr., $1,300°. '54 Bel 
Air (8) 4-dr., $805, $775. 53 Bel Air 
4-dr., $635°, $580°, ‘52 4-dr., $335°. "51 
2-dr., $315*. "50 coupe, $275°. 

CHRYSLER—’52 NY 4-dr., $355° (ps); 
Saratoga sedan, $330° (ps), $310° (ps). 

DeSOTO—’' 54 4-dr., $660* (ps). 

DODGE—’'57 Coronet station wagon, $2,- 
745° (ps); Suburban 2-dr., $2,500° (ps); 
conv., 7 at $2,150° (ps); Sport coupe, 
3 at $2,100° (ps); 4-dr., 2 at $1,950° 
(ps). 

EDSEL—'58 Edsel Pacer 2-dr., $3,245°; 
4-dr., $3,153*, $3,140°; Ranger 2-dr., 
$2,904°; sedan, $2,870°. 

FORD—’57 Fairlane (8) 500 4-dr.. 5 at 
$2,135°; club sedan, $2,050*; Custom 300 
4-dr., $1,690. ‘56 Fairlane (8) 4-dr., $1,- 
800° (ps), $1,685*; Custom (8) 4-dr., 
$1,325°; Custom (6) 4-dr., $850. '55 Fair- 
lane (8) 4- dr., 4 at $1,535; Country se- 
dan, $1,485°, $1,440°; Ranch Wagon, 
$1,355*; Custom (8) 4-dr., 4 at $885. 

LINCOLN — ‘56 Premiere coupe, $2,750* 


(ps). 

MERCURY—’57 Monterey 4-dr., $2,175*. 
"53 4-dr., $590. °51 2-dr., $335. 

OLDSMOBILE — ‘56 (88) 2-dr.. $1,725°*. 
‘55 (88) Holiday coupe, 5 at $1,710. '53 
(98) 2-dr., $875° (ps). ‘52 4-dr., $500°. 
"50 4-dr., $130°. "49 2-dr., $124°. 

PLYMOUTH—'57 Suburban (8) 4-dr. sta- 
tion wagon, $2,474°*; Belvedere (8) 4-dr., 
$1,895° (ps). "55 Plaza (6) 4-dr., $835. 
"53 4-dr., $525. "49 2-dr., $110. 

PONTIAC — '54 Chieftain station wagon, 

(Continued on Page 44, Col. 1) 


$3,050° (ps). 
"54 coupe 
(62) 4-dr., 


$1,- 
$1,- 





ALABAMA 








JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





_ COLORADO 


| 





COLORADO AUTO AUCTION 
LITTLETON, COLO. SOUTH DENVER 
DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: Francis R. Cassell—Carroll Kopfer 
Phone Denver: SUnset 1-7821 
Wire Colorado Auto Auction FAX 
Denver, Colo. 


Auctioneers: 
Colonels Johnny Wood and Dean Davis 
All cars pele for by our own check through 
The Bank of Denver 








MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 
Burden-Caswell-Nace-Dudley 
Auctioneer: Harvey Greenwood 


Sale every Tuesday at I! A.M. 
Phone Sherman 4-3263 








DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4595 So. Sante Fe Littleton, Colo. 
Ph: SU 1-6673 — Smith, Southworth, Kerr 
Auction Every Friday at 12:00 A. M. 

We Issue Auction Checks and Insure Titles 





- 


CONNECTICUT 


| 





NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 
Sale Every Wednesday at 11:00 


SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 


MICHIGAN 








Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan | 
Exclusively for Dealers 


Here in the shadow of General 
get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 
Michigan's Finest Sale 
Titles and Checks Guaranteed 


Motors, you 


12:30 — SALE EVERY WEDNESDAY — 12:30 | 
M. D. McCollum, Mgr. Phone Cedar 9-4492 | 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half imme west of Grandville, 
ich. 





EVERY TUESDAY—CHECKS INSURED | 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill’ Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 | 





| JACKSON — Greater Jackson Auto| 





MISSISSIPPI | 


| 


Auction, Inc., Wilmington St., P. O. | 
Box 8468, Wednesday, 12:30 P. M.| 


MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issve Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 














LAFAYETTE—Syracuse Auto Auction, 


NEW YORK 


Center of Empire State, Insured 
Checks and Titles (Wed.). 


GET RESULTS — ADVERTISE IN AUTOMOTIVE NEWS 





MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 


Conveniently located 2 mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed 





Phone Dunkirk 3-0150 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





NEW YORK CITY'S 
SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 


THRUWAY AUTO AUCTION, INC. 
Route 18 B Buffalo, New York 
EVERY MONDAY 
We Have Insured Checks and Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





AUTOMOTIVE NEWS 


WANT ADS’ 
BRING RESULTS 











OHIO 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 








PENNSYLVANIA 





i 


MANHEIM AUTO AUCTION, INC. 
= Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 








WASHINGTON 








SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattie 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check" 
Bill Johnson Bob McConkey 


Crossroads 


. «+ where they meet . . . buyers 


and sellers . . . new and used car 
dealers. They meet ot the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 


an ad in Automotive News. 








Used-Car Auction Prices 


(Continued from Page 43) 








$1,050°. °53 Chieftain Catalina, $675°*. Main 4-dr., $360. °51 2-dr., $190. 
"52 4-dr., $350°. '50 4-dr., $165°. LINCOLN. 54 Capri 4-dr., "$975° (ps). 
STUD ‘56 Power Hawk 2-dr.,| MERCURY—’54 Monterey Hardtop, $1,- 
$1,375*. °56 Commander 4-dr., $840, '52 160°. °53 Monterey Hardtop, $735", 
4-dr., $205. $705*; 2-dr., $465°. °52 Custom 4-dr., 
WILLYS—’51i Jeep pickup, $345. $415, °50 2-dr., $125. 
NASH—’53 tan ene” $370, $270. 
*52 Statesman 4-dr 155. 
BUFFALO OLDSMOBILE — ’'56 (88) 4-dr. Holiday, 
(Thruway Auto Auction, Inc. Sale every $1,885* (ps). °55 (88) Hardtop, $1,300* 
Monday. Prices are for sale of Sept. 16.) (ps), ’53 (98) 4-dr., $700* (ps); Hard- 
(Action excellent and volume high. No top, $700 (ps). '52 (88) conv., $205*. 
letdown just because we had as big anni- | PACKARD—’53 4-dr., $260. 
a, sale last week. Sold 70 cars out | PLYMOUTH—’56 Savoy 4- ar., $1,215*. '53 
A 4 PONTIAC "56 Chieftain Catalina, $1,545° 
is ¥, * » c—’ jeftain Catalina, $1, , 
Ree eeal Dede $1 375° bd’ Beatin! Harde| °55 Star Chief 4-dr.. $1,180° (ps). 54 
top, $900*. °53 Special conv., $400. '52 2-dr., $455. '53 Catalina, $560°. "52 4- 
RM Hardtop, $240", 51 Super Hardtop, dr., $185. '51 station wagon, $485°. 


RAMBLER—’53 station wagon, $500. ‘51 
station wagon, $100. 


$200. 
CADILLAC—’51 (62) 4-dr., $530°. 
CHEVRO MISOELLANEOUS—’52 Dodge truck and 


LET—'56 Bel Air (8)- Hardtop, 


$1,375*. 55 Two-ten (6) station wagon, chassis, $155. °51 Chevrolet 2-ton dump 
$1,175; Bel Air conv., $800; One-fifty truck, $550. 
2-dr., $760, $735, $710. '54 Two-ten 2- 
-, $625, $600°. ‘53 Bel Air Hardtop, 
$645; Two-ten 4-dr., $510° (ps). "52 4- CHICAGO 
dr., $270*. '51 coupe, $130°. (Arena Auto Auction, Sale every Tues- 


DeSOTO—'56 Firedome Hardtop, $1,700* | day. Prices are for sale of — 17.) 


(ps). "63 Firedome (8) 4-dr., $410° (ps). (Oar dual-selling system proving 
DODGE—'55 station wagon, $1,040°. °52| successful, Sale completed in ciate hours. 
Coronet 4-dr., $180; conv., $130*. Sold 362 cars out of 517 consignments.) 


FORD—'55 Fairlane sedan, $1,050; Custom | BUICK—’57 Special Riviera, $2,500* (ps), 
4-dr., $945; 2-dr.. $905. ‘54 Crest 4-dr., $2,235*. '56 RM Riviera, $1,900° (ps); 
$780; Custom 2-dr., §$700*°; Main 4-dr., Century Riviera, $1,890° (ps), $1,880°; 
$510. ‘53 Custom 2-dr., §575*, $460; Super Riviera, $1,750° (ps), $1,675°; 


CHEVROLET—’57 Beil 


| CHRYSLER — 


DeSOTO—’57 Firesweep 4-dr. 





Special station wagon, $1,725*; Riviera, 
$1,485*. °55 Century Riviera, $1,390° 
(ps), $1,375* (ps); Special Riviera, $1,- 
250° (ps); 2-dr., $1,000*. '54 Super Rivi- 
era, $1, 165° (ps), $1,160*, $1,110° (ps), 
$905* (ps), $885*, $825°*, $790*; RM Rivi- 
era, $1,155*. 53" Special Riviera, $705*, 
$600°; ‘4-dr., $525°; 2-dr. 
Riviera, $500°; conv. 
Riviera, $460*; 4-dr., $310°; s 
’51 Special Riviera, $305°; Super Riviera, 


$225°. 
CADILLAC—’57 sedan de sot os ba- 


(ps); coupe de Ville, $4,350° » %- 
300°; (60) 4-dr., ,365* on; * (62) 
. "56 (62) 4-dr., $3,- 
$3,050* (ps); coupe, 
Eldorade coupe, $3,100* 
(60) 4-dr., $3,000* (ps), $2,955° 
5S (62) 4-dr., $2,035* (ps), $2,010*° 
’54 coupe de Ville, $2,260° (ps), 
’53 (62) 4-dr., $800° (ps). 
Air (8) Hardtop, 
$2,250° (ps); coupe, $1,815*; Two-ten (8) 
4-dr., $1,850°, $1,730°. "56 Two-ten (6) 
station wagon, $1,650; 4-dr., $1,240; 2- 
dr., $1,215, $990; Two-ten (8) 2-dr., 
$1,390; Bel Air (8) 4-dr., $1,620°; coupe, 
$1,500; conv., $1,025*. "55 Bel Air (6) 
4-dr., $1, 300°: Bel Air (8) 2-dr., $1,250°* 
(ps); coupe, $1, 190*, $1,135*; 4- -dr., $1,- 
045; Two-ten (8) 4-dr., $1,010°; Two-ten 
(6) 4-dr., $975*°; 2-dr., $870. "54 Two- 
ten station wagon, $1,000*; 4-dr., $790°; 
Bel Air 2-dr., $900, $825; 4-dr., $865° 
(ps). °53 Bel Air sedan, $695°; 4-dr., 
$680*, $555°; 2-dr., $525, $430; One-fifty 
2-dr., $375. '52 2-dr., $320°; 4-dr., $285. 
’51 2-dr., $305*, $270. 

56 NY Hardtop, $2,205* 
(ps); 4-dr., $2,110°; St, Regis, $2,000° 
(ps). "55 NY St. Regis, $1,350° (ps); 
Windsor Nassau, $1,305* (ps). 


(ps) ; 
(ps). 
(ps). 
$2,050* (ps). 


Sportsman, 


$2,275*. '55 Firedome 4-dr., $1,095* (ps). 


D 0 D G E—’57 Coronet Hardtop, $2,095* 


(ps). °55 Royal Lancer 4-dr., $1,300°*, 

















healthy car. + 








up to 90% increase in your 


Service Department Sales 


Here is a positive way to make certain 
the new cars you sell will return to your 
service department. At no cost to you, 
Valvoline will guarantee the performance 
of all Valvoline-lubricated chassis and 
engine parts up to 33,000 miles . . . or 24 
months. Just a few of the many benefits 
you will receive are . . . Up to a 90% 
increase ip your service sales . . . A com- 


Write Valvoline today, Dept. AN-957, for the big new 36-page, 
fully illustrated book which will give you every fact and detail 


about the 33,000 Mile Guaranty. 


plete advertising and promotion program, 
including plenty of sales aids, to help you 
promote the Free 33,000 Mile Guaranty 
Program to your customers . . . Helps in- 
crease TBA sales . . . By offering more, 
you outsell your competition . . . keeps 
you familiar with the car you will be 
asked to trade, assuring an 
“easier-to-sell’’ used car. 





VALVOLINE OIL COMPANST 


(DIV. OF ASHLAND OIL & REFINING COMPANY) 
General Offices and Refinery—FREEDOM, PENNSYLVANIA 


CADILLAC—’56 (62) club coupe, $3,985* 
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$1,045°. °54 


$1,090* (ps); Coronet 2-dr. 
tion wagon, 


Coronet 4-dr., $505*. °53 
$575; 2-dr., $375; 4-dr., $325. 
F OR D —’57 Thunderbird, $2, 825° (ps); 
Fairlane (8) 500 Victoria, $2,070* (ps), 
$2,005* (ps); Custom (6) 2-dr., $1,490. 
’56 Fairlane (8) Hardtop, $1, 820° (ps), 
$1,615*, $1,565°, $1,430; conv., $1,455°; 
Custom Victoria, $1, 365°, $1,310°; 4-dr., 
$1,260, ’55 Fairlane station wagon, $1,- 
245; 4-dr., $1,025* (ps), $825; conv., 
$1,000; Custom (8) 4-dr., $910; Main (6) 
4-dr., $735. '54 Custom 2-dr., $720, $550. 
53 Ranch Wagon, $705*, $675; Crest 
Victoria, $615*, $590, $505; 2-dr., $545; 
conv., $450; Custom 2-dr., $420; 4-dr., 
$260; Main 2-dr., $355. 
HUDSON—’55 Wasp 4-dr., $795*. °54 Hard- 
top, $415°; 4-dr., $330. 53 2-dr., $225. 
LINCOLN—’53 Hardtop, $890°. 
MERCURY—’55 Montclair conv., $1,185*. 
’54 Monterey Hardtop, $870*; Sun Valley 
coupe, $840*°, $765*; 4-dr., $735°. °51 


2-dr., $215. 
NAS H—’55 Statesman 4-dr., $655*. 53 


Hardtop, $460*; 4-dr., $375, $365. ’52 


2-dr., $260. 
OLDSMOBILE—’57 (98) Holiday, $2,800* 
4-dr. Holiday, $2,100°* 


(ps). °56 (98) 

(ps), $1,775* (ps), $1,710°; (88) Super 
Holiday, $1,835*. 55 (98) 4-dr. Holiday, 
$1,675* (ps); (88) Super 4-dr., $1,535* 
(ps). °54 (88) Holiday, $1,035* (ps); 
(98) 4-dr., $910*. '53 4-dr., $730; conv., 
(ps); Holiday, $315*, °52 4-dr., 


PACKARD—’55 ‘‘400” 2-dr., $1,430° (ps). 
’53 2-dr., $335°. 

—'57 Savoy 4-dr., $1,590*, °56 
Fury 2-dr., $1,695*. °55 Belvedere (8) 
2-dr., $1,135*; 4-dr., $1,095* (ps), $1,- 
040°: Belvedere (6) 4-dr., $965; Savoy 
(8) 4- dr., $920, $875*, $825°; Plaza (6) 
2-dr., $760. '54 Hardtop, $720; station 
wagon, $700; 4-dr., $405. '53 4-dr., $450, 
$385*, $375, $360, $275; 2-dr., $290. ’52 
station wagon, $290. 

PONTIAO — '55 Chieftain station wagon, 


a a ED 


$1,470*; Catalina, $1,215*; conv., $975*; 
2-dr., $850. '54 Star Chief 4-dr., $1,065* 
(ps); station wagon, $965* (ps); Cata- 
lina, $875*, $795. °53 Hardtop, $765*; 
4-dr., $590, $310°; conv., $515. 

RAMBLER—’56 club coupe, $1,580*, $1,- 
500°, $1,450°; 4-dr.. $1,375*. °55 2-dr., 
$485. 

STUDEBAKER—’57 Champion 4-dr., $1,-/ 
235. °56 2-dr. station wagon, $1,400*. 


"53 2-dr., $200. 


WAREHOUSE POINT, CONN. 


(Southern Auto Sales, Inc. Sale every 
— Prices are for sale of Sept. 
) 

(The market has slipped a little on the 
late model cars, as can be expected by 
the new model changes being near. How- 
ever, good cars are still scarce and deal- 
ers are still bidding good prices for clean 
ears from °55’s on down, Sold 134 cars 
out of 189 consignments.) 


BUIOK—’55 Super Riviera, $1,010° (ps). 
"54 Special 4-dr.. $800°, $475°*. "53 RM 
Hardtop, $550°; Special 4-dr., $410. ‘51 
Super Hardtop, $265*; Special 2-dr., 
$130. "50 Special 2-dr., $165*. ‘49 Super 
2-dr.. $115. 

CADILLAC—’55 (62) 4-dr., $2,500° (ps). 
"53 (62) conv., $1,075°*. 


OCHEVROLET—'57 Two-ten station wagon, 
$1,560°. °56 Bel Air 4-dr., $1,400°; Two- 
ten 4-dr.. $1,245, $1, 135, $1, 110°, $i,- 
050° ; station ; One-fifty 2-dr., 
$1, 045, $895. °55 Bel Air Hardtop, $1,- 
235°; Two-ten station wagon, $1,115* 
(ps), $1,045°; 4-dr.. $800. "54 Bel Air 4- 
dr., $700° (ps). '53 Bel Air Hardtop, $700, 
$640, $635°, $500°; Two-ten 4-dr.. $510; 
One-fifty club coupe, $475. ‘52 4-dr., 
$425. ‘51 4-dr., $340, $300, $190°; Spe- 
cial 4-dr., $160, $130°. "50 4-dr., $130. 

CHRYSLER—'53 NY 4-dr. 

DeSOTO—'53 Firedome 4-dr., 

$140°. 

DODGE—' 54 Coronet station wagon, $700. 
‘53 Meadowbrook 4-dr., $460°, $165. '50 
Wayfarer 2-dr.. $100. 

FORD—'57 Country Squire station wagon, 
$2,000; Fairlane (8) 500, 2-dr.. $2,000*° 
(ps); conv., $1,950*; Custom 2-dr., 
$1,625°. ‘56 ’ Thunderbird, $2,160; Fair- 
lane (8) Victoria, $1,450°; Custom (8) 
2-dr., $1,055°. °55 Custom (8) 4-dr., 
$1,060*. $950°, $890°; Custom (6) 2-dr., 
$580; Main (8) 2-dr.. $550. "54 Custom 
(8) 2-dr.. $720° (ps), $625°; Main (6) 
2-dr., $465, $400. ‘53 Custom (8) 2-dr., 
$600, $500, $475*, $430, $375, $340, $335, 
$320, $305. 52 Main (8) station wagon, 
$450; Custom 2-dr. $360°*, . $215, 
— "Sl 4-dr., $245, $240. ‘SO 2-dr., 

HUDSON—'54 Wasp 4-dr., $345. 

MERCURY—'56 Monterey 4-dr., $1,560°*. 
"54 Custom 4-dr.. $890*, $700. "53 Mon- 
terey Hardtop, $535. 52 station wagon, 
$600, $525. °51 4-dr., $310, $200, $110. 
"50 4-dr., $180. '49 2-dr., $125. 

NASH—’53 Statesman Hardtop, $335°. 
Statesman 2-dr., $125. 

OLDSMOBILE—’56 (88) 4-dr., $1,800° 
(ps), $1,790°. '55 (88) Hardtop, $1,475*, 
$1.240°. 53 (98) 2-dr., $670*; (88) 4-dr., 
$600*, £310*. °51 (88) 2-dr., $100. 

PLYMOUTH—'57 Savoy coupe, $1,650. '55 
Plaza 4-dr.. $830. $570; Savoy 4-dr., 
$790. °54 Belvedere 2-dr. $620° 
station wagon, $600; Cambridge 
$200. 51 Cranbrook 4-dr., $140. 

PONTIAC—'55 Chieftain Hardtop, $1,230°. 
*54 Star Chief conv., $950*; Chieftain 
4-dr., $760*. °53 Chieftain 4-dr., 
52 2-dr., $150°. °51 2-dr., $135°. 


dr.. $319*, $100. 

RAMBLER—’ 57 4-dr., $1,575. °'55 4-dr., 

STUDEBAKER — °'54 Champion Hardtop, 
S680* $625°. 

MISCELLANEOUS—'57 Volkswegen 2-dr., 
2 at $1,600. '54 Hillman Minx 4-dr., 


$480. °53 Chevrolet % ton pick up $400. 
"51 Chevrolet % ton pick up, $230. 


JENISON, MICH. 


(Grand Rapids Auction. Sale every Tues- 
day. Prices are for sale of Sept. 17.) 
(Market solid. Bidding active 
the entire sale. Sold 139 cars out of 240 


consicnments.) 

BUICK—’57 Special 4-dr., $2,275*. ’56 Spe- 
cial Riviera, $1,815*; 4-dr., 
Super 4-dr. Riviera, .$1,660* 
Century 4-dr., $1,600* (ps), $1, 400°, 
365°; 2-dr. Riviera, $1,320*; 
Riviera, $1,340* (ps); Special conv., $1,- 
320° (ps); 4-dr., $1,130°; Super 2-dr. 
Riviera, $1,260* (ps). ’54 Special station 
wagon, $1,225*; Super Ri $7 
$780*. ’°53 RM 2-dr. Riviera, $665* (ps); 
4-dr., $550° (ps); Super Riviera, e, 
"52 Super Riviera, $320° (ps). 





55 
$1,- 
RM 4-dr. 


(ps), $3,920* (ps). 56 (62) 4-dr., $2,900° 
"BS (62) 4-dr., $2,175* (ps), §$2,- 
000° (ps). "50 a 4-dr., $330. 
OHEVROLET—’57 Bel Air (8) conv., $1,- 
(Comtinued on Page 45, Col. 1) 


Thinking of 
Car Leasing? 
Now Available 


Car Leasing 
Consultants! 


For the Automobile Dealer who 
wants to set up his own Car Leasing 
Division we have the complete know 
how in a package form. 


Car leasing is soon to become a 
most important factor in the automo- 
bile industry. It has many advantages 
for the Automobile Dealer. He is the 
logical one to lease cars but it takes 
"Know-How". We will actually set up 
the Car Leasing Division, supplying an 
experienceed manager if necessary, 
hire and train outside salesmen, pro- 
vide all contracts, office and promo- 
tional forms, salesmen pitch books and 
advertising mats. Literally putting your 
leasing dept. on a profitable basis. 
Our remuneration is based upon an 
initial fee plus a yearly retainer which 
covers our continual promotional plans 
and informative material. 


Executive Leasing System 
Attention: R. Ross 

18040 James Couzens Hwy. 
Detroit, Michigan. 








available with 


2 CYCLE 2 H.P. GAS MOTOR 








$465 up 


YOU CAN START YOUR 
OWN FINANCE COMPANY 


the 
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ioe "52 conv., $445*. ‘51 4-dr., ’55 Firedome Sport coupe, $1,650° (ps). 
’53 Powermaster club coupe, $475* (ps). 
RAMBLER—'53 Sport coupe, $575°, Model Breakdown ‘an 6-te. oe o: 4-ar., Game, 

STUDEBAKER—'53 4-dr., $660°, "52 4- a , 

$325°. Of Auction Averages DODGE—’ 57 Coronet Lancer, $2,280* (ps); 

MISCELLANEOUS—'S4 Metropolitan, $600. station wagon, $2,500*. ’56 Royal Lan- 

’51 Morris 4-dr., $360. ’49 Crosley sta- Sept., 1957 Aug. July cer, $1,835* (ps). °55 Custom Royal 

tion wagon, $105. Model To Date 1957 1957 Lancer, $1,430*, $1,250* (ps). '54 Coro- 

(Continasd trem Pane 44) 1957............ $2,071 $2,172 $2,213 | net 4-dr., $715. 53 Coronet club sedan, 
” LOS ANGELES 1956. . 1,491 1,523 1,553 $395*; Main club coupe, $330*, 


910*; Two-ten (8) 2-dr., $1,445, ’56 Bel 
Air (8) 4-dr., $1,625*; 2-dr., $1,585*; 
Two-ten 2-dr., $1,270; 4-dr., $1,235. ’55 
Bel Air (8) 2-dr., $1,275*, $1,150*, $1,- 
050%; Delray club coupe, $1,105*; Two- 
ten station wagon, $1,065; club coupe, 
$985*, $870. '54 Bel Air 4-dr., $730°*; 
Two-ten 2-dr., $700, $690* (ps). 53 Bel 
Air 4-dr., $610; 2-dr., $575° (ps), $560, 
$385; Two-ten 4-dr., $560. °52 Sport 
coupe, $500, $350, °51 4-dr., $275°*. 

CHRYSLER — '53 NY club coupe, $750* 
(ps), °44 4-dr., $130. 

DeSOTO—’53 4-dr., $305* (ps); club coupe, 
$275* (ps). 

DODGE—’56 Coronet club coupe, $1,670*; 
Royal Lancer club coupe, $1,625*. ‘55 
Coronet 4-dr., $1,040°. °53 4-dr., $355°*, 
$305*. 

FORD—’57 Fairlane (8) 500 4-dr., $2,185* 
(ps); conv., $2,100*; 2-dr., $1,865°; 
Country Squire station wagon, $2,185* 
(ps), $2,165*; Ranch Wagon, $1,750°*. 
"56 Country Squire station wagon, $1,- 
825* (ps), $1,605* (ps), $1,600*; Fair- 
lane (8) conv., $1,495° (ps); 2-dr., $1,- 
380, $1,125, $1,025*, $1,020°, $980° 
(police); 4-dr., $1,310*, $1,305°. °55 Cus- 
tom (8) Ranch Wagon, $1,085; 2-dr., 
$930*; 4-dr., $825° (ps); Custom (6) 
2-dr., $800, $775. '54 club coupe, $815°; 
conv., $800*. °53 club coupe, $600; 4-dr., 
$450°. °52 Custom 2-dr., $390°; 4-dr., 
$375. 

HUDSON—’53 Jet 4-dr., $300°. 

LINCOLN—’54 Capri club coupe, $1,300* 
(ps). 

MERCURY—’55 Monterey club coupe, $1,- 
200°. °54 Monterey conv., $990°; 2-dr., 
$870° (ps). "53 conv., $650°; club coupe, 


NASH—’ 54 Statesman club coupe, $765*. 
OLDSMOBILE — ‘'57 (88) Holiday coupe, 
$2,200*. "56 (98) Holiday, $2,035° (ps); 
(88) club coupe, $1,825°, $1,800° (ps). 
'55 (88) 2-dr.. $1,200°, $1,170°, $1,160°, 
$1,500*, $1,465°, $1,155°. "54 (68) 4-dr., 
$1,150°, $1,115°, $960°; (98) 4-dr., $1,- 
110° (ps). ‘53 (98) 4-dr., $740° (ps); 
(88) Super Holiday, $700, $565° (ps). °52 
(98) 4-dr., $235°. 
PACKARD—’53 4-dr., $400°*. 
PLYMOUTH—'56 Plaza 2-dr., $1,050. °55 
Belvedere Sport coupe, $1,235° (ps); 4- 
dr.. $965°; Plaza 2-dr., $405. 53 4-dr., 
$370; club coupe, $340. °52 4-dr., $155. 
PONTIAC—’'56 Chieftain club coupe, $1,- 
485°. °55 Chieftain station wagon, $1,- 
320° (ps); conv., $1,160°; 4-dr., $1,000°, 
*. °54 4-dr., $757°; 2-dr., $570. 
RAMBLER—'56 station wagon, $1,550*. 
STUDEBAKER—’'57 Scotsman station wag- 


on, $1,385. 
MISCELLANEOUS—’53 Chevrolet pickup 
truck, $460. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 

day. Prices are for sale of Sept. 19.) 

(Seid 79 cars out of 128 consignments.) 

BU IOC K—’5S7 Special 4-dr., $2,300°. ‘56 
Century Hardtop, $1,650°. ‘55 Super 2- 
dr., $1,300° (ps). 

CADILLAC—'53 (62) 4-dr., $1,195° (ps). 

CHEVROLET—'57 Bel Air 4-dr., $2,075*. 
"56 Two-ten 4-dr., $1,265; One-fifty 2-dr., 
$1,190. "55 Bel Air sedan, $1,265*°; Two- 
ten 2-dr., $945, $940. "54 Bel Air 4-dr., 
$805*; Two-ten 4-dr., $640°; One-fifty 
2-dr., $625. ‘53 Two-ten 2-dr., $600, 
$555; 4-dr., $520°. "52 coupe, $400°. '49 
4-dr., $155; 2-dr., $130. 

CHRYSLER — ‘56 Windsor 4-dr., $1,690° 
(ps). "55 NY 4-dr., $960° (ps). '53 Wind- 
sor 4-dr., $525°. "52 Windsor 4-dr.. $275°*. 
"50 4-dr., $180°. 

DODGE—'55 Royal 4-dr., $1,255* (ps). "53 
Meadowbrook 4-dr., $300°. 

FORD—'57 Fairlane (6) Victoria, $2,200° 
(ps), $2,050°. "56 Fairlane (8) Victoria, 
$1,500*°, $1,390°; Custom 4-dr., $1,390. 
‘55 Fairlane conv., $1,235°; club sedan, 
$1,190°; 4-dr., $1,150°; Custom 4-dr., 
$1,050°, $1,045°. ‘54 Crest 4-dr., $750, 
$710*; Victoria, $420. "53 Custom 2-dr., 
$630, $625, $570, $540, $495; Main 4-dr., 
$420. ‘51 Hardtop, $220. 

MERCURY—'56 Custom Hardtop, $1,555°. 
"55 station wagon, $1,655*, $1,500° (ps); 
Monterey 4-dr., $1,225°. ‘54 Monterey 
4-dr., $950°, $910; 2-dr., $710. "49 coupe, 


$125. 

OLDSMOBILE—'55 (98) Holiday, $1,285* 
(ps). ‘54 (88) 4-dr., $1,140°. 

PLYMOUTH—'55 Belvedere 4-dr., $1,165*; 
Plaza 4-dr., $875. "53 Cranbrook 4-dr., 
$485, $260°. ‘52 4-dr., $220; club coupe, 
$110. '51 station wagon, $230. 

PONTIAC—’55 Chieftain 4-dr., $1,060. '50 
2-dr., $150; coupe, $110. 

STUDEBAKER—’'56 President 4-dr., $1,- 
215°. 

MISCELLANEOUS—'53 Ford 2 ton pick- 
up, $520. "49 Jeep truck, 


SEATTLE, WASH. 


(South Seattle Auto Auction. Sale every 


Wednesday. Prices are for sale of Sept. 


18.) 
(Demand increased on present market. 
Seid 121 cars out of 215 consignments.) 


BUICK—'56 Century station wagon, §2,- 


000*; RM Sport coupe, $1,895° (ps). 55 
Super Sport coupe, $1,610° (ps); Century 
Sport coupe, $1,575* (ps); RM Sport 
coupe, $1,580° (ps); 4-dr., $1,500° (ps); 
Special Hardtop, $1,475*; 4-dr., $1,355° 
(ps). ‘54 Century Sport coupe, $1,260*° 
(ps); Super Sport coupe, $1,105* (ps); 
4-dr., $995° (ps); Special Sport coupe, 
$1,170*. '53 Super 4-dr., $750° (ps). '52 
Special Sport coupe, $420°. ‘51 2-dr., 
. 


$250°. 

CADILLAC—'56 coupe de Ville, $3,460* 
(ps). "55 coupe de Ville, $2,730° (ps); 
(62) coupe, $2,595* (ps). '54 (62) 4-dr., 
$1,735* (ps). ‘53 (62) coupe, $1,435° 
(ps); 4-dr., $1,165*. °49 sedan, $280*. 
'— 57 Bel Air (8) Sport coupe, 
$2,155*. '56 Bel Air (8) Sport coupe, $1,- 
730° (ps), $1,705°, $1,690°; 2-dr., $1,- 
440°; Two-ten Hardtop, $1, 530°. '55 Two- 
ten station wagon, $1, 350°; Bel Air 4-dr. 
$1,280°, $1,275°. ‘54 One-fifty 4-dr., 
$645. 53 Bel Air 4-dr., $665°. °50 club 
coupe, $155 

















CHRYSLER—'53 NY 4-dr., $755* (ps). 


DeSOTO—’'51 Custom 4-dr., $200. '49 4-dr., 


$210. 
DODGE—’57 Coronet Sport coupe, on.ctp 
(ps). "56 Royal 4-dr., $1,720* (ps); 2- 
dr., $1,290°. °55 Coronet 4-dr., $900°. 
’53 station wagon, $605. °52 Wayfarer 


sedan, $290. 
FORD—’'57 Fairlane station wagon, $2,- 


1,164 1,195 1,202 | FORD—'57 Thunderbird, $3,200* (ps), $2,- 


305*; Fairlane (8) 500 Hardtop, $2,230° (Harold Henry’s Los Angeles Auto Auc- 1955. 
195 816 830 925* (ps), $2,900*, $2,900* (ps); Coun- 


(ps), $1,975*. °56 Thunderbird, $2,480°; | tion. Sale every Tuesday and Thursday.| 1954. 


tom Viosoria Sitter eb Fuitone — Prices are for sale of Sept. 12 and 17.) 1953. 492 529 538 try sedan, $2,380* (ps); Fairlane (8) 
$1,300, $1,110*; Custom 4-dr., $1,030, | BUICK—"57 Special 4-dr. Riviera, $2,350°| 1952. 328 330 $45 | 500 Victoria, $2,275° (ps), $2,260° (ps), 
$975. 83 station wagon, $840; Crest ‘Vic. (ps), $2,185*. °56 Century Riviera, $1,- 1951. 230 236 248 $2,250* (ps), $2,190* (ps), $2,180° (ps); 





e. S “ae 795*; Super 2-dr. Riviera, $1,790* (ps); - conv., $2,175* (ps), $2, 050°, $2,035°, 
toria, $6905; Custom, 2 dr., $645; 4-dt-| special 2-dr. Riviera, $1,695%, 55 Cen-| 1950.0... 182 182 199 | $1.900*;' sedan, $2,100" (ps); $2,085°: 
$445*, °51 4-dr., $285*, °50 4-dr., $225, tury 2-dr. Riviera, $1,350*, '54 Century Overall station wagon, $2,150*; Custom 300 4- 








° " Riviera, $1,055* (ps), $1,020*; Super 2- dr., $1,820°. °56 Thunderbird, $2,650° 
“amie. tan iia a dr. Riviera, $1,015°, "83 Super 2-dr.| Average $ 844 $ 873 $ SOL | (i, MENS; we, szeoor, $2,575°, $2,- 
ey ian gape ne $510°. °51/ Riviera, $795* (ps); 4-dr., $595*; Special 400°; Country sedan. $1.775*, $1,725; 
-ar., ps). 4-dr., $680*; Riviera, $580° 2-dr, $305; Parklane station wagon, $1,725* (ps), 
LINCOLN—’55 Capri Sport coupe, $1,625* RM Riviera, $555* (ps). ’52 Super 2- .. station wagon, $1,930* (ps); Sport coupe, $1,710* (ps); Fairlane (8) conv., $1,- 
(ps). Riviera, $285. '51 Special 4-dr., $200. $1,780*, $1,775", $1,700*; conv., $1,745*; 645°; Victoria, $1,600*, $1,595*, $1,580°, 
MERCURY—’56 Monterey Sport coupe, $1,- Special sedan, $205. 4-dr., $1,685*, $1,670*, $1,655*, $1,625*, $1,550° (ps), $1,545* (ps); Custom (8) 
475* (ps). ‘54 Monterey Sport coupe, | CADILLAC —’57 coupe de Ville, $4,305* $1,540; 2-dr., $1,625*; Two-ten (8) Del- Ranch Wagon, $1,355; 2-dr., $1,325°; 
$1,185* (ps). ‘51 2-dr., $435*; 4-dr., (ps), $4,300* (ps); (62) coupe, $4,230* ray coupe, $1, 595*; 4-dr, $1,385*, $1,305; Main (8) Ranch Wagon, $1,340. "55 
$325. °50 4-dr., $285. °49 4-dr., $185, (ps); 4-dr., $3,975* (ps). 56 coupe de Two-ten (6) 4-dr.. $1,205; 2-dr., $1,200. Thunderbird, $2,370*, $2,070* (ps); Fair- 
$175. Ville, $3,625* (ps), $3,370* (ps); 4-dr., '55 Corvette, g2,350°; Bel Air (8) Sport lane (8) Victoria, $1,455*° (ps), $1, 350°; 
NASH—’53 Statesman 4-dr., $405. $3,355* (ps); (60) 4-dr., $3,500* (ps). coupe, $1,515* (ps), $1,515*; 4-dr., $1,- Country sedan, $1,425*; conv., $1,225 
OLDSMOBILE—’56 (88) 2-dr., $1,565*, °55 55 coupe de Ville, $2,925° (ps), $2,825* 400* (ps), $1,345; Bel Air (6) Sport (ps), $1,225*, $1,085* (ps), $1,020°; ~" 
(88) Super Sport coupe, $1,510*; (88) (ps); (60) 4-dr., $2,885* (ps), $2,715* coupe, $1,130; Two-ten (8) Delray coupe, sedan, $1,175*; 4-dr., $1,170*; Custom 
4-dr., $1,280*, '54 (88) Super 4-dr., $1,- (ps); (62) coupe, $2,575* (ps); conv., $1,280*; 4-dr., $1,215*, $1,035; station (6) 4-dr., $995, $775. '54 Custom (8) 
080* (ps); 2-dr., $960*. '53 (98) Sport $2,320* (ps). ’54 coupe de Ville, $2,305* wagon, $1,135*. ‘54 Corvette, $1,320*; Ranch Wagon, $1,135; Country sedan, 
coupe, $1,030* (ps). ’52 (98) 4-dr., $440*; | (ps). '53 conv., $1,200° (ps). ’51 (62)| Bel Air Sport coupe, $1,000; 4-dr., $880, | $1,050°; Crest 4-dr., $995°; Victoria, 
(88) Super 2-dr., $375*; 4-dr., $150*. ’51 4-dr., $685*; coupe, $560*. °50 coupe de $875; Two-ten 4-dr., $650, $640*; One- $980*, $825; conv., $875*; Custom 4-dr., 
sedan, $410°. $175*. Ville, $720°; (61) coupe, $595*; (60)| fifty 2-dr., $595; 4-dr., $500. '53 Bel Air] $570; Main (8) 4-dr., $445. '53 Crest 
PLYMOUTH—'57 Belvedere Hardtop, $2,-| 4-dr., $495°. "49 coupe de Ville, $500*.| 4-dr., $785°; Two-ten 4-dr., $650; Sport| Victoria, $695; Custom (8) Ranch Wag- 
205; Savoy (8) 2-dr., $1,685*; Savoy (6) '48 4-dr., $325°. coupe, $625, °51 4-dr., *. 50 4-dr., on, $585* (ps); 4-dr., $580, $525°, $485°; 
2-dr., $1,675; 4-dr., $1,345*. °56 Subur- | CHEVROLET—’57 Corvette, $2,975*, $2,-| $220°. ’49 2-dr., $195*; club coupe, $150./ Main (6) 2-dr., $460°. '52 Custom (8) 
ban, $1,695*, $1,645*; Savoy 4-dr., $1,-| 950%, $2,790*; Bel Air (8) Sport coupe,| CHRYSLER —'55 NY Newport, $1,640*;| 4-dT., $435*, $380°. '51 Victoria, $400, 
345. '55 Savoy 4-dr., $995; Plaza 4-dr.,| $2,350* (ps), $2,205* (ps); sedan, $2,-| (ps); Windsor Nassau, $1,435° (ps). '53| $305°, $300, $285°; Country Squire sta- 
$835. ’54 Suburban, $415. °53 station| 175, $2,145* (ps); coupe, $2,100*, $1,-| Windsor 4-dr., $535*. ’52 NY Newport,| ‘tion wagon, $305; 2-dr., $195. °50 Cus- 
wagon, $690; 4-dr., $475. 935°; Two-ten (8) 2-dr.,’ $1,785*; One-| $255* (ps). 51 4-dr., $240°. tom 2-dr., $185, $175; 4-dr., $200, $100. 
PONTIAO — '55 Chieftain station wagon, fifty (6) 4-dr., $1,580. ‘56 Bel Air (8) | DeSOTO—’57 Fireflite 2-dr., $2,810° (ps). (Continued on Page 46, Col, 1) 





Exclusive 


BIG SCREEN 


VISION 


The INSTANT Engine Analyzer 
Costs You Nothing 


(Pays ‘for Itself by Extra Profits) 













Makes ail tests on the car in a matter of minutes. 
It is no longer necessary to remove parts unless 
they require service. This saves hours every day— 
many times the daily cost of the equipment. 
Actually it costs you money just to be without 
Dyna-Vision. Prices start at $450.00 for the 
“scope” only. Here is a popular assembly. 


Model 537 Special Motor Tuner with Dyna-Vision 
consists of the following units: 


Accessory ui 44” meter, 
0-1000-5000 RPM aad O18 volt scales plus built in 
timing light socket. 

MODEL 311 Combustion with electric 
Sanit for ives ae Gyenioiin tes an ean aeeee 
MODEL 4598 Floor Stand—4” casters, overall size of 
unit 58” high, 20” wide, 20° deep, net weight 105 Ibs. 


MODERNIZE YOUR PRESENT MOTOR TUNER 









PRICE only *794.25 


$79.42 down and 


Complete with adapters for mounting Allen, 
as low as 80c per day er ere ee 
electrical connections to disturb— installed in 30 minutes. 









To HEYER INDUSTRIES, INC., BELLEVILLE 9, NEW JERSEY 


| would like a DYNA-VISION demonstration. No obligation, of course. 
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Used-Car Auction Prices 





(Continued from Page 45) 


‘49 club coupe, $150. ‘48 club coupe, 
$195; 2-dr., $145. 


HUDSON—’53 Hornet club coupe, $250*. 


IMPERIAL — '56 Southampton, $3,080° 
(ps). 
LINCOLN — ‘56 Premiere 4-dr., $2,595° 


(ps). ’55 Capri club coupe, $1,630* (ps). 
*51 club coupe, $295*. 

MEROURY—’56 Monterey station wagon, 
$2,090*, $1,960* (ps); coupe, $1,660°; 
Medalist Phaeton, $1,515*. °55 Monterey 


station , $1,560* (ps); coupe, $1,- 
395°, $1,345*; Montclair coupe, $1,525* 
(ps), $1,470*, $1,455°; conv., $1,235*; 


Custom station wagon, $1,560. 53 Mon- 
terey station wagon, $695*; Custom Sport 
coupe, $680°; 4-dr., $500. °51 club coupe, 
260. 

nine 66 Metropolitan conv., $920. '54 
Metropolitan coupe, $685. '51 Ambassa- 
dor 4-dr., $175*. 

OLDSMOBILE—’57 (88) Super 4-dr., $2,- 
450° (ps); (88) 4-dr., $2,310° (ps). ‘56 
(88) Super Holiday coupe, $1,720* (ps). 
’55 (88) Holiday, $1,695* (ps), $1,350°, 
$1,295; (98) Holiday coupe, $1,625* (ps); 
(88) Super Holiday, $1,550°. ‘54 (88) 
Holiday, $1,150*, $1,055°. ‘53 (88) Super 
Holiday, $850° (ps), $605*, $475°. ‘52 

(88) 2-dr., $370, $345°. °51 4-dr., $185°, 

$150°. °50 (88) Holiday, $345*; 4-dr., 

Bes. ’49 club sedan, $225*; 4-dr., $135°*, 
10, ° 


, $105". 
PACKARD—'51 4-dr., $240. 
PLYMOUTH— 57 Fury Hardtop, $2,625* 
(ps). "56 Belvedere Sport coupe, $1,570* 
(ps); 4-dr., $1,425°; Suburban, $1,320°; 
Savoy (8) 4-dr., $1,290, ‘55 Belvedere 
4-dr., $1,075* (ps); Plaza (6) club sedan, 
$725. ‘54 Savoy club coupe, $595. ‘53 
Suburban station wagon, $560. 
PONTIAC—'56 Star Chief conv., $1,525°. 
‘55 Star Chief conv., $1,005*°, '51 Cata- 
lina, $320°; coupe, $220°; 2-dr.. $185. 
"49 club coupe, $145°. 
STUDEBAKER—'55 Commander coupe, 
$950°; Champion coupe, $925*. 53 4-dr., 
$395. "52 4-dr., $155°. 
MISCELLANEOUS—’'57 Ford F-100 1-ton 
pickup, $1,800°, %-ton pickup, $1,450°; 
Volvo 2-dr., $1,650; Borgward Isabella, 
$1,875; Isetta coupe, $805; Chevrolet %- 
ton pickup, $1,400. ‘56 Volkswagen 2-dr., 
$1,425; Simca station wagon, $970. ‘55 
Chevrolet (8) ‘%-ton pickup, $1,195°, 
$900°; (6) %-ton pickup, $900, $890°; 
Ford %-ton pickup, $885; %-ton pickup, 


%-ton stake, $705*; %-ton pickup, $675. 
’53 Ford Consul, $265. '52 Austin 4-dr., 
$260. '48 International 1%-ton panel, 
$285; “%-ton flat bed, $150. °37 Ford 
1%-ton wrecker, $270. 


LITTLETON, COLO. 


(Colorado Auto Auction, Sale every 
Wednesday. Prices are for sale of Sept. 
18.) 


BUICK—’57 Special 2-dr, Riviera,- $2,350°*; 
4-dr, Riviera, $2,310*. '56 Special 2-dr. 
Riviera, $1,795*; Super 4-dr. Riviera, 
$1,710* (ps). ‘55 Super 2-dr. Riviera, 
1,440* (ps); Special 4-dr., $1,200°. '54 
Super 2-dr, Riviera, $1,035* (ps). 51 RM 
Conv., $225°. "49 RM conv., $165*. 

CADILLAC—’'57 (62) coupe, $3,905° (ps). 
‘56 (62) conv., $3,310° (ps). °55 (62) 
coupe de Ville, $2,775* (ps); 4-dr., $2,- 
300° (ps); club coupe, $2,270° (ps). '54 
(62) coupe, $2,030° (ps). 

CHEVROLET—’57 Bel Air (8) 2-dr. Hard- 
top, $2,295*°, $2,290°, 2 at $2,200*, §2,- 
175°; 4-dr., Hardtop, $2,220°, $2,150*, 
$2,095*, $1,940°; Two-Ten (8) station 
wagon, $2,260° (ps); 4-dr., $1,800. ‘56 
Bel Air (8) Hardtop, 2 at $1,660°; Two- 
ten (8) Delray, $1,390*; One-fifty (6) 2- 
dr., $1,445, $1,135. °55 Bel Air (8) Hard- 
top, $1,350°, $1,315°, $1,275; 4-dr., 
$900° (ps), $840° (ps); Two-ten (6) Del- 


ray, $890; 4-dr., $765*, $675°, $635*. °53 
Two-ten 2-dr., $590, $575, $530. 
CHRYSLER-—-'56 NY 4-dr., $2,200° (ps). 


’55 Windsor 4-dr., $1,455*; NY 4-dr., $1,- 
425° (ps). '53 NY 4-dr., $610° (ps), 
$355°*,. ‘50 Windsor Newport, $275°*. 

DODGE—’ 57 Sierra station wagon, $2,540°; 
Custom Royal (8) 4-dr., $2,580° (ps); 
Coronet (8) 2-dr., $2,210° (ps), $2,200° 
(ps), $1,945° (ps). "56 Coronet (8) 4-dr., 
$1,455° (ps), $1,290°. °55 Royal (8) 
Hardtop, $1,250°. 

FORD—'57 Skyliner Retractable Hardtop, 
$2,650°, $2,625°; Fairlane (8) 500 Hard- 
top, $2,185*, $2,100, $1,980*, $1,890°, $1,- 
840° (ps); Country sedan, $2,180*, $1,- 
965; Custom (8) 4-dr., $2,190*°; Main (6) 
Ranch wagon, $1,425. °56 Thunderbird, 
$2,350°; Fairlane (8) Hardtop, $1,515*, 
$1,330° (ps), $1,320*°; Country sedan, 
$1,490. °55 Thunderbird, $2,000; Country 


Squire, $1,395; Ranch wagon, $1,275, 
$1,220; Custom (8) 4-dr., $925. ‘54 
Ranch wagon, $905; Custom (6) 2-dr., 


$560. "53 Custom (8) 2-dr., $630. 
LINCOLN—'57 Premiere Hardtop, $3,500* 


295° (ps). '54 Capri 2-dr., $1,395* (ps), 
$1,200* (ps), $1,095* (ps). °53 Capri 2- 
dr., $625* (ps). 

MERCURY — ’57 Montclair Phaeton, $2,- 
345°. '56 9 pass, station wagon, $1,645; 
Montclair Hardtop, $1,400*, °55 Mont- 
clair Hardtop, 2 at $1,370" (ps). °53 
Custom Hardtop, $755*, $740. 


OLDSMOBILE—'57 (98) Holiday, $2,845* 
(ps); (88) Super Holiday, $2,800* (ps); 
(88) 4-dr., $2,530*. 56 (88) Super Hard- 
top, $1,920* (ps); conv., $1,825* (ps). 
’55 (88) Holiday, $1,630*, $1,315*, $1,- 
260°. °54 (88) Super 4-dr., $1,160*; (98) 
4-dr., $790* (ps). °53 (98) Holiday 
coupe, $795* (ps). 52 (88) 4-dr., $480*. 


PACKARD—’56 Clipper 4-dr., $1,605* (ps). 
53 Hardtop, $410*. 

PLYMOUTH — ’'57 Belvedere (8) 2-dr. 
Hardtop, $1,965*. °56 Plaza (8) 2-dr. 
Suburban, $1,495; Belvedere (8) Hard- 
top, $1,470*; Savoy 2-dr. Suburban, $1,- 
425. °'55 Belvedere (8) 4-dr., $1,100*; 
Savoy (6) 4-dr., 685°. °54 Savoy 2-dr., 
$635. 

PONTIAC — ’56 Chieftain 2-dr. Hardtop, 
$1,495*, $1,425°, °55 Star Chief Hard- 
top, $1,340°; Chieftain 4-dr., $1,140; 2- 
dr., $880. '53 4-dr., $615* (ps). 

RAMBLER — ’'56 station wagon, $1,750* 
(ps). "55 station wagon, $1,115*. '51 2- 
dr. station wagon, $205. 

WILLYS—’57 Jeep, $1,650. '50 Jeep $500. 

MISCELLANEOUS — ’°57 Ford Ranchero, 
$1,615; % ton pick up, $1,795*, $1,600*; 


Willys 1 ton pick up, $1,425. ’55 Chev- 
rolet, % ton pick up, , $800, 53 
Willys, 1 ton pick up, $465, '51 Chevro- 


let, 1% ton cab and chassis, $350. ‘50 
Willys 1 ton pick up, $145; Chevrolet % 
ton pick up, $295. '48 International 1% 
ton pick up, $225. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
Sept. 19.) 

(Our new dual ring is really the thing; 
100 cars per hour; sale over by 7:30 p.m. 
Sold 273 cars out of 446 consignments.) 
BUICK—’57 Super Riviera, $2,420* (ps). 

‘56 Century Riviera, $1,580°. °55 Super 

Riviera, $1,600° (ps); Century Riviera, 

$1,185°; RM Riviera, $1,175* (ps); Spe- 

cial Riviera, $1,130*; 4-dr. sedan, $1,- 
060°, $1,050°. 54 Super Riviera, $1,060°; 
4-dr., $815*; Century Riviera, $830°; RM 

Riviera, $805° (ps). °53 Super Riviera, 

$890°, $680°. ‘52 Super Riviera, $410*; 

RM Riviera, $390°. ‘51 Special 4-dr., 


$205. 
CADILLAC—’57 (62) coupe de Ville, $4.- 


355° (ps), $3,990° (ps); coupe, $4,000* 
(ps). "56 (62) coupe, $3,175° (ps). °55 
(62) coupe, $2,500° (ps); 4-dr.. $2,250° 


(ps); (60) 4-dr., $2,450° (ps). "’53 (62) 
coupe, $1,110*; (60) 4-dr., $980* (ps). 
"52 (62) coupe, $830°; 4-dr., $745°, °51 
4-dr., $660*, $575, $500°. 

CHEVROLET — ‘57 Two-ten (8) Sport 





$870; Austin Healey, $1,725; Triumph 
roadster $1,635; Volkswagen Sunroof, 
$1,300. '54 Austin Healey, $1,510; GMC 
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(ps). "55 Capri 4-dr., $1,410° (ps), $1,- 
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..in our automobile statistics: we never 
ask an opinion, we actually COUNT sales 


Would you like a detailed study of new 
car sales in America’s SIXTH largest 
market? We’ve documented last year’s 
new car sales in the Greater Cleveland 
market ... by ACTUAL COUNT. You 
can quickly see sales by MAKE, by 
MODEL, by DEALER and by ECO- 


You sell two great 
RETAIL MARKETS 
in the Plain Dealer 


NOMIC SECTOR 


are sold best by 


wire or phone. 


of the city and county. 


Automobiles, like all retail commodities 


those who know the 


markets best. The Plain Dealer Auto- 
motive report is yours for the asking. If 
you haven't received your copy . . . write, 


Cleveland *2\% billion 
adjacent counties *2 billion 


TOTAL sAiA billion 





RETAIL SALES IN CLEVELAND AND ADJACENT COUNTIES 


Total Retail Sales 
Retail Food Sales 


tetail Drug Sales 
Automotive 


Fu 


iture, Household Appliances 


CLEVELAND 
CUYAHOGA COUNTY 
(000) 
2,247 897 
549,318 
85,930 
382,082 
120,031 
124,695 


yin 


COUNTIES 
(000) 


157,081 





1,999,804 
484,163 
55,457 
390,920 


102,572 


26 ADJACENT 


4,247,701 
1,033,481 
141,387 
773,002 
277,112 
227,267 


*Akron, Canton and Youngstown’s Counties are not included in above Sales. 


The Cleveland Plain Dealer 


Represented by Creamer & Woodward, Inc., New York, Chicago, Detroit, Atlanta, 
San Francisco and Los Angeles. Member of Metro Sunday Comics and Magazine Network. 





Arco Markets Spray 


To Protect Stored Cars 

CLEVELAND.—A spray which 
is said to protect the entire ex- 
terior of a car while being stored 
by a dealer is offered by Arco Co., 
7301 Bessemer Ave., Cleveland 
27, O. 

The company said the prepara- 
tion, Arco Spray-Wrap, can be 
sprayed on in a booth or out- 
doors and can be removed while 
cars. are on the wash rack being 
prepared for delivery. 





coupe, $1,855*; station wagon, $1,835; 
Bel Air (6) 4-dr., $1,680. ‘56 Two-ten 
(8) station wagon, $1,690*, $1,660*; Two- 
ten (6) 2-dr., $1,210, $995; Bel Air (8) 
Sport coupe, $1,655*, $1,640°, $1,600*; 
4-dr., $1,370°. °55 Bel Air (8) 4-dr., $1,- 
140* (ps), $940; Bel Air (6) 2-dr., $905; 
Two-ten (8) 2-dr., $1,030°; Delray, $860; 
4-dr., $795, $675. °54 Bel Air Sport coupe, 


$700*; 2-dr., $665° (ps); 4-dr., $655°*; 
Two-ten 2-dr., $630°, $400. ‘53 Bel Air 
Sport coupe, $705*; 4-dr., $475, $470; 


Two-ten Sport coupe, $650°; 4-dr., $550, 
$355, $325; 2-dr., $340. "52 Bel Air Sport 
coupe, $250°. ‘51 Sport coupe, $375*, 


$235, $205. 
CHRYSLER—’56 
(ps). 


NY Newport, $2,265*° 
‘55 Windsor Nassau, $1,500* (ps), 





The following tmported-car prices are 
Port of Entry figures at New York, They 
include ocean freight, U. S. excise tax 
and import duty. They d@o not include 
“emergency freight’ charges, U. S. trans- 
portation fees, state and local taxes or 
optional equipment. 
ASTON-MARTIN—DB24-Mark III cpe., 
$6,995. 

AUSTIN—A-35 deluxe 2-dr. sed., $1,553; 
A-55 deluxe 4-dr. sed., $2,127. (Heater 
standard.) 

AUSTIN-HEALEY —conv., $2,919; deluxe 
conv., $3,195. (Heater standard on deluxe.) 

BENTLEY—Series S — Standard Steel 
Saloon, $12,200; 2-dr. or 4-dr. sed. (Mul- 
liner), $19,316; conv., $20,383. Continental 
—4-dr. sed. (Mulliner), $20,035. (Series 8 
chassis, $9.160.) 

BMW Isetta 300—-$1,048. 
ard.) 

CITROEN—2CV 4-dr. sunroof sed., $1,- 
298. Panhard 4-dr. sed., $1,995; 4-dr. de- 
luxe sed., $2,195. DS-19 4-dr. sed., $3,495. 
(Overdrive standard on 2CV; heater stand- 
ard on Panhard deluxe: power brakes, 
power steering and elutch stand- 
ard on DS-19.) 

DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) 

FIAT—600 Series—Multipla 4-dr. sed., 
$1,598; 2-dr. sed., $1,298; sunroof conv., 
$1,360. 1100 Series—4-dr. sed., $1,655; 4- 


Tompkins, Freed, 
Walker Renamed 
By Safety Group 


WASHINGTON. —H. D. Tomp- 
kins, vice-president, Firestone Tire 
& Rubber Co., has been reelected 
chairman of the Inter-Industry 
Highway Safety Committee. 

Also reelected were Charles C. 
Freed, vice-chairman, and Walker 
A. Williams, secretary-treasurer. 
Freed, 1954 NADA president, is a 
DeSoto-Plymouth dealer in Salt 


(Heater stand- 





H. D. Tompkins 
Lake City, and Williams is a Ford 
Motor Co. vice-president and vice- 
chairman of its Dealer Policy 
Board. 

Elected to the board of directors 
were J. B. Wagstaff, DeSoto vice- 
president; S. A. Skillman, Stude- 
baker-Packard vice-president and 
general sales manager, and G. R. 
Cuthbertson, U. S. Rubber vice- 
president and general manager of 
the tire division. 

In addition to the officers, the 
following men were elected to the 
executive committee of the board: 
W. F. Hufstader, General Motors 
distribution vice-president; J. A. 
Hoban, B. F. Goodrich Co, market- 
ing vice-president; Frederick M. 
Sutter, NADA president, and L. E. 
Stone jr., first vice-president, Na- 
tional Tire Dealers & Retreaders 
Assn. 


Charies C. Freed 


Port-of-Entry Prices 
On Imported Cars 


$1,180*. ’53 Windsor Newport, $450*. ‘52 
4-dr., $240°*. 

DeSOTO—’56 Firedome 4-dr., $1,490* ‘55 
Firedome Sportsman, $1,275*. '54 ‘ire. 
dome 4-dr., $745*. ‘53 Firedome 4-dr,, 
$465*. °52 Firedome 4-dr., $230* ’5] 
Custom 4-dr., $200. 

DODGE—’57 Coronet (8) conv., $2.160* 
(ps). '56 Coronet (8) Lancer, $1,040, 
$1,365*. ‘54 Coronet 4-dr., $660* ‘53 
Meadowbrook 4-dr., $285; 2-dr., $265. 


52 Wayfarer 2-dr., $210. 
FORD—’57 Thunderbird, $2;775*; Fairlane 


(8) 500 Victoria, $2,045* (ps); 1-dr,, 
$1,890*; Custom 300 4-dr., $1,700". '56 
Country sedan, $1,750* (ps), $1.610* 
(ps), $1,505°; Fairlane (8) Victoria. $1,-. 
600° (ps), $1,595*, $1,315*, $1,310*; 
conv., $1,460° (ps); Custom 2-dr. §$1,. 
100*; 4-dr., $1,050*. ‘55 Fairlane (8) 
Victoria, $1,250* (ps), $1,200°; conv., 
$1,240*; Country sedan, $1,150*; Main 
(6) 2-dr., $545*. '54 Custom 4-dr., $735; 
Ranch Wagon, $725, $500; Main 2-dr., 
$410. 53 station wagon, $600*; Victoria, 
$580*; 2-dr., $500*, $490, $390, $365; 
Custom (6) 2-dr., $370, $265. 52 2-dr., 
$290. °51 Custom Victoria, $205. 

IMPERIAL —’56 Southampton, $2.500* 
(ps), $2,410° (ps). 

LINCOLN—’56 Premiere 4-dr., $2.350* 
(ps). °52 Capri 4-dr., $440°, °51 4-dr., 
$265*. 

MERCURY—’57 Montclair conv., $2.475* 
(ps). °56 Monterey station wagon, $1,- 
935* (ps); Medalist 4-dr., $1,450*; Cus- 
tom 4-dr.. $1,075. °55 Montclair coupe, 
$1,300°*, $1,250°. °54 Monterey coupe, 
$920*, $850° (ps), $775*°; 4-dr., $805*; 


Custom 2-dr., $685*, $560. "53 Monterey 
conv., $690*; coupe, $650*; Custom 2-dr,, 


(Continued on Page 47, Col, 1) 


dr. TV (Fast-Touring) sed., 
wag. $2,069; TV roadster 
tional), $2,498. 
models. ) 


FORD (England)—Angiia Series—Anglia 
2-dr. sed., $1,539; Prefect 4-dr. sed., $1,- 
639; Escort 2-dr, stat. wag., $1,629; Squire 


$2,035; 
(hard top op- 
(Heater standard on all 


stat. 


2-dr. stat. wag., $1,739. Mark Il Series— 
Consul—4-dr, sed., $2,012; conv., $2,351; 
Zephyr 4-dr. sed., $2,193; conv., $2,552; 


Zodiac—4-dr. sed., $2,365; conv., $2.910. 


HILLMAN—4-dr. sed., $1,849; conv., $2,- 
099; 2-dr. stat. wag. (Husky), $1,535; 
4-dr. stat. wag. (Minx), $2,299. 


JAGUAR—3.4 Liter sed., $4,420 (over- 
drive); $4,505 (automatic transmission). 
XK-150 cpe., $4,475; XK-150 conv., $4,595. 


MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, $5,020; 190-SL. epe., $5,232 
removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-8 4-dr. sed., $4,283; 
220-S comv., $7,641; 300-C 4-dr. sed., $7,- 
559; 300-SL ecpe., $8,905; 300-SL roadster, 
$10,928; 300-SC conv. or roadster, $12,- 
272. (Power brakes standard on 219 sed.; 
ae transmission standard on 300-C 

» ; 


METROPOLITAN — 2-dr. hardtop, $1,- 
567.15; conv., $1,591.15. 


MG-—MGA roadster (disc wheels), 
389; roadster (wire wheels), $2,473; cpe. 
(disc wheels), $2,684; cpe. (wire wheels), 
$2,774. Magnette 4-dr. sed., $2,663. (Heater 
standard on Magnette.) 

MORRIS—4-dr. sed., $1,743; 4-dr. deluxe 
sed., $1,809; 2-dr. sed., $1,656; 2-dr. de- 
luxe sed., $1,713; Tourer sed., $1,638; 
Tourer deluxe sed., $1,695; stat. wag., $1,- 
863; deluxe stat. wag., $1,918. (Heater 
standard on deluxe models.) 


RENAULT —4CV 4-dr. sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models.) 


ROVER-—90 4-dr. 


$2,- 


sed., $3,295; 1058 4- 
dr. sed., $3,625 (overdrive); 105R 4-dr. 
sed.. $3,765 (automatic transmission and 
oveidrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 


ROLLS-ROYCE—Sllver Cloud—Standard 
Steel Saloon, $12,500; 4-dr. sed. and 2-dr. 


sed. (Mulliner), $19,630; conv., $20,657. 
Sitver Wraith — touring lim. (Mulliner), 
$20,858. (Silver Cloud chassis, $9,480. Sil- 


ver Wraith chassis, $9,976.) 

- \ ie sed., $1,895. (Heater stand- 
ard.) 

SIMCA — Aronde Series — Deluxe 4-dr. 
sed., $1,595; Elysee 4-dr. sed., $1,745; 
Chatelaine 2-dr. stat. wag., $1,899; Grand 
Large 2-dr. hardtop, $1,999; Plein Ciel 
sport cpe., $2,688; Oceane conv., $2,888. 
Vedette V-8 Series—Trianon 4-dr. sed., $1,- 
999; Versailles 4-dr. sed., $2,199. (Heater 
standard on Grand Large, Plein Ciel and 
Oceane.) 

SUNBEAM—Rapier 2-dr. sed., 
(Heater and overdrive standard.) 

TEMPO — Matador — 12-passenger stat. 
wag., $2,575. (Heater standard.) 

TRIUMPH TR-3—softtop, $2,625; hard- 
top, $2,790. 

VOLKSWAGEN—2-dr. sed., $1,495; 2-dr. 
sunroof, $1,575; conv., $1,995; Combi stat. 
wag. (8-passenger), $1,995; deluxe stat. 
wag., $2,095; sunroof stat. wag., $2,235; 
Karmann-Ghia sport cpe., $2,395; deluxe 
camper, $2,712. (Heater standard on al! 
models. ) 

VOLVO — 2-dr. sed., $2,170; 2-dr, stat. 
wag., $2,345. (Heater standard on both 
models.) 


Lubrication Engineers 
To Meet in Toronto 


TORONTO.—P roblems facing 
lubrication engineers in the U. S. 
and together with some 
recent solutions, will be the theme 
of the fourth annual Joint Lubrica- 
tion Conference Oct. 7-9 at the 
Royal York Hotel here. 

The conference will be sponsored 
jointly by the lubrication division 
of the American Society of Mechan- 
ical Engineers and the American 
Society of Lubrication Engineers. 


$2,499. 
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Used-Car Auction Prices 










































$390. "52 4-dr., $275*, ’51 Custom 2-dr., 
$210. 
NASH—’54 Statesman Country Club, $695*, 
275. '53 Statesman Country Club, $325. 
52 4-dr., $300, $205*. 

OLDSMOBILE—'56 (98) 
(ps), $2,200* (ps), $1,875* (ps), $1,765* 
(ps); (88) Holiday, $1,825*, $1,725*, $1,- 
685*, $1,625*. '55 (98) Holiday, $1,600* 
(ps), $1,485* (ps); 4-dr., $1,400* (ps); 
(88) Holiday, $1,515* (ps); (88) Super 
Holiday, $1,355* (ps). ‘54 (88) Super 
Holiday, $1,160* (ps), $1,150* (ps); (98) 
Holiday, $1,120* (ps). ’53 (98) Holiday, 
$940* (ps); 4-dr., $775* (ps); (88) 4- 
dr., $295*. "52 (98) Holiday, $320* (ps), 
$290". 

PACKARD—’53 Clipper 
Clipper 4-dr., $215. 

PLYMOUTH--'57 Savoy Sport coupe, $1,- 
750*. °56 Savoy (6) 4-dr., $1,100*; Plaza 
(6) 2-dr., $770. '55 Belvedere coupe, $1,- 
210* (ps); Savoy (8) 4-dr., $975*; Savoy 
(6) 4-dr., $920; Plaza (6) station wag- 
on, $890; 2-dr., $750, $645. '54 Belvedere 
4-dr., $565*; Savoy 2-dr., $565*; Plaza 
4-dr., $300. °53 4-dr.. $425, $345; 2-dr., 
$420. °52 4-dr., $250; 2-dr.. $210. °51 
4-dr., $200. 

PONTIAC—’57 Chieftain Safari, $2,290°. 
°56 Star Chief conv., $1,615* (ps); Chief- 


Holiday, $2,225* 


2-dr., $305. °52 


tain 4-dr., $1,400* (ps). ’55 Star Chief 
Catalina, $1,040*. °54 Star Chief conv., 
$800*, °53 Catalina, $600* (ps), $545*, 
$500*. 

STUDEBAKER—’54 Champion 2-dr., $500. 

MISCELLANEOUS—’58 Volkswagen conv., 
$2,100; 2-dr., $1,825. '57 Karmann Ghia, 
$2,275; conv., $1,900; 2-dr., $1,775, $1,- 
725, 3 at $1,700, $1,650; Borgward, $1,- 
795. ‘56 Karmann Ghia, $2,000; 2-dr., 
$1,500: conv., $1,335; Triumph conv., 
$1,275. "55 Austin Healey, $1,560; Ford 
Consul, $740. °54 Chevrolet Carryall, 
$550. 


PORTLAND, ORE. 


(Portland Auto Auction. Sale every Tues- 


day. Prices are for sale of Sept. 17.) 

BUtIC K—'57 Century Hardtop, $2,575* 
(ps). "56 Special Hardtop, $1,720*; 2-dr., 
$1.580°. "55 RM Hardtop, $1,480* (ps); 
Special, $1,405*; Century, $1,390° (ps). 
’54 Special Hardtop, $1,160*; Super, $1,- 
150*: RM, $1.015* (ps); Century, $995°. 

CADILLAC—'55 (62) 4-dr., $2,272* (ps). 
"50 4-dr., $300°*. 

CHEVROLET—'57 Two-ten (8) 4-dr. sta- 
tion wagon, $2,.145* (ps); (6), $1,720*. 


"56 Two-ten (8) 2-dr. station wagon, $1,- 


725*. $1.315; (6) 4-dr., $1,385°, $1,275, 
$1.265. $1,190. ‘55 Bel Air (8) Hardtop, 
$1.540*. $1,495*; 4-dr., $1,110°; Two-ten 
2-dr., $1,145; 4-dr., $1,075. "54 Two-ten 
4-dr.. $675°*; One-fifty 2-dr.. $545. °53 
Bel Air 4-dr., $665; Two-ten, $575. °52 
2-dr.. $410*, $375*. °51 club coupe, $290. 


DeSOTO—'56 Firedome Hardtop, $1,895* 
(ps). "52 Firedome (8) 2-dr., 

DODGE—'56 Coronet (8) 2-dr., 
"55 Royal (8) 4-dr., $1,270° (ps); 
net Hardtop, $1,245. ‘54 Coronet 
4-dr., $750°. 

FORD—'57 Custom ‘‘300"’ 
655. °56 Thunderbird, $2,700*° (ps); 
Country sedan (8) 4-dr. station wagon, 
$1.795*; Ranch Wagon Hardtop, $1,675*; 
Fairlane, $1,650°; 2-dr., $1,340; Custom, 
$1.330*:; Main 4-dr., $1,090. '55 Victoria 
(8) sedan, $1,345* (ps); Ranch Wagon, 
$1.285*; 2-dr.. $1,250°; Fairlane Hard- 
top, $1,.285* ‘ps); Custom 4-dr., $1,135; 
Main (6), $825. ‘54 Custom (8) 4-dr., 
$635. "53 Custom (8) 2-dr.. $650; 4-dr.. 
$460* (ps); (6) 2-dr.. $585; Main (8) 
4-dr., $530; Custom, $520*. "52 Country 
sedan (8) 4-dr. station wagon, $690; 
Custom, $650, $455; 2-dr., $375; Victoria, 
$540*. ‘51 Victoria (8) sedan, $555°*; 
Custom 4-dr., $355*, $300*. 
(8) 4-dr., $220; 2-dr., $195. 

MERCURY—'56 Monterey Hardtop, $1,855* 
(ps); Montclair, $1,800*; Custom, $1,- 
545. $1,450. °55 Monterey 4-dr., $1,355*, 
$1.020*. "53 Custom 2-dr., $615, "51 club 
coupe. $295; 4-dr., $275*. 

OLDSMOBILE—-'56 (88) 2-dr., $1,490*. 
(88) Hardtop, $1.575*, $1.425. "54 (88) 
4-dr., $1,245* (ps). "52 (98) 4-dr., $460°*. 

PLYMOUTH—'56 Suburban (6) 2-dr. sta- 
tion wagon, $1,425; Savoy (8) Hardtop, 
$1.365. °55 Suburban (6) 2-dr. station 
wagon, $1,070; Belvedere (8). 
Plaza, $825. Belvedere Hardtop, 
760°; 4-dr.. $500. '53 Cranbrook 2-dr., 
$460°:; 4-dr., $440°*. 

PONTIAC—'55 Chieftain Hardtop, $1,.375*; 
4-dr., $1,320*, $1,.090*; Star Chief, $1,- 
210*. '54 (8) station wagon, $1,170*. °53 
Chieftain (8) Hardtop, $740; 4-dr., $425*; 


Coro- 
(8) 


(8) 2-dr., $1,- 


"55 


"54 


conv., $350*. °52 Hardtop, $420*. 
RAMBLER—’57 (8) 4-dr. station wagon, 
$2.235*. °55 (8) 4-dr. station wagon, $1,- 
365*. $1,300, $1,260°*. 
STUDEBAKER—’'56 Power Hawk (8) 2- 
dr., $1,465* (ps). ‘55 Commander (8) 
4-dr., $795*. °54 Starliner (6) coupe, 
$775. °52 Champion (6) coupe, $375*. 


WILLYS—’53 station wagon, $550. 
MISCELLANEOUS — '57 Triumph, $2,200. 


56 Volkswagen 2-dr., $1,475; Ford (8) 
%-ton pickup. $1,000. '55 Ford (8) %- 
ton pickup, $705. °53 Chevrolet %-ton 


pickup, $550. °51 Ford (8) %-ton pickup, 

$425; GMC, $360. '50 Chevrolet %-ton 

pickup, $420; Ford, $355, $310. 
DANVILLE, VA. 


(Danville Auto Auction, Sale every Fri- 

day. Prices are for sale of Sept. 13.) 
(Continued excellent sales. All makes 
in demand. Sold 140 cars out of 172 con- 
signments.) 

BUICK—’55 Special 2-dr., $1,305, 
per 2-dr., $960*, °'52 Special 
$315*. '51 Super 4-dr., $300*. 
4-dr., $245*; 2-dr., $190. 

CADILLAC — "56 coupe de Ville, 
(ps). '51 2-dr., $860*. '49 4-dr., 
$285*. 

CHEVROLET—'57 Bel Air 4-dr., $1,695*. 
"56 Bel Air (8) 4-dr.. $1,270*; Two-ten 
(8) 4-dr., $1,305. '55 Two-ten station 
wagon, $1,575* (ps); 4-dr., $1,245, $1,- 
065; Bel Air 4-dr., $1,070. '54 Bel Air 
2-dr.. $830, $780, $620*; 4-dr., $550; 
Two-ten (8) 2-dr., $750. '53 Bel Air 2- 
dr., $455; Two-ten (6) 4-dr., $430*; 2- 
r., $545, $440*. '52 4-dr. station wagon, 
$390; 2-dr., $305, $280, $275, $185*; 
4-dr., $390*, $355*. 51 2-dr., $360, $195*, 
$175*, $200; 4-dr., $355, $295, $145*. ’50 
4-dr., $300, $280, $105; 2-dr., $315, $265. 

S EDSEL— 58 4-dr., $3,080* (ps). 

FORD—'56 Fairlane (8) Victoria, $1,560, 

2 at $1,510*, $1,505*, $1,250; 4-dr., $1,- 


"54 Su- 
Hardtop, 
’50 Super 


$3,.050* 
$340*, 


(Continued from Page 46) 


"50 Custom | 


$880; | 


385*, $1,340, $1,335; Main (8) 2-dr., 
000. °55 Fairlane (8) 2-dr., 
station wagon, $1,230; 4-dr., 
$1,130* (ps); $1,105* (ps), 
Custom (8) 2-dr., 


$1,- 
$1,385°* ; 
$1,200*, 


$1,040*, $935; 
$1,155*, $990, $955, 
$925; Main 4-dr., $880. 54 Custom (8) 
2-dr., 2 at $730, $705, $475; 4-dr., $685*; 
station wagon, $475. '53 station wagon, 
$660; 4-dr., $540*, $505, $480, $385*; 
2-dr., $530*, $505, $480. 
MERCURY—’56 Montclair 4-dr., $1,785*. 
’55 Monterey 2-dr., $1,155*. °52 Monte- 
rey 4-dr., $490*. '49 2-dr., $135. 
OLDSMOBILE —'57 (98) 2-dr., $2,510* 
(ps); (88) 2-dr., $2,295*. '56 (88) 2-dr., 
$1,515*. °55 (88) 2-dr., $1,145*. "53 (98) 
conv., $685*; (88) 4-dr., $645*; conv., 
$405*. "50 4-dr., $180*. 
PLYMOUTH—’'54 Savoy 4-dr., 
r., $300. ’51 2-dr., $180. 
PONTIAC—'54 Chieftain 2-dr., 
Chieftain 4-dr., $606*, $530*. 
tain 4-dr., $195*; 2-dr., $190*, 


$375. °52 2- 
$535. °53 
"51 Chief- 
$120°. 
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WILL Y S—’53 station wagon, $295. °50 
Jeepster 2-dr., $300, '49 station wagon, 
$220. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday, Prices are for sale of Sept. 20.) 

(It was very good today for the real 
nice clean cars as we sold lots of them 
for the High Dollar, Weather was extra 


nice.) 

BUICK—’57 Super Hardtop, $3,000*. ‘56 
Estate Wagon 4-dr., $2,010*%; Super 
Hardtop, $1,750*%; Special 2-dr., $1,300. 
’55 Super Hardtop, $1,370*, $1,270. ‘54 
Super 4-dr., $980*. '53 Hardtop, $585*. 
’51 Hardtop, $280*. 

CADILLAC—’55 coupe de Ville, $2,200*. 
"54 (62) 4-dr., $1,930*%. ‘52 (62) 4-dr., 
$850* (ps). '51 (62) sedan, $650*. 

CHEVROLET—’57 Bel Air Hardtop, $2,- 
200*, $2,160*; Two-ten 4-dr., $2,000; 
2-dr., $1,970; One-fifty, $1,975. '56 Bel 
Air (8) 4-dr., $1,550°%; Two-ten, $1,100; 
One-fifty, $1, 630. °55 Bel Air (8) 4-dr., 
$1,000*; Delray coupe, $975*; Two-ten 
2-dr., $900; 4-dr., $900. '54 Two-ten 2- 
dr., $775; 4-dr., $550*; One-fifty 2-dr., 
$550. 

DODGE 
Coronet 

FORD— 57 
Fairlane 4-dr., 


4-dr., $900*. °53 Hardtop, $385. 
Skyliner (8) conv., $2,650*; 
$2,190*; Country sedan, 





55 Coronet (8) Hardtop, $1,155°; | 





$2,000*; Custom, $1,650. °56 Thunder- 
bird, $2,410; Country sedan (8) 4-dr., 
$1,510*; Fairlane, $1,125; Main (6) 2- 
dr., $950. 55 Fairlane (8) 4-dr., $1,210*, 
$1,110*; 2-dr., $1,100*; Victoria, $1,125*; 
Custom 4-dr., $940; 2-dr., $905, °54 Cus- 
tom (8) 2-dr., $800; 4-dr., $710; club 
coupe, $450. 

MERCURY—’57 Monterey Hardtop, $2,280. 
"56 Montclair Hardtop, $1,385*. °55 Cus- 
tom Hardtop, $720*. '54 Hardtop, $675*. 

OLDSMOBILE—’ 57 (88) 4-dr., $2,360*, '56 
Super (88) Hardtop, $1,885*, °55 (98) 
Hardtop, $1,625*; (98) Holiday 4-dr., 
$1,540*; (88) 4-dr., $1,275*. '54 Hardtop, 
$1,160*. '53 Hardtop, $550*; (98), $540°*. 

PACKARD—’55 Clipper 4-dr., $1,150*. 

PLYMOUTH—’57 Belvedere (8) Hardtop, 
$2,150*. '55 Suburban (8) station wagon, 
$1,285; Savoy Hardtop, $855. 

PONTIAC—'55 Chieftain (8) 4-dr., $1,- 
100*. '53 4-dr., $295*. 

MISCELLANEOUS—’57 Metropolitan Hard- 


top, $1,200. °55 Ford pickup, $535. °52 

Chevrolet pickup, $310. 
EBENSBURG, PA. 

(Ebensburg Auto Auction. Sale every 


Thursday. Prices are for sale of Sept. 19.) 

(Consignments down, Prices slipped. 
Inventories high and retail sales off. Sold 
68 cars out of 91 consignments.) 


BUICK—’53 Super Riviera, $710* (ps). °52 


Sales Conditions in Various Areas... 





Auto Market Reports 


Baltimore 
A total of 2,773 new cars were 
registered in Baltimore during July, 
compared with 2,467 in June. 

New-truck registrations, however, 

increased from 232 in June to 321 
in July. 

By make, new-car registrations 
were: Chevrolet, 306; Ford, 637; 
Plymouth, 401; Dodge, 185; Olds- 
mobile, 160; Pontiac, 139; Buick, 
101; Mercury, 86; Chrysler, 67; 
Cadillac, 61; Nash, 33; DeSoto, 
26; Studebaker, 26; Lincoln, 2; 
Hudson, 1, and miscellaneous, 42. 
Truck registrations were: Chev- 

rolet, 117; Ford, 77; GMC, 36; In- 
ternational, 36; Dodge, 21; Willys, 
9; Mack, 6; Brockway, 5; Reo, 5; 
White, 5; Autocar, 1, and miscel- 


laneous, 3.—(Kate Savage.) 
* * * 


Columbus, O. 


A total of 1,036 new cars were 
registered during the first 15 days 
of September in Franklin County 
(Columbus), O., compared with 1,- 
065 in the comparable period of the 
previous month. 

By makes, registrations were: 
Ford, 304; Chevrolet, 242; Plym- 
outh, 97; Dodge, 84; Oldsmobile, 
59; Buick, 51; Mercury, 48; Pon- 
tiac, 46; Edsel, 27; DeSoto, 19; 
Cadillac, 15; Chrysler, 7; Rambler, 
6; Imperial, 5; Lloyd, 5; Stude- 
baker, 5; Isetta, 3; Lincoln, 3; 
Volkswagen, 3; Austin, 2; DKW, 
1; Hillman, 1; Morris, 1; Renault, 
1, and Triumph, 1. 

Truck registrations amounted to 
85, compared with 98 in the August 
period. By makes, they were: Chev- 
rolet, 26; Ford, 24; Dodge, 16; In- 
ternational, 6; Mack, 4; GMC, 3; 
Reo, 3; Marmon-Herrington, 2, and 
Diveo, 1.—(Bert Strang.) 


* * - 


Cleveland 


New-car sales in the Cleveland 
area were up 158 units in the week 
ended Sept. 14 over the comparable 
1956 period. The totals were 1,533 
against 1,375. 

Sales of used cars were down, 
1,621 to 1,748. New commercial 
sales amounted to 91 units against 
84 last year; used commercials, 72 
and 57.—(Al Rothenberg.) 

a ” 





Pittsburgh 

New-car registrations in Pitts- 
burgh amounted to 2,662 in July, 
compared with 2,288 in June and 
4,251 in July a year ago. 

By makes, registrations were: 
Chevrolet, 686; Ford, 532; Plym- 
outh, 382; Buick, 149; Oldsmobile, 
125; Dodge, 119; Pontiac, 116; Mer- 
cury, 101; Chrysler, 72; DeSoto, 66; 
Cadillac, 48; Nash, 31; Studebaker, 
27; Lincoln, 7; Packard, 2; Hudson, 
1, and miscellaneous, 198.—(Leon 
M. Leffingwell.) 

7. 


Denver 

Denver auto dealers sold 1,459 
new cars in August, compared with 
1,973 in July and 1,530 in August 
a year ago. 

New-car sales in the first eight 
months amounted to 13,060, com- 
pared with 13,127 in the similar 
period of 1956. 

August sales of new trucks to- 
talled 198, compared with 256 in 
July and 218 in August, 1956. Eight- 





month totals on truck sales show | tinental, 


1,517 for 1957 and 1,756 for 1956. 


Chevrolet, for the second month 
in a row, led in new-car registra- 
tions with 348— just two more 
than second-place Ford, with 346. 


Other registrations were: Plym- 
outh, 152; Oldsmobile, 86; Pontiac, 
81; Mercury, 78; Dodge, 77; Buick, 
67; Cadillac, 36; Rambler, 31; De- 


Soto, 15; Lincoln, 14; Studebaker, | 
Chrysler, 13; | 


14; Renault, 14; 





Simca, 12; Hillman, 11; Metropoli-| 
| with 12,404 in July. 


tan, 10; Imperial, 8; Volvo, 7; 


Volkswagen, 7; Nash, 6; Porsche,| 
6; Borgward, 4; MG, 4; Triumph,| counted for 36.46. percent of all 
4; Austin-Healey, 2; Jaguar, 2; Con-' 


1; Hudson, 1; 
|}and Willys, 1. 

Truck registrations were: Ford, 
80; Chevrolet, 56; International, 13; 
Autocar, 6; GMC, 6; Mack, 6; 
Willys, 6; Dodge, 4; Kenworth, 4; 
White, 1, and miscellaneous, 16.— 


Morris, 1, 





Detroit 
A total of 12,247 new cars were 


registered in Wayne County (De-| 
troit) during August, compared | 


In August, Ford Motor Co. ac- 


(Continued on Page 48, Col. 3) 








| bidding very active. Sold 


47 


Super 4-dr., $325*. '51 Super 4-dr., $110*. 

CHEVROLET — ’57 Bel Air Sport coupe, 
$1,950*. "56 Two-ten (6) 2-dr., $1,175*. 
55 Two-ten (6) 4-dr., $875. '54 Bel Air 
4-dr., $820. '52 4-dr., $360*, °51 station 
wagon, $305. ‘50 4-dr., $200*°; conv., 
$105*. 

DODGE—’53 Coronet 4-dr., $625. 

FORD—’57 Fairlane (8) Hardtop, $1,700; 
station wagon, $1,640; Custom (8) 2-dr., 
$1,510, '56 Fairlane (8) Victoria, $1,470*; 
Custom (8) 2-dr., $1,300*%, $1,100. °55 
Fairlane (8) 4-dr., $910; Custom (8) 4- 
dr., $920, $875*; 2-dr., $800; Custom 
(6) 2-dr., $795. '54 Country Squire, $1,- 
025; Ranch Wagon, $820; Custom (8) 
4-dr., $655. ‘53 Main 2-dr., $450. ‘51 
club coupe, $130. 

HUDSON—’53 Jet coupe, $300; Hornet 4- 

T., $295*. °51 2-dr., $100. 

NASH—’56 Ambassador 4-dr., $1,390°*. 

OLDSMOBILE—’ 54 (88) Holiday, $915. '53 
(98) Holiday, $640*, '52 (88) Super Holi- 
day, $485° (ps). ‘51 (88) Super 4-dr., 
$160*. 

PACKARD — ’'54 Clipper 2-dr., $680. '52 
Deluxe 4-dr. $225°*. 

PLYMOUTH—'56 Savoy (8) 4-dr., $1,080. 
’55 Belvedere 4-dr., $1,065*; club coupe, 
$1,000. '54 Savoy 2-dr., $610. ‘53 Cran- 
brook 4-dr., $425, $300; club coupe, $450, 
$430, $370. '51 4-dr., $240, $135. 

PONTIAC—’55 Chieftain 4-dr., $880*. ‘53 
Chieftain Catalina, $570°; 4-dr., $255°. 

RAMBLER—'56 4-dr., $1,095. 

* * * 





— Auctions in Brief — 
WINDSOR, VA. 


Windsor Auto Auction. Sale every Thurs- 
day (Sept. 19). There was a good selection 
of all makes and models of cars at the 


sale today, with a high percentage of sales, 
* * * 


ALBANY 

Tim Anspach Dealer's Auto Auction. Sale 
every Monday (Sept. 16). The auction 
here today was pretty good, sold every 
clean car offered from ‘55s down. Later 
models '55s and up only averaged about 60 
percent sold. Prices have changed! Sold 134° 
cars out of 185 consignments. 


* * 
INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc. Sale 
every Thursday (Sept. 19). Bidding fast 


and very active. Market strong, demand 
for clean cars very good. 
* * * 


MASON CITY, IA. 
Central States Auto Auction. Sale every 
Wednesday (Sept. 18). Sold 112 cars out of 
149 —aae 


FLINT, MICH. 

Flint Auto Auction, Inc. Sale every Wed- 
nesday (Sept. 18). Consignment was high, 
108 cars out of 
210 consignments. 





Today Stewart Mobile homes are seen 
and they can 
be sold from your showroom or used 
You, who have the proven 
-and with practically 
no increase in personnel or facilities 
---Can now get plus profits from selling 


and bought everywhere... 


car lot. 
ability to sell.. 


STEWART mobile homes. 


ACCEPTED LINE 


Stewart Mobile Homes...seen and 
bought everywhere... are accepted as 
one of the very best manufactured to- 


day. A complete line of coaches, with 
merchandising aids that back you up, will 
assure you, as an exclusive Stewart dealer 
in your area, of real sales potential. 


For details, write, wire or call today. 








Don’t 


EASY FINANCING 


Stewart Coaches are recognized by all 
well-known trailer financing firms. Re- 
quirements as to sturdiness, long life, high 
rescle value, ond backing by a well 
established financially responsible manu- 
facturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 
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VAST MARKET 


Nearly two million Americans are residents 
of mobile homes. in 1956, approximately 
115,000 toaches were sold at a retail 
sales figure of nearly $500,000,000. 
Why don't you share in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month. 





STEWART COACH INDUSTRIES, INC. 


Department AN 


Bristol, Indiana 
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LOCAL SERVICE 


The NADA Official Used Car Guide is now published 
in 8 regional editions, every 30 days to provide 





better service and even more accurate reporting in 


your local area. 


In addition, the Guide contains many valuable 


features such as: 


e Average Wholesale 
Value 


e Average Retail 


e Average Loan 


(in most areas) 


e Identifying Specifications 
and others 


Quantity Prices on Request 





AUTOMOBILE DEALERS 
oy 


Washington 6, v. C 


NATIONAL 
Useo CAR GuIDE 


2000 K Street. N.W 


SOME DEALERS HAVE 100% ABSORPTION FIGURES! 
{National Average is 65°) 


nena service and fill with 
to your Gute Gye sew Gap. cus- 
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2170 South Canalport Avenue 
Dept. AN-164, Chicago 8, Ill. 
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DETROIT, MICHIGAN 


Representatives for PITTSBURGH TUBE COMPANY 
COLD DRAWN BUTT WELDED 





The 


Unusual Speculative Opportunity 
in 


DETROIT STEEL STOCK 


information on request 
address all replies to: 
J. Edward Roney 


WM.C.RONEY & COMPANT 


Members of New York Stock Exchange 
2 Buhl Building, Detroit 26, Michigan 
WO 3-6700 





Auto Personnel 


Appointment of Hunt Eldridge to 
the newly-created post of executive 
vice-president of Chek-Chart Corp. 
has been an- 
nounced by Ray- 
mond Shaw, 
president. 

Eldridge re- 
turns to Chek- 
Chart after 15 
years as an ex- 
ecutive of the 
Stewart - Warner 
Corp.’s Alemite 
division, where he 
was manager of 
oil company sales. 





Hunt Eldridge 
Recently, he was sales manager of 
the petroleum and chemicals divi- 
sion of the firm. 


* * * 


Levine Gets Promotion 


Donald A. Levine has been 
elected a vice-president of Great 
American Industries, Inc., Elyria, 
O. Levine would continue as gen- 
eral manager of the Rubatex divi- 
sion, Bedford, Va. producers of 
closed and open cellular rubber 
products for industry. 

+ + * 


Plymouth Names Robson 


Director of Personnel 

James D. Robson, former man- 
ager of industrial relations for 
Plymouth, has been named direc- 
tor of personnel. 

A native of Coalgate, Okla., 
Robson joined Plymouth in 1934 
as an hourly-rated employe in 
the car-shipping department. 

* * 


Borg-Warner International 


Picks 3 Sales Managers 


Borg-Warner International Corp. 
has announced the appointments of 


Auto Markets 


(Continued from Page 47) 


registrations; General Motors, 33.46 
percent; Chrysler Corp., 26.62 per- 
cent; American Motors, 1.05 per- 
cent; Studebaker- Packard, 0.40 
percent, and foreign cars, 1.98 per- 
cent. 

By make, registrations were 
divided as follows (percentage of 
market penetration in paren- 
theses): Ford, 3,353 (27.37); 
Chevrolet, 2,040 (16.66); Plym- 
outh, 1,750 (14.28); Mercury, 901 
(7.36); Dodge, 819 (6.69); Olds- 
mobile, 661 (540); Buick, 600 
(4.90); Pontiac, 441 (3.60); De- 
Soto, 382 (3.12); Cadillac, 355 
(2.90); Chrysler, 218 (1. 718); Lin- 
coln, 174 (1.42); Rambler, 116 
(0.95); Imperial, 92 (0.75) ; Stude- 
baker, 43 (0.35); Edsel, 38 (0.31); 
Nash, 7 (0.08); P: 6 (0.05); 
Willys, 4 (0.03); Hudson, 3 (0.02), 
and miscellaneous, 244 (1.98). 
August truck registrations 

amounted to 540, compared with 585 
in July. Sales by make (penetra- 
tion percentage in parentheses) 
were: Ford, 242 (44.80); Chevrolet, 
149 (27.60); Dodge, 84 (15.56); In- 
ternational, 16 (2.96); Mack, 11 
(2.04); GMC, 10 (1. 85); Diveo, 6 
(1.11); Willys, 4 (0.74); Diamond - 4 


3 (0.56) ; White, 3 (0.56) ; Autocar, 
2 (0.37); Reo, 2 (0.37), and miscel- 
laneous, 8 (1.48). — (Robert M. 
Lienert.) 
* *” * 
Cincinnati 


Motor vehicle sales in Hamilton 
County (Cincinnati), O., during the 
week ended Sept. 19 totalled 1,621 
units, a decrease of 5 percent when 
compared with the sale of 1,707 
units in the previous week. Despite 
the overall decline, the registration 
of new automobiles rose 8 percent 
during the week 

New-car registrations during 
the week climbed to 1764, com- 
pared with 718 units in the previ- 
ous week. A total of 53 new 
trucks were sold during the 
period, compared with 79 in the 
previous week. 

A total of 764 used cars and 40 
used trucks changed hands during 
the period. In the previous week, 
850 used cars and 60 used trucks 
were registered. 

Repossessions during the period 
totalled 41, one less than in the pre- 
ceding week, but 24 less than in the 
like week of 1956.—(Frank Kappel.) 





Marshall A. Haislup as industrial 
sales manager; Elmore T. McKen- 
zie as appliance sales manager, and 
John D. Gulick as automotive sales 
manager. 

Haislup has been with Borg- 
Warner since 1953; McKenzie since 
1936, and Gulick since 1947. 


+ * + 
American Airlines Names 


Leib to New Sales Post 


Samuel F. Leib has joined Ameri- 
can Airlines as manager of interline 
air-freight sales, a new position. 

Leib has been with American 
Overseas Airlines in London, Pan 
American Airways and United Air 


Lines. For the last six years he has | 7 


been a sales executive with Carrier 
Corp. 
* * - 


Sellen Named to Head 


Eaton Reliance Division 


Chester A. Sellen, who joined the 
Reliance division of Eaton Mfg. Co. 
as chief metallurgist 18 years ago, 
has been named 
general manager 
of this division. 

His promotion 
came simultane- 
ously with the an- 
nouncement of the 
retirement of E. 
D. Cowlin, general 
manager of Re- 
liance, after 33 
years of service. 

Sellen had been 
assistant general 
manager and chief metallurgist of 
Reliance since August, 1954. Prior 
to joining Eaton he was associated 
with Republic Steel Corp. for 10 
years. 





C. A. Sellen 


Corning Glass Board 


Elects Six Officers 

Six officers have been elected by 
the Corning Glass Works board of 
directors. They are: 

George D. Macbeth, honorary 
vice-president; Charles D. LaFol- 
lette, financial vice-president; 
Thomas Waaland, treasurer; John 
L. Ward, controller; Robert W. 
Foster, assistant controller; Nor- 
man J. Vang, vice-president and 
director of industrial relations. 

Richard M. Clifford was ap- 
pointed manufacturing manager of 
the electrical products division. 

* 7 * 
Schmal to Direct Sales 
Of Long’s Special Products 

A. H. Schmal, former sales man- 
ager of special products, has been 
appointed general sales manager of 
Long Mfg. divi- 
sion, Borg-Warner 
Corp. 

Since 1953 
Schmal has been 
with Borg-Warner 
divisions in the 
Detroit area in 
engineering and 
other administra- 
tive capacities. 
Before joining the 
corporation, he 
was executive en- 
gineer for 10 years at Mack Manu- 
facturing Co., Plainfield, N. J. 


* * * 


Cadillac’s Rice Retires 


After 25 Years in Field 


John W. Rice has retired as 
Cadillac district parts and service 
manager for the Boston district 
after 25 years of service. 

Rice joined the Cadillac service 
department in 1932 as a district 
parts and service manager and 
served in the Chicago and New 
York districts. 

* 


A. H. Schmal 


” oa 
King Electric Ups Canning 
King Electric Equipment Co. has 
named Carroll Canning general 
sales manager. He had been central 


region manager. 
* * * 


Willys Trains Grandson 


Of Dutch Auto Pioneer 


Henk Janssen, grandson of the 
late A. H. Huenges, one of the 
founders of Van Doorne’s Automo- 
bile Factory, Eindhoven, The Neth- 
erlands, is receiving industrial 
training in the chassis engineering 








department of Willys ee a _| acpariment of Willys Motors, 1 aa’ 
Toledo, under the direction of M, 
Ordorica and G. W. Scharbach. 
Janssen is a senior at the Uni- 
versity of Delft in his homeland, 
He worked three months at two 
Dutch plants before coming to the 
US. for three more months of 
training, most of it at Willys. 


Goodyear Prnaatiies Trio 


In Tire Operations 


Goodyear Tire & Rubber Co. an- 
nounced three top-level personnel 
changes affecting 
tire development 
operations. 

Melvin A. Wilson 
has been ap- 
pointed manager- 
engineering, truck 
tire development; 
Philip W. Drew, 
named to succeed 
him as manager. 
engineering, auto- 
mobile tires, and 
C. Robert Case 
newly created po- 


a < 
M. A. Wilson 


appointed to the 





P. Ww. Beow Cc. BR. Case 

sition of development manager- 

tires, Goodyear International plants. 
* = - 


Kelite Ups Cunningham 

Lawrence W. Cunningham has 
been promoted to Southern regional 
sales manager for Kelite Corp. 
manufacturer of industrial chemi- 
cals and steam-cleaning equipment. 
He joined Kelite in September, 1956, 
as Dallas district sales manager. 

= > > 


General Tire Transfers 


McNurney and Stromdahl 
General Tire & Rubber Co. has 
transferred William F,. McNurney 
from St. Louis to Boston ag division 
manager, replacing Jack W. Bogle 





N. P. Stromdahil W. F. MeNurney 


who has been promoted to a special 
assignment with the company’s 
manufacturers. sales division. 

Norman P. Stromdahl, formerly 
manager of passenger tire sales for 
the Cincinnati division, has been 
Promoted to division manager in 
St. Louis division. McNurney joined 
General Tire in 1945, and Stromdahl 
has been associated with the com- 
pany since 1963. 


> 


Lee eit Sales Chief 


Donald H. Lee has been named 
general sales manager of Rocket 
Equipment Corp., affiliate of Serv- 
ice Metal Fabricators, Inc., Chicago, 
maker of automated vehicle wash- 
ing equipment. 

7 * > 


L-O-F Unit Boosts Ogle 

James C. Ogle jr., a 22-year em- 
ploye of Liberty Mirror division of 
Libbey-Owens-Ford Glass Co., has 
been named division general mana- 
ger, succeeding William H. Colbert, 
for several years president of the 
division. Colbert will continue in an 
advisory and consulting capacity. 


AUTO 
TURNTABLES 
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Manufactered by 


Macton Machinery Co. 
DYKE LANE 
Stamford 2. 
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IAMI BEACH, Fla.— Chrysler 
Corp. previewed its five lines 


| of 1958 cars for the nation’s press 


here last week. 

The corporation listed a wide 
range of improvements on the 
1958s, summing them up in these 
nine points: 

1. A “Control-Tower” windshield, 
11 square feet of glass curving into 
the roof as well as around the sides, 
available in models of all five lines. 

2. A group of high-displacement, 
V-8 engines of new desig n—the 
Plymouth Golden Commando, 
Dodge Ram-Fire and D-500 and 
DeSoto Turbofliash. 

3. Greater fuel economy—particu- 
larly during warmup and start-and- 
stop city driving—due to a new 
“Econo-Choke” system, combined 
with newly designed carburetors on 
V-8 engines. The Econo-Choke sys- 
tem is standard on all V-8s. 

4. Easier parking as well as 
a solid “feel of the road” on 
straightaways, provided by new 
“Constant-Control” full-time 
power steering, available on all 
models. 

5. Better rear-wheel traction in 
mud, ice or snow with the new 
“Sure-Grip” differential. Offered as 
special equipment on all five lines, 
the new differential is said to prac- 
tically eliminate the possibility of 
a car being stalled by one wheel 
spinning on difficult terrain. 

6. A dual headlamp system that 
lengthens the driver’s visibility by 
throwing light as much as 75 feet 
farther down the road than single 
headlight units, standard on all 
models. 

7. New “Hi-Temp” brake fluid, 
result of five years’ research and 

= > > 





New Differential— 


The Sure-Grip differential, cutaway dia- 
gram above, will be offered as optional 
equipment on all 1958 Chrysler Corp. cars. 
ht directs extra “pulling power” to the 
cor's reor wheel with the most traction. 
The newly designed gear is similar to the 
conventional differential with the excep- 
tion of the addition of clutch plates. These 
tie the axle shafts to the differential case 
so that the unused power in a spinning 
wheel will be redirected to the wheel 
with solid footing. 
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signed for Easier Parking— 








pke parking easier than ever before—it 
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RECIRCULATING BALL CIRCUIT 


Simpler and more compact than its predecessor, Chrysler Corp.'s new Constant- 
Kontrol power steering unit is shown in this cutaway drawing. The unit is said to 


part of the driver to park, and only 3% turns of the steering wheel to turn the 
ont wheels from full right to full left. The unit will be available on all models of 
458 Chrysler Corp. cars. It is standard equipment on the Chrysler Saratoga and New 
Yorker and on all imperial models. 


Lists 9 ‘Significant’ Changes vee 


Chrysler Corp. Previews °58s 


grueling road tests. The new fluid 
is said to provide efficient brake 
operation from 60 degrees (F.) be- 
low zero’ to almost 400 degrees 
above zero. Hi-Temp’s boiling point 
of 390 degrees (F.) is nearly 100 
degrees higher than current So- 
ciety of Automotive Engineers 
specifications for “heavy duty” 
brake fluid. The fluid is standard 
on all 1958 cars and trucks. 


= = + 

8 “AUTO PILOT,” a new speed- 

* control device automatically 
holds a car at any turnpike cruis- 
ing speed pre-set by the driver, 
without his foot being on the ac- 
celerator. It will be optional on 
Chrysler and Imperial models. 


9. A new Airtemp air-condition- 
ing unit takes care of the humidity 
as well as the heat. Cool, dry air is 
evenly distributed by a lap-level 
outlet that directs the air up over 
the front seat and into the rear 
seat area. 

A new Dual Deluxe unit with 
two evaporators — one under the 
hood and one in the luggage com- 
partment—will be offered on Dodge, 
DeSoto, Chrysler and Imperial cars. 
MoPar division will offer a dealer- 
installed, air-conditioning unit that 
is mounted below the instrument 
panel. 

From the side, Plymouth for 
1958 shows a clean, continuous 
line from the projecting head- 
light brow, along a low belt line 
to its own distinctive fin. 

The broad surface of the tailfin 
contrasts with the slim roof line. 
The fins, like the front fender edge, 
cut back toward the car to give 
the maximum visual impression of 
length. The hood, recessed between 
thrusting fenders, curves sharply 
downward just over the grille. 

Set back under the forward 
thrusting brow are the compact 
dual headlights, standard on all 
models. Horizontal openings in the 
new lower grille bring an added 
note of unity to the Plymouth 
front end. 

A raised canted section of the 
double-level front bumper design 
protects the grille, eliminating the 
need for a center bumper guard. 

For the Belvedere model, a mold- 
ing panel, which can be chosen in 
either a contrasting color or in 
anodized aluminum, runs the entire 
length of the car. 

The Plymouth deck lid area is 
smooth and clean, accented by cir- 
cular taillights at the bottom of the 
fender fins which have vertical re- 
flecting struts running to the top 
of each fin. Built into the bumper 
is a lower skirt panel to accom- 
modate the backup lamp. 

. > > 


/jeecss own neatly outlined 
canted fins characterizes this 
car. Prominent in the side view of 
all hardtop and convertible models 
is the line of the triple-curved 
windshield. 

Dual headlamps, housed deeply 
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requires a half foot-pound less effort on 
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under the fender overhang and 
surrounded by textured aluminum 




















built up with thin vertical and hori- 
zontal bars. The upper grille bars 
wrap around the front fender edges 
and end at the grille edge in 
“bombs” which house circular park- 
ing lights. 

Dramatizing the tail-fin height 
of the new DeSoto is the color 
sweep beginning just behind the 
front wheel and extending high 
up into the fin. 

A combination grille-and-bumper 
unit effectively answers the two- 
fold problem of admitting sufficient 
cooling air and of providing solid 
front end protection. An oval upper 
grille has a drop-section center bar. 
The grille insert is expanded alu- 
minum mesh, brightly anodized. 

Small, round parking lights are 

(Continued on Page 50, Col, 1) 


stampings, blend into the grille|' 






"58 Plymouths Complete Durability Run— 


A 58,000-mile coast-to-coast durability 
1958 Plymouths arrived at Chrysler Corp. 
Fia., last week. The shrouded cars started the trip—equal to seven years of normal 
car mileage—at the firm's Los Angeles plant on July 31. For the entire trip, they 
averaged 41.7 m.p.h. and 1,000 miles a day and passed through 37 states. As shown 
above, the cars attracted a crowd whenever they made a stop. 


run was completed in 58 days when two 
"s national press preview in Miami Beach, 
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chandising of the company’s five 
domestic makes is well under way. 

Chrysler marketing executives 
expressed considerable interest in 
the NADA-ADSA squabble over 
area bonus plans, but none would 
comment on whether the company 
was prepared to offer a bonus for 
territory sales. 

Chrysler was the last auto pro- 
ducer to abandon a territory- 
security program. 

. = > 
oat as a whole, the industry 
is having a good year, and I 
expect the overall opportunity for 
our business to be definitely 
brighter in 1958 than in 1957,” Col- 
bert said. 

To help increase productive 
efficiency and to supply capacity 
in line with the anticipated size 
of the future market for its prod- 
ucts, he said, Chrysler Corp. is 
investing approximately $130 mil- 
lion during 1957 in plants and 
equipment, exclusive of special 
tooling. 

“And as it looks right now, we 
expect to be investing about the 
same amount next year,” Colbert 
said. 

Commenting on the production 
and sales records of the 1957 Plym- 
outh, Dodge, DeSoto, Chrysler and 
Imperial cars, he said: “From the 
time we began turning out our 1957 
models last September until the end 
of the model run early this month, 
we built 1,213,000 cars in our U.S. 
plants. 

> . > 
HIS is very close to the number 
of cars we produced in the 
highly successful 1955 model year, 
when our first Forward Look cars 
were introduced and when the pro- 
duction of automobiles by the in- 
dustry reached alltime high levels. 

Colbert said there had been a 
marked increase in the number of 
competitive cars being turned in on 
purchases of Chrysler Corp. cars. 

“A substantial rise in the num- 
ber of our ‘conquest’ sales was 
clearly evident in 1955 and 1956, 
but in selling our 1957 cars our 
dealers have noticed another 
sharp increase in this respect,” 
Colbert said. 

“Some of our older dealers tell 
us they have seen nothing like the 
present proportion of conquest 3ales 
since the early ’30s, when our com- 
pany made its first bid for a major 
share of the automobile market.” 

+“ 7 * 

fe FORESEEING another high 

volume sales year for both 
Chrysler and the industry as a 
whole, Colbert pointed out that the 
total number of new cars sold in 
1955, 1956 and 1957 will amount to 
well over 19 million units and said: 

“Since normally a very large 
proportion of cars traded in on 
new cars come from those in the 
one-to-three-year-old class, this 
appears to present one of the 
favorable conditions for a healthy 
market in the coming year.” 

He also noted that a large pro- 


portion of persons who contracted 
for long-term auto credit in 1955 
will be in a position to be back in 
the market in 1958. 

He went on: “Closely related to 
this favorable credit situation is 
the continued strength of the used- 
car market. With the sale of used 
ears continuing at higher levels 
and with used-car prices holding 
firm, dealers are in a good position 
to offer high tradein values on the 
1958 cars. 

“We believe also that the heavy 
industrywide promotion of new 
models will be a very strong stimu- 
lus to new-car buying for many 
months to come.” 

Colbert said prices would be in- 
creased somewhat throughout the 





Number of Dealerships 
Holds Steady in Canada 


TORONTO. — The number of 
vehicle dealerships in Canada 
showed little change in the first 
eight months of 1957, according 
to the Canadian Automobile 
Chamber of Commerce. 

The chamber reported there 
were 4916 dealerships in the 
country in January. The number 
rose to 4,960 in June and then 
fell to 4,931 in August, 





Chrysler Weighs Foreign-Car Tie 


line, but he could not say how 
much the boosts would be at this 
time. 
* 7 = 
N POINTING to favorable fac- 
tors in the long-range automo- 
tive outlook, Colbert mentioned 
population increases, high scrap- 
page of old cars, more multiple-car 
families and the expansion of the 
U. S. economy as a whole. 
However, Colbert warned, “the 
threat of continued inflation is 
a shadow across the face of what 
is potentially a very bright 
future. 

“Beneath the surface of all the 
proposals and counter-proposals for 
curbing the strong inflationary 
trend of the past two years, there 
is the fear, it seems to me, that un- 
less we find some way of con- 
trolling the rise in costs and prices 
we may mortgage the future and 
rob ourselves of the golden oppor- 
tunity that lies ahead. 

“One of the greatest contribu- 
tions that can be made by key in- 
dustries toward the slowing down 
of inflation,” Colbert continued, “is 
to invest in more efficient tools of 
production. This means plowing 
back profits. It sometimes means 
borrowing funds in the money mar- 
ket, as we at Chrysler did three 
years ago. It always means plan- 
ning ahead to match future needs 
with future facilities.” 





Make Profit on Every Sale, 
Alabama Dealers Urged 


BILOXI, Miss.—Speakers stressed 
the necessity of operating at a 
profit in talks before the Automo- 
bile Dealers Assn. of Alabama. At 
the conclusion of the convention, 
W. H. Ray (Ford), Huntsville, was 





Master Salesman— 


J. B. Wagstaff, right, DeSoto sales vice- 
president, presents George Fenneman, an- 
nouncer on the Groucho Marx “You Bet 
Your Life” show, a pin certifying member- 
ship in- the DeSoto Master Salesman Club. 
Fenneman, often referred to as DeSoto's 
“Number One Salesman," addressed 400 
members of the firm's field force at the 
annual preannouncement meeting to 
formulate 1958 sales plans., Fenneman 
joins approximately 1,000 top retail sales- 
men in his honorary capacity. 


elected ADAA president for the 
coming year. 

Byron J. Nichols, general man- 
ager of Chrysler Corp.’s group 
marketing operation, urged his 
audience to ascertain their exact 
selling cost and to be sure every 
deal includes a profit. 


Walter A. Deal, Asheville, N. C., 
president of the North Carolina 
Automobile Dealers Assn., said the 
automobile business “will have its 
ups and downs, but we still believe 
there is money to be made in this 
business.” 


Frederick M. Sutter, NADA presi- 
dent, pleaded with dealers to “join 
with NADA and the factories to 
make conditions better for both 
dealer and factory.” 


Other speakers were Elson G. 
Sims, Ford dealer of Vincennes, 
Ind.; Edward G. Payton, manage- 
ment consultant, Cleveland, and 
Earl Tucker, publisher of the 
Thomasville (Ala.) Times. 


The title “Mr. Alabama Automo- 

bile Dealer of 1957” was conferred 
upon W. S. Brewbaker (Buick), 
Montgomery. This award is pre- 
sented annually to an Alabama 
dealer selected by an awards 
jury, headed this year by Ala- 
bama Court of Appeals Judge 
Aubrey Cates. 

Other members of the jury were 
Tucker and W. C. Herbert, editor of 
the Southern Automotive Journal. 
The award is based on service to 
“industry, state and community.” 
Brewbaker is an outstanding civic 
leader. 
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Chrysler Corp. Previews ’58s 


(Continued from Page 49) 


placed into the outer ends of the 
lower opening beneath the middle 
bumper bar. A simulated air scoop 
is located at the lower front edge 
of the hood. A 13-square-foot rear 
window is available on some 
models. 

Triple-lens taillights flank the 
trunk line. Combination bumper 
end guards and exhaust outlets 
have large binocular-shaped open- 
ings. 


_—— 1958 Chrysler features a 
massive expanse of hood 
stretched between high-crowned 
fender tips. Extra width is sug- 
gested by the thin horizontal grille 
bars of anodized aluminum, 

The light mesh effect of the grille 
is doubly underscored by a heavy 
main bumper that flares into char- 
acteristic wing-type end guards 
and by a lower bumper bar that 
frames a wide air scoop. 

Different side moldings and color 
panels give each of the Chrysler 
models a distinctive character. The 
Chrysler trunk line is set off by 
sculptured tail lights. Textured 
metal used for trim contrast in 
front and on the sides is repeated 
again in the rear by a satin-fin- 
ished aluminum background which 
highlights the lamp lens and a 
bright chrome bezel enclosing the 
entire fin-end unit. 

The tail light has received a 
subtle styling note with the use of 
smaller lens to dramatize fin 
height. 

Moving back along the fender 
side of the new Imperial is a con- 
cave chrome molding giving the 
— effect of rom thin strips. 

Door handles are recessed into 
the body, leaving the body side 
conteurs uninterrupted. 

The hardtop models have a two- 
piece, drovped roof line. 

The six-section grille of extruded 
aluminum, with its elongated rec- 
tangular openings outlined in 
bright metal, dominates the front 
of the car. In the front, circular 
parking light housings are located 
at either end of the bumper below 
the impact bars. 

> > > 
NEw 350 and 361 cubic-inch en- 
gines spearhead the power 
plants for Chrysler’s 1958 cars. 

A development, contributing to 
improved fuel economy is the 
Econo-Choke system — standard 
equipment on all V-8 engines, ac- 
cording to Paul C. Ackerman, direc- 
tor of engineering. 

“The Econo-Choke, together with 
newly - designed and recalibrated 
carburetors, closely regulates the 
fuel-air mixture during warmup 
periods and noticeably reduces gas- 
oline consumption,” he said. 

Ackerman said that 


engineering tests, the new choke- 
carburetor combination recorded 


The Econo-Choke has a triple- 
stage vacuum piston designed to 
match the choke position more ac- 
curately to engine needs during 
warmup periods. The revised piston 
thus prevents overly rich mixtures 
during part-throttle operation. 

The new four-barrel carburetor 
‘is more simply designed, five 
pounds lighter and a half-inch 
shorter. Compression ratios have 
been increased. 

Engine quietness is improved, 
Ackerman said, through the use of 
more rigid crankshafts and new 
rubber-cushion, spool-type engine 
mountings that absorb and isolate 
normal engine movement from the 
car body and frame. 

- > ” 


yas new engines have tapered 
combustion chambers, single 
rocker shafts, and in-line overhead 
valves with hydraulic lifters. 

To achieve almost complete free- 
dom. from vibration, each engine is 
dynamically balanced after it is 


assembled with all the rotating 
parts. The crankshaft is spun at 


high speed in this process to re- 
veal any unbalance. 


By drilling metal out or welding 
on small metal weights, similar to 


the weights added in wheel bal- 
ancing, any unbalance is corrected. 

made sub- 
stantial reductions in engine 
weight. By reducing the weight 





of the new 350 and 361-cubic- 
inch engines as much as 70 
pounds under that of power 
plants of similar t, 
Ackerman was able 
to pack into these power plants 
the highest torque ratings per 
pound of engine We weight ever if 
fered by the company. 

A lighter cylinder head was made 
possible in the new engines through 
the use of exceptionally short and 
direct exhaust passages and en- 
larged passages around valve push 
rods. The smaller mass of metal 
used in the manifold heats more 
rapidly and contributes to quicker 
engine warmup. 

A new “series flow” cooling sys- 
tem provides improved cooling of 
exhaust valve seats, combustion 
chambers and other critical areas. 
Since the flow velocity in the new 
system is greater and all of the 
coolant must pass each cylinder 
and the valves, it is more effective 


Wichert Predicts 
7 Million Sales 
Yearly by 1962 


MINNEAPOLIS, — (UTPS) 
Within the next five years, the 
automobile industry will be selling 
cars at an annual rate of seven 
million, J. L. Wichert, director of 
advertising and 
sales promotion 
for DeSoto, said. 

Here to address 
DeSoto dealers in 
this area who are 
previewing the 
1958 models, he 
predicted that the 
“next decade 
holds great prom- 
ise as the golden 
era in the auto- 

J. L. Wichert mobile industry.” 

“As We view general conditions of 
the national economy,” Wichert 
said, “we see many reasons for con- 
fidence. Employment, consumer in- 
come and expenditures are all 
moving toward new records. 

“With the growth of suburbs, 
the rapid increase in multiple-car 
families and the very high number 
of teenagers coming into the mar- 
ket, the six million car market will 
be increased greatly. I believe that 
the next 10 years will make the 
present car-market goals seem 
smal] indeed.” 

Wichert reported DeSoto had in- 
creased its market penetration 35 
percent since 1954 when the “for- 
ward look” styling was introduced. 
In the first six months of this year, 
DeSoto’s percentage of the market 
went up an additional 10.7 percent, 
he reported. 

Wichert and his sales teams are 
on a six-week tour of the U. S. 
When the tour ends, they will have 
spoken to more than 15,000 dealers 
and salesmen. 





First Customer— 


Keys for the first Edsel sold at North 
Bros. Edsel, Inc., Lincoln Park, Mich., are 
left, and his 
daughter, Joyce, by Ernie North, presi- 
dent of the dealership. Rose, who makes 
his home in Miami Beach, Fia., formerly 
was president of Lovis Rose Co. (DeSoto- 


presented to Jack Rose, 


Plymouth), Detroit. 


in maintaining even temperatures 
throughout the engine. 


There is a difference of only|‘* 


about 12 degrees between the inlet 
and outlet temperatures of the 
coolant. 
* * + 
ANCTEER feature of the engines 
is the improved accessibility for 


servicing. The distributor, oil level |’ 


gauges, oil pump and filter are re- 
located near the front of the 
engines. 

All of the divisions offer optional 
“engine packages” which include 
special accessories such as four- 
barrel carburetors, dual exhaust 
systems and special camshafts, 

In the Plymouth line, the Power- 
flow Six is available on Plaza, 
Savoy and Belvedere models. Com- 
pression ratio on the Powerflow Six 
is 8.0 to 1, with bore and stroke of 
3.25 inches x 4.63 inches and dis- 
placement of 230 cubic inches. A 
—— carburetor is stand- 
ard. 

The standard V-8 engine for 
Plaza, Savoy and Belvedere mod- 
els is the Fury V-800 with a com- 
pression ratio of 9.0 to 1, a dis- 
placement of 318 cubic inches 
and a bore and stroke of 3.91 
inches x 3.31 inches. The dual- 
throat carburetor is standard on 
this engine. 

An optional Super-Pak for the 
Fury V-800 engine features a four- 
barrel carburetor, dual exhaust, 
special distributor and camshaft. 

Available only on the Plymouth 
Fury is the Dual Fury V-800 en- 
gine with a bore and stroke of 3.91 
inches x 3.31 inches, displacement 
of 318 cubic inches and a compres- 
sion ratio of 9.25 to 1. A special 
camshaft, two four-barrel carbure- 
tors, a double-breaker distributor 
and a dual-exhaust system are 
standard with this engine. 

Optional on any Plymouth model 
is the new Golden Commando V-8 
engine with a compression ratio of 
10.0 to 1 and a displacement of 350 
cubic inches. Bore and stroke is 
4.06 inches x 3.38 inches. 

Two four-barrel carburetors, a 
dual-exhaust system and a dual- 
breaker distributor are standard 
equipment on this engine. 


Such special chassis items as 
heavy-duty springs and shock ab- 
sorbers and a high-capacity cooling 
system also are included on cars 
carrying the Golden Commando 
engine. 

> o > 

ODGE Coronet models will be 

offered with either the Get- 
Away Six or the Red-Ram V-8 en- 
gine. The six-cylinder engine has 
bore and stroke of 3.25 inches x 
4.63 inches, a displacement of 230 
cubic inches and 8.0 to 1 compres- 
sion ratio. It has a dual throat .car- 
buretor as standard equipment. 

The Red Ram V-8 has a dual- 
throat carburetor as standard and 
dual-exhaust system is optional 
equipment, It has a displacement 
of 325 cubic inches, bore and stroke 
of 3.68 inches x 3.80 inches and 
compression ratio of 8.5. 

The Super Red Ram V-8 pow- 
ers the Dodge Royal models. It 


ment of 325 cubic inches and a 
com n ratio of 9.0 to 1. 

Making its debut in the Dodge 
line is the Ram-Fire V-8, standard 
engine for Custom Royal models 
and all Dodge station wagons for 
1958. This new engine, with a 350 
cubic-inch displacement, has a four- 
barrel carburetor and dual-exhaust 
system as standard equipment. 
Bore and stroke of the Ram-Fire 
V-8 is 4.06 inches x 3.38, Compres- 
sion ratio is 10.0 to 1. 

Another new engine is the D-500 
which is available as an option on 
all Dodge models. This engine has 
a dual-exhaust system and four- 
barrel carburetor as standard 
equipment. Two four-barrel car- 
buretors are optional. 

The D-500 engine has a bore and 
stroke of 4.12 inches x 3.38 inches, 
displacement of 361 cubic inches 
and a 10.0 to 1 compression ratio. 

* * a 


LL DeSotos have a Turboflash 
engine of new design. 

On the Firesweep model, the 

dual-throat carburetor is standard 

equipment, and a four-barrel car- 








Pontiac's Portable Radio— 


Pontiac has announced it, too, will 
offer a portable radio in 1958 cars as 
optional equipment. Named the Sportable, 
the transistor radio fits into a slot in the 
instrument panel and can be slipped in 
and out. It is secured in place by lock- 
ing the glove compartment. The radio has 
a leather carrying case when used as a 
portable. Oldsmobile recently announced 
a similar device. 


buretor and dual-exhaust system 
are optional. The Firesweep V-8 
has bore and stroke of 4.06 inches 
x 3.38 inches, a displacement of 350 
cubic inches and compression ratio 
of 10.0 to 1. 


The Firedome V-8 has a dual- 
throat carburetor as standard, 
while a four-barrel carburetor is 
standard on the Fireflite. 


Dimensions of the new V-8 en- 
gines on both the Firedome and 
Fireflite models are the same: bore 
and stroke, 4.12 inches x 3.38 inches, 
a displacement of 361 cubic inches 
and compression ratios of 10.0 to 1. 

Dual-exhaust systems are op- 
tional on both the Firedome and 
Fireflite. 


The new DeSoto V-8 engine of- 
fered only on the Adventurer has 
two four-barrel carburetors, a dual- 
exhaust system, and special cam- 
shaft and valve gear as standard 
equipment. 

The bore and stroke on the Ad- 
venturer engine is 4.12 inches x 3.38 
inches, with a displacement of 361 
cubic inches. It has a compression 
ratio of 10.25 to 1. 


- THE Chrysler division, Spitfire 
V-8 engines, with increased com- 
pression ratios, power both the 
Windsor and Saratoga models. The 
Spitfire engine has a bore and 
stroke of 3.94 inches x 3.63 inches, 
displacement of 354 cubic inches 
and a compression ratio of 10.0 to 1. 


A dual-throat carburetor is stand- 
ard on the Windsor Spitfire engine. 
The Spitfire engine on the Sara- 
toga has a four-barrel carburetor 
and dual-exhaust system as stand- 
ard equipment. 

Chrysler's New Yorker and 300-D 
both have the Firepower engine 
with bore and stroke of 4.0 inches 
x 3.9 inches, displacement of 392 
cubic inches and a compression 
ratio of 10.0 to 1. 


Four-barrel carburetor and 
dual-exhaust system are standard 
on the New Yorker. Two four- 
barrel carburetors, and dual-ex- 
haust system are standard on the 
300-D. A low back-pressure dual- 
=o system is optional on the 


aa Imperial’s V-8 engine has a 
four-barrel carburetor and dual- 
exhaust system as standard equip- 
ment. The Imperial has a bore and 
stroke of 4.0 inches by 3.9 inches 
and a displacement of 392 cubic 
inches. Compression ratio of 10.0 
to 1. 

All Chrysler and Imperial models 
will offer for the first time in 1958 
a remote-control outside rear view 
mirror. Mounted on the left front 
fender, the optional-equipment mir- 
ror is adjusted by a control knob 
on the instrument panel. 


Among the accessories offered on 


*|new Chrysler Corp. cars is a rear 


window defroster. 


A four-stream windshield washer 
will be introduced for the first time 
in all five lines. It will be standard 
on all Imperial models and on the 
Chrysler New Yorker and Saratoga 
and optional on all other cars. 

, * * 
eLectaic door locks, that make 
it possible to lock or unlock all 
doors in a car from a single con- 
trol located on the instrument 
panel, will be offered for the first 
time on the Imperial. 
The Chrysler Windsor will have 


— 


a 122-inch wheelbase, compared 
with the 126-inch wheelbase of the 


1957 Windsor. New models will in-gge. 


clude the DeSoto Firesweep 
convertible and nine-passenger 
Chrysler Windsor and New Yorker 
station wagons. 

Double-walled “Captive Air” tires 
will be standard on DeSoto and 
Chrysler nine-passenger station 
wagons and optional on other 
Dodge, DeSoto, Chrysler and Im- 
perial models. 

Solid colors will total 87 and 371 
two-tone combinations will be avail- 
able. There will be 28 interior fabric 
patterns. 

Rear springs have been length- 
ened two inches on Dodge, De- 
Soto, Chrysler and Imperial as 
well as Plymouth station wagons. 
An extra leaf has been added to 
the springs on other Plymouths. 

Transistor radios will be offered 
on all models. Six-way power seats 
will be optional on Dodge, DeSoto 
and Chrysler models but will be 
standard on some Imperials. Two- 
way seats will be offered on Plym- 
ouths, 

Padding for the instrument panel 
is standard or optional on all mod- 
els and padded sun visors are 
offered for all lines. 


Chrysler Lists 


Dealer Showings 


DETROIT. — Chrysler Corp. an- 
nounced a series of dealer an- 
nouncement meetings as follows 
(with Plymouth dealer showing 
integrated with the Dodge, De- 
Soto, Chrysler and Imperial dealer 
meeting) : 

ATLANTA — Dodge, Sept. 30; 
Chrysler, Oct. 1; DeSoto, Oct. 2. 

CHARLOTTE, N. C.—Chrysler, 
Oct. 4; Dodge, Oct. 5; DeSoto, 
Oct, 7. 

CHICAGO — DeSoto, Sept. 30; 
Chrysler, Oct. 1; Dodge, Oct. 2. 

CINCINNATI—Chrysler, Oct. 10; 
Dodge, Oct. 11; DeSoto, Oct. 12. 

DETROIT — Dodge, Oct. 22; De- 
Soto, Oct. 23; Chrysler, Oct. 24. 

EVANSVILLE, Ind.—Dodge, Oct. 
22; DeSoto, Oct, 23; Chrysler, 
Oct. 24. 

FORT WORTH—DeSoto, Oct. 22; 
Chrysler, Oct. 23; Dodge, Oct. 2. 

JOHNSTOWN, Pa. — Chrysler, 
Oct. 16; Dodge, Oct. 17; DeSoto, 
Oct. 18. 

KANSAS CITY—Chrysler, Oct. 8; 
DeSoto, Oct. 9; Dodge, Oct. 10. 

NEW ORLEANS — DeSoto, Oct. 
17; Chrysler, 


PROVIDENCE—DeSoto, Oct, 22; 
Chrysler, Oct. 23; Dodge, Oct. 24. 

SAN BERNARDINO, Calif. — 
Chrysler, Oct. 15; Dodge, Oct. 16; 
DeSoto, Oct. 17. 

SAN MATEO, Calif. — Dodge, 
Oct. 8; DeSoto, Oct. 9; Chrysler, 
Oct. 10. 

SYRACUSE — Dodge, Oct. 15; 
— Oct. 16; Chrysler, Oct. 17. 

N. J.—Dodge, Oct. 8; 
eeeien Oct. 9; DeSoto, Oct, 10. 

TACOMA, Wash.—Dodge, Oct. 1; 
DeSoto, Oct. 2; Chrysler, Oct. 3. 

WASHINGTON — DeSoto, Sept. 
30; Dodge, Oct. 1; Chrysler, Oct. 2. 

> > * 


Dodge, DeSoto, Plymouth 
Boost Dealer Bonuses 


DETROIT. — Dodge and DeSoto 
have increased their cleanup bonus 
payments to dealers, and Plymouth 
has instituted a new incentive pro- 
gram to replace the one that ex- 
pired at the end of August. 

The new bonuses are: Dodge— 
$30 a car for deliveries from 51 to 
7 percent of quota; $60 a car for 
76 to 90 percent, and $110 a car for 
over 90 percent. 

DeSoto—$60 a car for 41 to 75 
percent; $100 a car for 76 to 90 
percent, and $150 a car for over 
90 percent. Plymouth—$50 a car 
for 71 to 80 percent; $75 a car 
for 81 to 90 percent, and $100 a 
car for 91 to 100 percent. 

The top payments formerly were 
$75 for Dodge and DeSoto and $60 
for Plymouth. 

The three divisions also will pay 
dealers a rebate on cars left in 
inventory when the 1958 models are 
introduced. Plymouth dealers will 
get $50 a car; Dodge dealers, $60, 
and DeSoto dealers, $70. 

Similar rebate plans are in effect 
at Ford division ($50) and Mercury 
($75). Under their selling agree- 
ments, General Motors dealers re- 
ceive a rebate of 5 percent of the 
suggested retail price on old models 
carried into the new model year. 
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WASHINGTON.—A code of ad- 
vertising ethics will be presented 
for consideration at the 11th annual 
convention and equipment exhibi- 
tion of the National Independent 


' Automobile Dealers Assn. here Nov. 

















24-26. 

A special business management 
clinic will be held in conjunction 
with the convention, according to 
Val T. Jones, executive vice- 
president of the independent used- 
ear dealers’ trade association. 

“It is in this field that the auto 
dealer needs the greatest assistance 
today, and NIADA plans to conduct 
a professional training program for 
its members during the coming 
year,” he said. 

Meeting in conjunction with the 
convention will be the Independent 
Automotive Assn. Managers, a trade 
group formed last July by execu- 
tives of independent dealer organi- 
zations. 

Victor R. Hansen, assistant at- 
torney general in charge of the 
antitrust division of the Justice 
Department, will be among those 


Romney, Sutter 
Will Address 


Texas Convention 


AUSTIN, Tex.—George Romney, 
president of American Motors 
Corp., and NADA President Fred- 
erick M. Sutter head a list of 
speakers for the 40th annual con- 
vention of the Texas Automotive 
Dealers Assn. in Dallas Oct. 2-4. 

Discussion topics include the 
NADA area-of-service-responsibility 
plan, procedural changes in the 
state safety inspection law and pos- 
sibility that the Motor Vehicle Di- 
vision will change requirements on 
new-vehicle registrations so that 
they all must be registered in the 
purchaser's county of residence re- 
gardiess of whether a lien exists. 

Other speakers include Dr. Ken- 
neth McFarland, Dallas Mayor 
Thornton, Frank Lovejoy, former 
vice-president of Socony Mobil Oil 
Co., Inc.; TADA President D. L. 
Johnson, John H. Nash jr., national 
chairman of the young automotive 
managers group of NADA, and 
Warren King, automotive merchan- 
dising manager of Life Magazine. 

Participants in a dealer panel 
program will be G. C. Dowell, Lub- 
bock, moderator; Jay Smith, Austin; 
Sam H. White and R. M. Pearson, 
Houston and C. C. Gunn, San 
Antonio. 

Gene Mohr, Houston Buick 
dealer, will discuss changes in auto 
merchandising and modern mer- 
chandising methods. 








New Code Is Planned... 


NIADA Parley Lineup 


in national government address- 
ing the delegates, said Jones. 

Alan 8S. Jeffrey, administrative 
secretary of the American Finance 
Conference, will discuss problems 
in auto financing. 

Milton T. Raynor, general counsel 
of the Chicago Used Car Dealers 
Assn., also will speak. 

Jones said NIADA is changing 
its concept of responsibility to 
members. The new program also 
aims at bettering the auto industry 
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in general and relations with the 
public, he added. 

For the member, the program 
calls for concentration on busi- 
ness-management training, pre- 
cise auto market information, 
sales training clinics, initiation 
and promotion of remedial legis- 
lation, especially in the field of 
taxation. 

Also, cooperative buying of .sup- 
plies needed for used-car dealer- 
ships, advisory service giving re- 
sults of tests and investigation of 
new products and services, a more 
comprehensive monthly publication, 
a car relocation service to aid 
repossessing “skips” and stolen cars 
and creation of a special division 
to aid state and local groups in 
times of emergency. 





Obituaries 


(Continued from Page 6) 


Mass., in 1878 and was graduated 
from Harvard University in 1901. 
His first job was selling books in a 
Boston department store. He next 
spent three years as a salesman for 
New England Telephone Co. 

A friend induced him to join Na- 
tional Cash Register Co., Dayton, 
O., as a salesman for $28 a week. 
In just nine years, he rose from 
clerk to general sales manager of 
NCR. 

In 1915, E. A. Deeds and Charles 
F. Kettering persuaded Mr. Grant 
to join them in a venture for sup- 
plying electric light plants for 
farms, Delco Light thus came into 
being with Mr. Grant as general 
manager. 

He later became president, In 
1920, Delco was purchased by 
GM, and two years later Frigid- 
aire was merged with Delco, with 
Mr. Grant remaining as presi- 
dent. He remained there until 
1924 when he moved to Chevrolet 
to write his name indelibly in 
the history of the automotive in- 
dustry. 

Services for Mr. Grant were held 
last Friday (Sept. 27) at Nor- 
mandy Church, Dayton. He is sur- 
vived by his wife, Laura; a son, 
Richard H. Grant jr., president of 
Reynolds & Reynolds Co., Dayton, 
developer of business forms, and a 

daughter, Mrs. Grant Holladay, of 
Wilmington, Del. 


J. D. Mooney, 73, 
Former Official 
Of GM, Willys 


DETROIT. — James D. Mooney, 
former executive of Genera] Motors 
Corp. and Willys-Overland Motors, 
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Inc., died Sept. 21 in Tucson, Ariz. 

j He was 73, His 
home was in 
Oyster Bay, N. Y. 


Mr. Mooney 
joined GM in 1921 
as general man- 
ager of its export 
division and be- 
came vice - presi- 
dent in charge of 
overseas opera- 
tions the follow- 
ing year, He was 





4. D. Mooney 
named a director of GM in 1923. 
After serving with the Navy in 


World War II, Mr. Mooney re- 
joined GM in 1945 and went to 
Willys-Overland as chairman of 
the board the following year. He 
held that post until] 1949. 

A graduate of Case School of 
Applied Science in Cleveland, he 
joined Westinghouse Electric & 
Manufacturing Co. in 1910 after 
several years as a mining engineer 
in California and Mexico. 

Later he was with American 
Machinist magazine as associate 
editor, with B. F. Goodrich Co. and 
Hyatt Roller Bearing Co. as sales 
manager until World War I, in 
which he served as field artillery 
captain. 

After the war, he was made presi- 
dent and general manager of Remy 
Electric Co. He left the firm in 1921 
to join GM. 

> . « 
Stan W. Eddy 


MINNEAPOLIS.—Stan W. Eddy, 70, a 
Ford dealer here many years, died Sept. 
19. Recently he was associated with Boyer- 
Gilfillan (Ford), Minneapolis. 

* * * 


Harry Lewis Hunziker 


NEWPORT, Wash.—Harry Lewis Hun- 
ziker, 52, automobile dealer, died at his 
home after a year’s illness. 

* * * 


Carl Briggs 


COFFEYVILLE, Kans.—Car! Briggs, 60, 
used-car dealer here, was found dead Sept. 
14 at his farm four miles north of Coffey- 
ville. Deputy Sheriff Harold Soles said 
Briggs died from ‘‘a self-inflicted gunshot 
wound.’’ 


* * > 


Charles A, Chaplin 
LOCKPORT, N. Y.—Charles A. Chaplin, 
63, sales manager for Knapp Motor Sales 
for the last 20 years, died Sept. 17 after a 
heart attack. 
* * * 
William L. Hope 


LOGANSPORT, Ind.—William L, Hope, 
50, president of Hope-Luxem, Inc., Ford 
dealership here, died Sept. 22 after a 
heart attack. He came here in 1946 to enter 
the Ford dealership with Earl A. Jennings, 
Monticello, Ind. 


L. A. Young Buys 
Link Radio Corp. 


DETROIT.—L, A. Young Spring 
& Wire Corp, has purchased the 
assets and manufacturing rights of 
Link Radio Corp., New York City. 
The Link Operation will be moved 
to Young’s Gonset division which 
produces communications electron- 
ics equipment in Burbank, Calif. 

N. D, Ely, Young president, said 
key personnel of Link have joined 
Gonset. He added that Gonset’s en- 
gineering and production forces will 
be increased. 

Link mobile radio products will 
be marketed under the trade name 
“Link-by-Gonset.” 





Engine Rebuilders 
Meet in Detroit 


DETROIT.—T hirty representa- 
tives of firms which remanufacture 
Ford engines and auto parts held a 
three-day meeting here last week to 


ONE YEAR WARRANTY by 


SURE-CAR 
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discuss improvements in their serv- 
ices, 

The group held discussions at 
the Sheraton-Cadillac Hotel and 
Ford division’s technical service 
laboratory. 

Their companies work closely 
with Ford in providing recondi- 
tioned parts for repairs on Fords. 
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Chicago Clinic to Discuss 
Engineering, Management 
CHICAGO.—The 2ist annual In- 
dustrial Engineering and Manage- 
ment Clinic will be held here Oct. 
30-Nov. 1, under the auspices of the 
Industrial Management Society. 
Leading experts from industry, 
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labor and education will discuss the 
latest cost-reduction techniques 
covering such subjects as work 
simplification, time study, incen- 
tives, motion economy, plant layout, 
operations research and human re- 
lations. 


More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 
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In Supreme Court Test... 


Cancellation Cases at Zero Hour 


By Maynard M. Gordon 
News Editor 


— twin test cases challenging 


the auto manufacturers’ hire- 
and-fire rights over its dealers are 
nearing a showdown in the U.S. 
Supreme Court. 

Outcome of the cases could have 
an effect on the current NADA and 
ADSA campaigns for bonuses on 
sales within designated territories. 
Both litigations involve the ques- 
tion of whether the factories can 
create exclusive territories under 
the Federal antitrust laws. 


According to auto company at- 
torneys, the court would be 
breaking with long-established 
precedent were it to rule against 
the manufacturers in the pending 
litigations. 


An unprecedented decision con- 
ceivably could bring many changes 
in the basis of factory-dealer rela- 
tions, including as a major reform 
the absolute end of “closed” or 
“designated” territories. 

: * * 

pest. however, the highest tri- 

bunal in the land must decide 
whether to hear the cases at all. It 
could end all speculation of reforms 
were it merely to deny the plaintiff 
dealers’ petitions for a review from 
adverse lower-court decisions. 


The cases are Webster Motor Car 
Co. vs. Packard (No. 1113) and 
Schwing Motor Co., Inc., vs. Hud- 
son (No. 1114). Both dealers, by 
coincidence, were located in Balti- 
more prior to their franchise termi- 
nations. 

Attorneys for the dealers and 
the factories in these cases have 
given the nine Supreme Court 
justices a formidable amount of 
reading on the arguments in the 
cases. The Court reconvenes after 
its summer recess in October. 


Dealer counsel have filed not only 
petitions for review of Circuit 
Court and District Court decisions, 
but also briefs in opposition to the 
Hudson and Packard briefs oppos- 
ing any Supreme Court review. 

* > * 


Conspiracies Charged 
N ESSENCE, Webster and 
Schwing charge that their fac-| 
tories conspired with rival Packard 
and Hudson dealers to deprive 
them of their market in the Balti- 
more area. 


Webster alleges that Packard 
forced it out of business by giving 
an exclusive dealership to Zell 
Motor Car Co, while Schwing 
charges that a Hudson agreement 
with Bankert Hudson, Inc., also 
named as a defendant, accom- 
plished a similar monopolistic situ- 
ation which cost Schwing its busi- 
ness. 


Although the Webster and 
Schwing suits have gone their 
separate routes through the Fed- 
eral courts, they are coming to 
the Supreme Court at the same 
time and may be considered as 
one action by the court. A Big 
Three attorney who has followed 
the cases through the Federal 
judiciary expressed the opinion 
that a Supreme Court refusal to 
review the cases or a decision 
upholding the factories might 
clarify application of the anti- 
trust laws to the closed-territory 
practice. ° 
“There may be no need for fur- 
ther ‘territory security’ legislation,” 
he said, “if, as a matter of law, 
an automobile manufacturer may 
give an automobile dealer the 
amount of territorial security from 
fellow dealers as the Circuit Court 
of Appeal said Packard could give 
Zell and Hudson could give Bank- 
ert. 

“It might be possible to resume 
the practice of designated or closed 
territories, should the Supreme 
Court rule against Schwing and 
Webster, without asking Congress 
for a new law or an amendment 
to present antitrust laws.” 

* *” * 


THE other hand, a verdict 

for Webster and/or Schwing 

would tend to make factories even 

more cautious on a closed-territory 
restoration, attorneys feel. 

Without a concrete designation 

of territories, it is believed that 

no bonus plan of the type pro- 

posed by NADA or the fledgling 
ADSA would be feasible. 

Statements bearing on the closed- 


territory issue from the various 
briefs presented to the U.S. Su- 
preme Court are as follows: 


Scuwine: The purchasing’ public 
in Baltimore has as much right to 
purchase a Hudson automobile as 
to purchase a General Motors auto- 
mobile, or a Packard automobile, or 
any other make of automobile. It 
is damaged if its free choice in a 
competitive market in any of these 
is restricted by a conspiracy in re- 
straint of trade or to create a 
monopoly, Indeed if the conspiracy 
only “tends” to create the monop- 
oly in the types of automobiles of 
one company, it is illegal. 

* * * 


Must Have Freedom 


UDSON: Manufacturers are 
constantly confronted with a 
choice of methods to be used in 
marketing their products. It would 
interfere intolerably with the nor- 
mal conduct of business to say that 
one of them may not agree, at the 
suggestion or request of a dealer, 
to limit the number of its dealers 
in a single community even though 
the result may be the elimination 
of one or more existing dealerships. 
Wesster: The only limit which 
Webster urges upon an automobile 
manufacturer’s right to refuse to 
deal is this: If the manufacturer 
has been selling to numerous com- 
peting dealers in a metropolitan 
area where there is plenty of busi- 
ness and all the dealers are profit- 
ing, and if the manufacturer is 
pleased with all of the dealers and 
has never thought of stopping its 
sales to any, it violates the Sher- 
man Act if it yields to the threat 
of one dealer to quit unless it stops 
selling to the others in order to 
enable the preferred dealer to 
monopolize the market in the manu- 
facturer’s product. 


Packard: Packard, one of the 
so-called “independents,” cannot 
monopolize ; it cannot restrain the 
stiff competition from other 
makes which it must face .. . 
There was nothing unusual about 
Packard’s decision to make Zell 
the sole dealer in Baltimore. 
Packard had 1,600 dealers, 1,100 
of whom were the sole dealers in 
their respective large cities, some 
nearly as large as Baltimore, Sole 
dealers were not unusual in the 
industry; indeed, Packard’s ratio 
of sole dealers to total dealers 
was typical. Cadillac had only one 
dealer in Baltimore. 

Wesster Repty: It is absurd for 
Packard to try to generate sympa- 
thy by comparing its size to that 
of other automobile manufacturers. 
Indeed, Packard’s being small 
might, in part, be due to just such 
short-sighted business practices as 


Tire-Sales Mark 
Possible in °58, 


Firestone Says 


NEW YORK.—The nation’s gen- 
eral economy is strong and healthy, 
despite readjustments in some 
areas, and the 
outlook for most 
basic industries 
for the final 
quarter of 1957 is 
encouraging, ac- 
cording to Harvey 
S. Firestone jr. 

The 1958 outlook 
for the tire in- 
dustry, in partic- 
ular, is good, 
Firestone sai d, 
with studies in- 
dicating new sales records possible. 

Sales of tires will reach a record 
high next year, when 111 million 
are expected to be marketed, said 
the chairman of Firestone Tire & 
Rubber Co. This would be 2.8 per- 
cent higher than the now antici- 
pated record 1957 sales of 108 mil- 
lion tires. 

The statements were made by 
Firestone just before he sailed for 
Europe to inspect his firm’s fac- 
tories and sales operations in 
France, England, Spain, Switzer- 
land and Germany. 

“Replacement tire sales this year 
are expected to amount to 56 mil- 
lion, a new record, and we believe 
replacement tire sales will climb to 
another new high of 58.7 million in 
1958,” Firestone said. 








H. 8. Firestone jr. 


agreeing with Zell to destroy good 
Packard customers. 
= * * 
BSTER won a $570,000 judg- 
ment against Packard in Dis- 
trict Court, only to have the award 
reversed by a 2-to-1 vote of the 
Circuit Court. Schwing’s claim has 
been turned down by both District 
and Circuit benches. 
Studebaker-Packard will be re- 
sponsible for any damages found 
on behalf of Webster and Ameri- 
can Motors for any damages 
found for Schwing, even though 
the alleged violations occurred 
before the S-P and AMC mergers. 

The merged corporations have 
accepted liability for any debts 
incurred by the respective com- 
panies they absorbed. 

Attorneys for Webster are Wil- 
liam J. Hughes jr., Washington, and 
Donald D. Webster, Chevy Chase, 
Md. Schwing is represented by D. 
Sylvan Friedman and Wilson K. 
Barnes, both of Baltimore. 

The Packard attorneys include 
Harold L. Smith and Jerome G. 
Shapiro, both of New York, and 
Robert W. Barker, of Washington. 
Hudson counsel includes William L. 
Marbury and John Martin Jones jr., 
both of Baltimore, and Richard W. 
Larwin, Detroit. 


Du Pont Proposal 
On GM Stock 
Vetoed by U.S. 


CHICAGO.—The Government last 
week rejected & plan under which 
E. I. duPont de Nemours & Co. 
sought to comply with a Supreme 
Court ruling without disposing of 
its General Motors stock. 

The plan was rejected at a con- 
ference before U. S. District Judge 
Walter J. LaBuy. George Reycraft, 
of the Justice Department, said the 
proposal is unacceptable because it 
contains no provisions for du Pont 
to sell its GM shares. 

The duPont proposal called for 
the company to relinquish its 
voting rights on the stock and to 
restrict its membership on the GM 
board. It also contained a pro- 
vision that, with court permission, 
du Pont would be permitted to vote 
its stock on certain important 
issues, 

Du Pont owns about 23 percent 
of GM common stock. 

Judge LaBuy named two advisors 
to represent shareholder interest. 
They are Andrew J. Dallstream for 
du Pont shareholders and Andrew 
J. Cowan for GM shareholders. 

The Government was given 30 
days to file its preliminary plan. 
Du Pont will have 60 days to file 
an alternative plan and objections. 
The Government then will have 30 
days to reply. 


New Hours Adopted 
By Mansfield Dealers 


MANSFIELD, O.—New business 
hours have been established by the 
city’s new and used car dealers. 

Under the new schedule, accord- 
ing to William C. Ingram jr., presi- 
dent of the Mansfield Automobile 
Dealers Assn., salesrooms and lot 
will be open only until 6 p.m. Tues- 
days and Thursdays, and remain 
open Monday, Wednesday and Fri- 
day nights. 
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Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 


(U0, 8. PRODUCTION ONLY) 


Week Week Output, 
Ended Same Sep- 
. 28, Week, Sept. 21, tember, Sept. 29, Sept, aad 
1957 1956* 1957* To Date 1956 
AMERICAN MOTORS 2,660 2,300 2,412 8,236 76,170 73,501 
ce ee 200 327 147 529 5,469 1,914 
PPE. ccvsececscserserseenassseevere 460 403 344 1224 8 12,374 4,880 
Te 2,000 1,570 1,921 6483 58,327 66,763 
CHRYSLER CORP. 12,050 4,618 3,816 26,024 605,086 960,471 
OT, ., cevtornceivneseriene 350 56 193 2,150 72,919 93,939 
BORED cccncnccevemesees 100 16 95 195 6,588 30,367 
BEEEEED wxisreneccevsncersernmens 1,300 56 963 3,054 71,250 91,916 
Dodge ... 3,800 2,626 1,967 6443 139,086 225,645 
TE 6,000 1,864 598 13,582 315,243 518,604 
FORD MOTOR. ............. 35,505 24,459 40,625 147,227 1,148,090 1,484,109 
1,182 444 
svedeonpe 42,385 
924,380 1,186,087 
35,524 28,645 
187,004 226,548 


























GENERAL MOTORS .. .......... 11,549 3,751 92,592 2,337,642 2,103,757 
RNIN AGhchidiehavinineedtbeniiand. sabectiiine ee 6,123 427,313 298,807 
SEIN :Lcvabadidscsiisebeneiocs, cacscoucion  ~aisninnitl 2,922 8,990 114,993 120,913 
SINE ‘Gettcsehiuecssuaiiane seuanhis, » -sasieilad 829 56,684 1,192,918 1,124,492 
IED. Siicsiesshiseibdsiens  essotones Be ksinetsins 12,002 344,046 296,862 

lr 8,793 258,372 262,683 
443 1,761 7,022 67,783 51,628 
smile deiibein 2 13,277 4,608 
Studebaker .................. 2,000 443 1,761 7,020 54,506 47,020 
Total Cars, U. S........... 52,217 43,369 52,365 281,101 4,234,771 4,673,522 
COMMERCIAL CARS 
(U, 8S. PRODUCTION ONLY) 
Week Week Output, Jan.1 Jan.1 
Ended Same Ended Sep- To To 
Sept. 28, Week, Sept.21, tember, Sept. 29, Sept. 28, 
1957 1956* 1957* ToDate 1956* 1957 
TE scbcbuiates wiconad. . “Souleiih 257 10,304 264,234 256,486 
135 117 120 478 3,919 4,148 
59 6 60 227 2,857 2,311 
950 1,553 558 3,205 66,143 58,942 

IN | sidlsbicelidibonnissinenietiataees 3,700 6,401 6,112 21,559 230,642 262,765 

a ale ahaa callin 1,000 146 1,013 4245 69,357 50,407 

INTERNATIONAL ...... 2,544 2,678 2,557 9,608 103,469 90,577 

SE 370 535 304 1307 14413 13,468 

caer 105 89 118 465 2,942 3,571 

STUDEBAKER  .............. mae “aneue 160 475 10,997 7,339 

SE 716 153 2380 835 13,266 11,065 

eatin: ouesieads 1,579 1,826 3,729 46,092 44,745 

MISCELLANEOUS*** 89 57 RX 336 2,681 2,603 
Total Trucks, U. S.... 9,188 13,368 13,453 56,773 831,012 808,427 
Total Cars, 

I ilies ieee 61,405 56,737 65,818 337,874 5,065,783 5,481,949 
Total Cars, Trucks, 
i laieniiabicuie 1,180 2,457 3,069 9,806 355,617 326,914 
Grand Total, 


*Revised. Misceliancous includes Corbitt, Marmon-Herrington, Federal, 


Drive, ete. 


68,387 347,680 5,421,400 5,808,363 
Four-Wheel- 


N. B.: All U. S. totals Include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals; Brockway included 


in Mack totais. 





Imports Take 25,000 Feet 
For Chicago Auto Show 


CHICAGO. — Representatives of 
20 imported-car manufacturers 
have been allotted more than 25,000 
square feet of floor space for the 
50th Chicago Automobile Show, 
scheduled for Jan. 4-12 in the In- 
ternational Amphitheatre. 

U. S. makers selected 
several weeks ago for the ‘aon 


Most New Cars 
Bought by Avis 
To Have Options 


BOSTON.—More than 95 percent 
of the new cars to be purchased 
in 1957-1958 by Avis Rent-a-Car 
System will have power steering as 
| Well as automatic transmission, ac- 
| cording to Fred A. Mudgett, Welle- 
)sley, Mass., Avis vice-president. 
| He said these power accessories 
fare considered indispensible by an 
/overwhelming majority of car- 
Tental customers. 
| He made the announcement at a 
Se ae of Avis city managers in 




















| Boston 





ow. cars are purchased every 
pyear by Avis, he said. Cars are 
traded in after 12 to 15 months’ 
rvice, he added. 












which is sponsored by the Chi- 
cago Automobile Trade Assn. 

Names of the import representa- 
tives were drawn from a hat by 
Seymour Lewis, CATA general 
counsel, and choice of space was 
allotted in the order of the draw. 

The first name drawn was that 
of S. H. Arnolt, Inc., which dis- 
tributes Austin, Austin-Healey, 
Arnolt-Bristol, Bristol, MG, Morris 
and Renault. 

Arnolt chose 3,200 square feet in 
the new Donovan Hall. Use of Don- 
ovan Hall will bring total space 
available at the show to 500,000 
square feet, all at main-floor level. 

General Motors, which will dis- 
play its Vauxhall and Opel im- 
ports, chose the largest space— 
5,790 square feet in South Hall. 
Arnolt has the second largest 
display, followed by Ford Inter- 
national which will occupy 3,000 
square feet in South Hall. 

Other firms and makes and total 
space for each are: 

Studebaker- Packard (Mercedes- 
Benz), 2,775 square feet; Interna- 


tional Automotive Import (Citroen 


and Panhard), 2,480; American Mo- 
tors (Metropolitan), 2,235; Rootes 
Group (Hillman and Sunbeam), 
1,500; Jaguar Midwest, 1,275; Im- 
ported Auto Distributors (DKW), 
1,275, and European Motors, Inc. 
(Berkeley and Triumph), 1,275. 
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10.6% Gain Over °56... 


4,683,500 Cars Built 


=: =:|Kor 4th Best 9 Months 


(Continued from Page 1) 


expected to be down another three 
weeks. 

Industrywide output dropped to 
a new low for the year last week 
as Ford Motor, Chrysler Corp., 
S-P and AMC combined to pro- 
duce 52,217 cars. 

That’s 41.4 percent of AUTOMOTIVE 
News’ three-year index, compared 
with 42.4 percent on 52,365 cars a 
week earlier. It also represents a 
20.4 percent boost from the 43,369 
units rolled from the lines during 
the same week a year ago. 

Ford Motor, with Ford and 
Mercury building out on '57 models, 
turned out 35,505 cars last week, 
compared wih 40,625 units a week 


earlier. 
A BREAKDOWN of Ford opera- 
tions showed Edsel down from 
5,173 to 4,500 units; Ford division 
down from 30,873 to 29,500; Mer- 
cury with only its Metuchen (N. J.) 
plant working through Thursday, 
down from 4,063 to 920, and Lin- 
coln up from 516 to 585 assemblies. 
Edsel’s decline was due chiefly to 
the closing of lines at the Wayne 
plant where both Mercury and 
Edsel are made. 

Chrysler Corp. continued to pick 
up steam on ’58 model assemblies 
as it turned out 12,050 cars last 
week, compared with 3,816 a week 
earlier, when most of the corpora- 
tion’s division’s worked only three 
days. 


* > * 


slightly from 95 to 100 units. 


Both members of the Little 2 
showed gains last week as Packard 
started output of its 58 Hawk 
series. 

Although Packard put out only 
two cars jiast week, it marked the 
first time since the week ended 
Aug. 17 that the S-P unit has pro- 
duced a car, Studebaker turned out 
2,000 cars last week, compared with 
1,761 a week earlier. 

AMC’s output last week totalled 


BMC Distributors 
Urged to Build 
Good Service 


SAN FRANCISCO. — Long-range 
product, sales and service programs 
for American distributors of cars 
manufactured by British Motor 
Corp. were outlined here at a con- 
vention of major distributors by A. 
E. Birt, president of Hambro Auto- 
motive Corp. 

Hambro is the sole American im- 
porter serving a network of more 
than 500 U.S. distributors and 
dealers for the BMC line, including 
the MG, Austin-Healey, Austin and 
Morris. 

Birt urged distributors to avoid 
complacency resulting from a new- 
car demand which exceeds current 
supply. Owner good will, Birt said, 
can only be maintained by con- 
stantly improving after-sales serv- 
ice. 

He emphasized that the time to 
begin selling quality service is on 
the showroom floor at the time of 
purchase, pointing out that because 
of slow obsolescence it may be four 
or five years before an imported car 
is traded in on a new one. 

“Imported-car leadership by 
British Motor Corp. in building 
low-cost, high-performance, eco- 
nomical vehicles year after year is 
the result of enormous effort at the 
factory to meet the demands of 
automotive buyers around the 
world,” according to Birt. 

“It is up to us and our distribu- 
tors and dealers in the U.S. to 
match BMC’s manufacturing effort 
by providing the kind of sales and 
service which will keep American 
customers, not just satisfied with 
what they buy from us, but en- 
thusiastic.” 





2,660 units, compared with the 
previous week’s 2,412 assemblies. 
* * * 


M, THE only corporation com- 

pletely out of production last 
week, closed out its '57 model runs 
at Chevrolet and Cadillac the pre- 
vious week with 829 and 2,922 cars 
respectively. 

The previous week’s light build- 
out brought the corporation’s total 
production for the first nine months 
of 1957 to 2,103,757 cars, or 233,885 
units under the 2,337,642 assemblies 
during the same period a year ago. 

Pontiac, with 262,683 assemblies 
this year, as against 258,372, and 


Record Class to Enter 
School for Dealers’ Sons 


DETROIT. — Largest class in 
the 19-year history of the Chev- 
rolet Dealer Sons’ School registers 
Oct. 7 for the six-week course 
given selected retail personnel. 

W. E. Fish, general sales man- 
ager, reported 58 students, in- 
cluding six from Canada, will be 
trained in all phases of dealer 
operations. 
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Cadillac, with 120,913 compared 

with 114,993, were the only GM 
units to show output gaing over 

the January-September period a 
year ago. 

Showing declines were Chevrolet, 
down from 1,192,918 to 1,124,492 
cars; Buick, down from 427,313 to 
298,807, and Oldsmobile, down from 
344,046 to 296,862 units. 

Although it was considered too 
early to determine what effect 
it might have on output, a strike 
at its Muncie (Ind.) transmission 
plant, which builds four-speed 
transmissions, could affect the start 
of Chevrolet truck output, which is 
scheduled to get under way today 
(Monday, Sept. 30) on a graduated 
scale. 

Chevrolet’s closedown for change- 
overs plus inventory shutdowns all 
week at Willys and part of the 
week at White helped drop truck 
output to the year’s low of 9,188 
units last week, compared with 13,- 
453 a week earlier. 

affecting last week’s truck 
operations were light buildouts 
at Ford and slow buildups at 
Dodge, which is in its second week 
of 58 model output. Ford went 
down for changeovers Friday. 

Canadian car and truck opera- 
tions dropped to the year’s low of 
1,180 units last week as Chrysler 
and GM continued their change- 
overs on cars and Ford built out 
on its '57 line of cars and trucks. 

International-Harvester continued 
its truck operations last week and 
Studebaker-Packard returned to 
work after being down for more 
than a month for changeovers. 





U.S. Vehicle Registrations 
Put at 67 Million for ’57 


WASHINGTON. — Continuing a 
steady gain, U. S. motor-vehicle 
registrations are expected to reach 
67,204,000 for 1957, according to 
Bertram D. Tallamy, Federal high- 


way administrator. 

The estimate was prepared by 
the Bureau of Public Roads of 
the Commerce and 
is based on reports of state reg- 
istration agencies. 


Passenger cars are expected to 


McLaughlin Goes 
To Coast for Ford 


DEARBORN.—M. S. McLaughlin 
has been appointed Western re- 
gional sales manager for Ford 
Motor Co. 

McLaughlin, who has been with 
Ford since 1946, 
replaces Walter J. 
Cooper, who has 
been named Ford 
division general 
sales manager. 
Headquarters of 
the eight-state 
Western region 
are at San Jose, 
California. 

Before his ele- 
vation to regional 
sales manager, 
McLaughlin was executive assistant 
to the general sales manager. Mc- 
Laughlin became associated with 
Ford in Chester, Pa, as a sales 
trainee, on July 15, 1946. He was 
promoted to assistant regional sales 
manager of the Southeast region in 
January, 1953, and five months later 
he was transferred to a similar post 
in the Northeast regional sales of- 
fice at New York. In June, 1954, 
he was named executive assistant 
to the regional sales manager and 
in April, 1956, became executive 
assistant to the general sales man- 
ager. 


Timken Moves 
Detroit Operations 


DETROIT.—The automotive sales 
division of Timken Roller Bearing 
Co, has moved its sales office and 
warehouse here from 3107 W. Grand 
Blvd. to 16101 Schaefer Highway at 
the corner of Puritan Ave. 

District sales offices of the steel, 
industrial and service-sales divi- 
sions will also make their offices at 
the new address. 

The new offices and warehouse, of 
brick construction, contains 15,000 
square feet of floor space; 8,000 
square feet for warehouse space 
and 7,000 square feet for offices. 





M. S. McLaughlin 


number 56,101,000, an increase of 
3.3 percent over the 54,332,295 reg- 
istered in 1956. The truck-and-bus 
figure was put at 11,103,000, up 2 
percent over last year’s 10,880,215. 

Recent annual increases in total 
registrations have been: 1953, 5.7 
percent; 1954, 4.1 percent; 1955, 7.2 
percent, and 1956, 4 percent. 

The figures showed that Florida 
again leads in expected increase in 
total registrations with 10.5 per- 
cent, followed by Arizona, up 84 
percent, and a up 6 percent. 

27 states are 
expected to iF one million, 
and seven states are expected to 
top three million. 

Leading the nation in total regis- 
trations is California with 6,829,000. 
Others expected to be over three 
million are New York, Texas, Penn- 
sylvania, Ohio, Illinois and Michi- 
gan. 

Estimate of 1957 Motor-Vehicle 

Registratio 


ns 
Trucks, 

State Cars Buses Total 
Ala. 919,000 216,000 1,135,000 
Ariz. 383,000 106.000 489,000 
Ark. 442,000 193,000 
Calif. 000 997,000 6,829,000 
Cole. 631,000 183,000 814,000 
Conn. 838,000 126,000 1,014,000 
Del. 130,000 38,000 16% ,.000 
Fis. 1,685,000 000 
Ga, 1,068,000 257,000 1,315,000 
Id. 239,000 99,000 338,000 
1. 3,067,000 437,000 3,504,000 
Ind. 1,583,000 337,000 =i, 

In. 1,216,000 
Kans. 827,000 272,000 #8 1089. 
Ky. 882,000 224,000 1,106,000 
La. 850,000 216,000 1,066,000 
Me. 277,000 73,000 358, 
Md, 393,000 141,000 81,034,000 
Mass. 1,486,000 193,000 1,679,000 
Mich. 2,830,000 000 86.3, 225,000 
Minn. 1,196,000 1,462,000 
Miss. 138,000 674,000 
Mo. 1,270,000 322,000 1,592,000 
Mont. 244,000 111,000 355,000 
Neb. 000 153,000 660,000 
Nev. 114,000 35,000 149,000 
N. H. 14%, 000 000 232,000 
N. J. 1,918,000 271,000 2,189,000 
N, M. 269,000 367,000 
N. ¥. 4,302,000 519,000 4,821,000 
N. C, 1,255,000 312,000 1,567,000 
N. D. 214,000 104,000 318,000 
0, 3,361,000 441,000 3,802,000 
Okla. 306.000 1,071,000 
Ore. 737,000 78,000 815,000 
Pa. 3,429,000 543,000 3,972,000 
R. I. 235,000 323 000 
8, C. 679,000 154,000 

8s. D. 242,000 39,000 331,000 
Tenn. 942,000 218,000 1,160,000 
Tex, 3,234,000 000 000 
Utah 297,000 73,000 370400 
vt. 128,000 16,000 144,000 
Va. 1,134,000 228,000 1,362,000 
Wash. 992,000 235,000 1,227,000 
W. Va. 464,000 127,000 591,000 
Wis. 1,220,000 254,000 1,474,000 
Wye. 124,000 a 181,000 
Dist. Col. 176,000 198,000 

Total 56,101,000 11,168,000 67,204,000 

1. These es by the 
Bureau of Public Renae 2 on the basis of 
State reports of motor 


Registrations 
table MV-1, 1956, 














Inside Motor Sports 


Conversion Business 


‘Dying a Slow Death’ 


facturing business became finan- 
cially infeasible after a few years, 
and Cunningham now heads Jaguar 
Cars North American Corp. 


* * * 


‘Little LeMans’ in U. S. 


Something new in road-type 
racing has beén set for Oct, 12 
at the 1%-mile Lime Rock (Conn.) 
race course, a 12-hour “little Le- 
Mans” endurance race for the 
small production cars. 

All manufacturers of the so- 
called economy cars have been 
invited to enter three cars each. 
First entries were from DKW, 
Morris, Renault, and Volvo, 


* * + 


Eprror’s Note: One of the na- 
tion’s leading authorities on auto 
racing and motor sports, Don 
O'Reilly, will write a special 
twice-a-month column for Auto- 
MOTiIvE NEws. 

After 10 years with the Wash- 
ington Post, O’Reilly in 1947 de- 
veloped the nation’s first motor 
sports magazine, Speed Age. 

His twice-weekly column, “In- 
side Auto Racing,” is syndicated 
in daily newspapers. 

* - * 


By Don O'Reilly 


ee man who pioneered the in- 
stallation of Fordillac and 
Studillac conversions Says that 


business “is dying a slow death” " 
Corvettes in Nassau Race 


second-place winner at Indianapolis 
this year, and Jim Jeffords of 
Milwaukee. 


* * sl 


Americans Challenged 


MERICANS have been chal- 

lenged to build a car capable 
of competing in European grand- 
prix races, with a $10,000 bonus 
offered. 

Juan Manuel Fangio, world rac- 
ing champion, issued the $10,000 
challenge to any U. S. driver who 
can finish in the top five in a grand- 
prix race on the famed Nurburg- 
ring course in Germany. 

Earlier, Fangio had been of- 
fered $6,500 if he could finish in 
the top five at Indianapolis next 
May 30, driving an European- 

built car, or $4,000 if he could ac- 
complish the feat in an Ameri- 
can-built race car. 

The money is a private bonus, 
over and above the usual speedway 
prize money. 

It is generally conceded that 
European cars are not suited for 
U. S. speedway type races, nor are 
U. S. speedway cars suited for the 
twisting and turning European 
road courses. 
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Edsel Appears on TV— 


The new Edsel was introduced to television viewers in Northeast Mississippi and 
Western Alabama during a special program on WCBI-TV in Columbus, Miss. Appeor- 
ing on the telecast were Lovis Nabors, owner of Nabors Edsel Soles, Inc.; Jim Murff, 
dealership manager, and Sam Edmiston, Edsel representative. Varied camera ongles 
showed viewers the interior of the car, the luggage space, the engine and the ex- 
terior views, while announcers described the car's feotures. 














now that auto manufacturers are 
putting out such potent stock 
powerplants. 

William Frick now operates Bill 
Frick Motors, Inc., Rockville Cen- 
tre, N. Y.; sports car and super- 
charger sales and 
service and ex- 
clusive U. S. dis- 
tributor of Kieft 
autos. 

Frick recently 
installed a 1957 
Chrysler 300C en- 
gine in a 1941 
Cadillac, using 
the original Cadil- 
lac standard 

; transmission. “A 
Omeity real sleeper,” he 
says, “as the car outside is abso- 
lutely stock.” 

He also put a 1957 Cadillac en- 
gine in a Kieft sports car. 

It was the success of the Frick- 
Tappett conversions a half-dozen 
years ago that attracted the at- 
tention of Briggs Cunningham, 
then planning to build an all- 
American sports car. 

The sportsman lured Frick and 
his partner, Phil Walters, then an 
ace midget car race driver under 
the name of Ted Tappett, and 
moved the Long Island shop, 
equipment and personnel to West 
Palm Beach, Fla. 

The Cunningham sports car won 
recognition in races in this country 
and Europe, and Frick was once 
honored nationally as the auto 
racing “mechanic of the year.” 


However, the sports car manu- 
AMC Sales Sights 
Set at 180,000 


(Continued from Page 2) 


price-cutting plan suggested by 
UAW President Walter Reuther to 
the Big Three. 

7 . * 


eet asked the Big Three 
to reduce the price of 1958s by 
$100 at wholesale and said that the 
UAW would consider the effect of 
the reduction on the companies’ 
financial condition in shaping 1958 
demands. 

Calling Reuther’s plan “abso- 
lutely impractical,” Romney said 
the UAW plan starts with a re- 
,ducti-n in prices and promises 
possible cost-cutting moves later. 

He pointed out that the AMC 
plan starts with. cost-cutting. 





With Chevrolet 25 Years— 


PAIR of fuel-injection 1958 
Chevrolet Corvettes have been 
entered in the Nassau (Bahamas) 
sports-car speed week Dec. 1-9. 
Bill France, president of NASCAR, 
and ace driver Curtis Turner are 
entered in one Corvette. The other 
will be driven by Jim Rathmann, 





Engineer Urges 
3-Way Approach 
To Safe Driving 


ROANOKE, Va.—A Ford Motor 
Co. engineering executive proposed 
a threefold approach to safer 


transportation through wider use SALESMAN - 


of seat belts and other safety 
equipment, improved roads and 
uniform traffic regulations and con- 
tinued progress in the design of 
motor vehicle controls. 

Victor G. Raviolo, special assist- 
ant to the engineering and research 
vice-president, asked the American 
Assn. of Motor Vehicle Administra- 
tors to cooperate with the auto in- 
dustry in accomplishing these aims. 
He spoke before the group’s 25th 
annual meeting in Roanoke. 

Stressing the importance of seat 
belts, Raviolo cited data compiled 
by Cornell University researchers 
which show, in a sizable sampling 
of accidents, that 75.5 percent of 
riders without seat belts suffered 
some injury. In identical accidents, 
he said, only 29.9 percent of the 
persons wearing belts were injured. 

He said wider dissemination of 
such research findings could be one 
way of educating more motorists to 
use seat belts. 

Raviolo emphasized the need for 
cooperation in research leading to 
the building of better, safer roads. 
He also advocated adoption of uni- 
form traffic regulations adminis- 
tered by the various states. 

Raviolo explained a new design 
concept aimed at a closer integra- 
tion of driver and vehicle. 


“Under this concept, the driver is 
no longer a detached part of a 
whole,” Raviolo said. “All controls 
and instruments needed for the 
safe guidance of the car are at his 
finger tips, and the road he drives 
on has been built so that a mini- 
mum of effort is required to drive 
on it.” 
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DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING FORD north 
Texas town 14,000 population. City has 


HELP WANTED 





~ Experienced in selling re-| 


Placement parts, hardware, accessories | 


to new car dealers and fleet accounts in| industries; county in midst large oil pro- 
eastern Pennsylvania. Established terri- | duction and diversified farming and 
tory. High earnings assured through at-| ranching. 250 car potential. Has been 


one of best money making dealerships in 
state. Low parts inventory, and will sell 
modern shop and office equipment right 
Will lease building at fair price. Must 
have factory approval. Hillburn Motor 
Co., Gainesville, Texas. 


AGENCY HANDLING BUICK southern 
Iowa industrial town of 40,000. 300 
Buicks in 1956—S800 used cars. Large 
shop absorption. Pontiac dual available 


Have other interests. R.E. sale or lease; 


tractive sales program and liberal com- | 
mission. Only those with following need 
apply. No objection to non-conflicting 
side line. Box 7552, c/o Automotive News, 
Detroit 26. | 








SALES MANAGER OR SALESMAN: Fully 
competent all phases sales, prospecting 
through closing. Presently sales manager 
200 car GM dealership. Present oppor- 


OWN YOUR OWN 


BUSINESS tunities limited. Family man, college| factory approval necessary. Write Box 
educated. South or southeast only. Box 7543, c/o Automotive News, Detroit 26 

7540, c/o Automotive News, Detroit 26.| DEALERSHIP HANDLING BUICK in 

. : : ._ | FOREIGN CAR SALES MANAGER, age| prosperous Virginia town of 18,000. 150 

We will put you in business for your 28, eight years’ experience. Presently car potential. Owner has other interest 
employed large midwest distributor. Ex- only reason for selling. Box 7546, c/o 





No Second oldest 
company selling 1 year guarantee to 
dealers. Our men earn substantially 
over $10,000 per year: F. Lyons, 
Tampa, Fia., earning $15,000 yearly; 
M. Dallas, Boston, Mass., doing 
$17,000. Approved nationally by deal- 
ers. Repeat sales on the increase. Send 


self. investment. 


Automotive News, Detroit 26. 


HANDLING GM AND AMERICAN 
MOTORS DUAL—Corner location—Ample 
room for expansion. Growing locality. Box 
7553, c/o Automotive News, Detroit 26. 


DEALERSHIP NOW HANDLING BUICK 
—125 car deal. Beautiful Shenandoah 
Valley of Virginia. Offered larger dealer- 
ship; must move this one first. Replies 
Strictly confidential, Box 7500, c/o Auto- 
motive News, Detroit 26. 


VOLVO 


FRANCHISE AVAILABLE 


Sweden's “hot” new model sports sedan 
with 85 h.p.—the family car with speed, 
comfort and economy. Swedish buwilt-to- 
last precision, sports car handling and 
VOLVO dealerships now 


ceptional product knowledge. Willing to 
relocate. Box 7541, c/o Automotive News, 
Detroit 26. 


with large dealers, desires change—East- 
ern seaboard or southeast preferred. Box 
7542, c/o Automotive News, Detroit 26. 
SERVICE MANAGER—Capable any car. 
Complete service phase covered. If you 
want one of best call MUtual 7-9912, 
Lakeland, Florida. Best of references: | 
Available immediate interview. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING LINCOLN- 
MERCURY in central Ohio county seat. 
Excellent ‘‘stimulator-type’’ location for 
aggressive operator, fringe of large met- 
ropolitan market. Buy equipment and 
parts (all current) for under $20,000. 
(Dealership netted more than this in 
1956.) No blue sky. Death of owner 
forces sale. Box 7545, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING Dodge-Piym- 
outh-Dodge trucks. Established over 30 
years. More than full county exclusive 
Chrysler Corp. franchise. Approximately 
7,900 sq. ft. under roof. Trained person- 
nel, low overhead, good parts and service 
business. Potential 100-150 units. Excel- 
lent reputation and customer loyalty. 
Fine home available. Owner leaving Indi- 
ana for health reasons. Price: Inventory 
—apprx. $19,500. Box 7544, c/o Automo- 
tive News, Detroit 26. 


complete details stating experience. 


Sure-Car of America, Inc. 


Main Office: 


Dept. E, Sea Cliff, N. Y. 
(See our advertisement on Page 5!) 








performance. 
available in our territory: Alabama, Ar 


SERVICE MANAGER — Central Florida 
“Big 3°’ dealer, selling 350 new cars an- 
nually, needs heavy executive. Will pay 
$7,200 salary plus liberal bonus to proven 
performer. Send resume and snapshot. 
Will phone you immediately if qualified. 
Box 7539, c/o Automotive News, De- 
troit 26. 


WANTED: NEW AND USED CAR SALES- 
MAN. Must be experienced, capable and 
of good character. Nash Rambler agency 
doing a large volume of new and used 
cars, 
Apply in person, 


kansas, Kansas, Louisiana, Mississippi, 
Missouri, Oklahoma, Tennessee and Texas. 
For information write or wire: 


SWEDISH MOTOR IMPORT 
Milam Telephone CA 49456 
Houston, Texas 





located 30 miles east of Chicago. 
phone or write Gary 
Auto Exchange, 1976 Broadway, Gary, 
Indiana. Phone: TUrner 2-4926. 


WANTED: SHOP FOREMAN MECHANIC. 
Nash Rambler, Studebaker - Packard 
dealership located 30 miles east of Chi- 
cago. Must be experienced mechanic able 
to handle shop and parts. Apply in per- 
son, phone or write Gary Auto Exchange, 
1976 Broadway, Gary, Indiana. Phone: 
TUrner 2-4926. 















MANAGER 


This firm offers an outstanding opportunity and a 
splendid future for the kind of man that can qualify. 
He must be a high calibre, executive-type business 
man with ability to organize, direct and inspire a 
top-flight organization to sell America's leading 
automobile. Location Eastern Seaboard. Potential 
2,000 new units. 


Write brief resume of background—with picture. 
































SALESMAN 


Experienced automotive salesman to sell 
aluminum products to Automotive Manu- 
facturers. Company car, excellent benefits, 
with large, aggressive company in rapidly 
expanding industry. Selary depends on 
experience. College education reqvired. 






















These Chevrolet dealers in the North Texas crea were awarded plaques at « 
seceat meeting at General Motors Training Center, Dallas, commemorating 25 yeors of 
@atinvevs operation as Chevrolet retailers. From left are W. N. McMillan, Hughes 
Springs; W. A. Dobson, Clarksville; H. L. McKaig, Gledewoter; A. M. Russ, Albany; 
Max Jorvis, Troup; R. R. Jones, Stephenville, and J. C. Rice, Dalles zone service man- 
ager, who presented the awards. 


Send resume showing ege, education and 
experience to Box 7549, c/o Aviomotive 
News, Detroit 26. 


Box 7550 
c/o AUTOMOTIVE NEWS 
Detroit 26, Michigan 
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DEALERSHIPS AVAILABLE 


ee 
DEALERSHIP NOW HANDLING MER- 
Texas 





CURY, 25,000 recreational area 
town—trade area 150,000 combined with 
another lucrative franchise. 
parts (mone obsolete), accessories 
movable equipment, air-conditioning, 
heating system. Net ‘including owner’s 
salary since April ist, $8,937.00. Build- 
ing and lot lease $260 per month, 3% 
years with option. Reason—opening larger 
deal, Box 7512, c/o Automotive News, 
Detroit 26. 


— 
DEALERSHIP ESTABLISHED 20 YEARS 


handling Pontiac—300 car deal in metro- 
politan district af northern New Jersey. 
Excellent location, beautiful used-car lot. 
No accounts receivable or real estate to 
buy. Box 7529, c/o Atitomotive News, 
Detroit 26. 





SIMCA 


Dealerships Available in 


Iinois Michigan 
Indiana Ohio 
THE NEWEST, MOST EXCITING 


EUROPEAN CREATION 
Write, wire or call 
E. B. JONES MOTOR CO. 
DISTRIBUTORS 


Simca Sales Division 
2001 State, E. St. Lowis, Iilinois 
BR 1-2782 





FOR SALE. Northern New England dual 


AGENCY HANDLING PONTIAC, 


WANTED: 


dealership handling Cadillac. Serving 
trading area of 60,000 population. Mod- 
ern building with adjoining large used- 
car lot. Ample customer parking space. 
Building for sale or lease. GM factory 
approval necessary. Reason for selling, 
full time interest in Florida. Box 7527, 
c/o Automotive News, Detroit 26. 


central 


Pennsylvania. Lease or sell real-estate. 
New building. Calvin H. Dager, 101 8S. 


George St., York, Pa. 
DEALERSHIP WANTED 





WANTED—CHEVROLET OR FORD deal. | 
50 mile radius Balti- 
desired. Box 7547, c/o Auto- 


Factory approval. 
more, Md., 
motive News, Detroit 26. 





DEALERSHIP WANTED — CHEVROLET | 


— to 300 potential. Eastern Pennsyl- 
~~ or New Jersey. Factory approval 
assured. Box 7548, c/o Automotive News, 
Detroit 26. 





WESTERN STATES franchise. 
Any size, any price. Cash. Factory ap- 
proved. Replies held in confidence from 
7422, c/o Automotive 





CHRYSLER AND PLYMOUTH over 600 
car deal wanted in Western states area. | 
All replies held in confidence. Box 7503, 


c/o Automotive News, Detroit 26 





desires foreign motor car for | 


Washington, 


Investment Co., 


LARGE DISTRIBUTOR 


5702 LaJolle 


Bivd., LaJolla, California. 





| Berkeley 4, Calif. 





Oregon and/or | 
North California. Phone GL 4-0178 | 


or write Distributor, c/o Beatty | 















the Mississippi. 







1 week. 










investment. 







IMinois. 











Detroit Lakes, Minnesota. 


Earnings are strictly commission but are high. At the end 
of this 6 month campaign the best producers will be 
awarded lifetime contracts in exclusive territories, without 


This is not a bonded warranty program. 


Field training will take place in Ohio, Tennessee and 


Write or wire all details, including phone number, to 
SALES ENGINEERING INSTITUTE, 


DEALERSHIP WANTED 





CADILLAC 


200 or More 
Exclusive, 


c/o Automotive News, Detroit 26. 





BUSINESS OPPORTUNITIES 


Outstanding 
Opportunity 


for ambitious man with automo- 
tive sales and service background 


If you have a successful background in 
automotive sales and service . . . if 
you want a job with a challenging fu- 
eee contact: 
Inc., the only 


venue, Springfield, 
Seles “pei "in strictest ¢ 








DEALER SERVICES 


MILITARY BUSINESS 
— Got Your Share? — 
Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 





Get low, money saving, financing rates. 


Take immediate delivery. 


We specialize in such transactions on a sim- 


plified, no trouble, without recourse basis. 


MILITARY FINANCE CO. 
502 Tioga Bidg., 2020 Milvia 


“wi —— Sa, Mi 
‘or: i , for itery 








INVENTORY SERVICE 


Parts and Accessories 
2B CERTIFIED REPORTS & 
@ Obsolescence Disclosed 
@ Shortage or Overage Established 
@ Inventory Investment Evaluated 
@ Analysis of Methods and Procedures 


Full time experts. No pick-up part time help. 


Call or write for service details 


Automotive Inventory Service Co. 
WE 3.6445 | 


10040 Freeland Detroit 27, Mich. 





CARS FOR SALE 


WHOLESALE 
Used Cadillacs 


leok over ovr large inventory 
Ask for Ralph Sovel 


CHARLIE’S OLDS-CADILLAC 











WE WANT 40 MEN WITH CARS 
WHO ARE FREE TO TRAVEL 
AND CAN START IMMEDIATELY 


To take part in a FACTORY RECOGNIZED CAMPAIGN, 
calling on CHRYSLER PRODUCTS DEALERS ONLY. Men will 
sell behind letters of introduction from Chrysler, DeSoto, 
Dodge and Plymouth Regional Managers in area East of 


Men must be high-type, well financed, good talkers and 
with wide automotive experience. Those selected will be 
trained in the Field and start selling and earning within 


INC., P. O. Box 150, 


aggressive area preferred — 
Ample cash and factory approval assured— 
Replies absolutely confidential. Box 7551, 


THornwall 5-2275 | 


















CARS FOR SALE 


1956 
DODGE-PLYMOUTH-FORD 
EX-TAXIS 


Painted Stock Car Colors 


AS LOW AS $390 


Heater, De- 
froster, All Good Rubber, Some With 
Power Steering. 


Quantities from 5 to 500. 


Automatic Transmission, 


Straight Bodies, Good Grilles 
EASY TO CONVERT 


Write—Wire—or Phone 
Harold Peterfreund or 
Manny Mouber 


FUTURE MOTORS INC. 


37-01 Queens Blvd. 
Long Island City, N. Y. 
ST 4-635! 
N. Y.’s Largest Volume Taxi Dealer 





MONEY MAKERS! 
* 


1956 
PLYMOUTHS 


with Power-flite 


NOW *395 


Limited Quantity . . . First 
Come ... First Served! 


All 4dr. ex-taxis with heater/defroster, 
good tires, clean. Most in service only 
8-10 months; some have Power-Steering. 


Don't woit . . . call, wire or write 


HALL PLYMOUTH CORP. 


B’way & 134th St. NEW YORK 
Call Ed Hogan at ADirondack 4-6000 





Foreign & Sport Cars 


New York's largest foreign car whole- 
saler must dispose of a terrific group 
of one-owner, low-mileage cars taken 
in trade against Mercedes-Benz and 
other expensive cars. Our top-heavy 
wanes brings = @ real oppor- 
tunity for some sharp buys . . . all 
makes, years. 


Mercedes-Benz Division 


Studebaker-Packard Salon 


1751 Broadway, N. Y. 19 JUdson 2-5123 
New York's F Cer 





CARS WANTED 


sines, ambulances and hearses. Must 


sharp. Ridgway, Belmont 4-6611, case 


N. E. Sandy, Portland 12, Ore 


PARTS WANTED 





WANTED 
OBSOLETE PARTS 
Gears, Ring Gear/Pinions, Chassis Parts, 
Blocks, Etc. 

WE PAY CASH 
Please submit list. 

FIMEX CORPORATION 
261 Broadway 





ANTIQUE CARS FOR SALE 





FOR SALE—1915 DODGE 


TOURING CAR 


Ready to drive away—solid body, new 
tires, motor in good shape. This is a real 
buy for a collector of antique cars. Con- 
tact Sandy Miller at 


B. W. Blaushild Motors 


16333 Kinsman Rd. 





SEVEN PASSENGER CADILLAC —_ a 


New York 7, N. Y. 


Shaker Hts., Ohio 
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BURROUGHS F100 Sensimatic Accounting 
Machine for sale. Ready to perform a 


new. Reply Fred Duncan, Hillsdale, Mich, 


TRUCK DECALS; 





The New Look! — 100 Bumper Kit 
Refinish bumpers, grilles, 
Anyone can apply. Ideal for customizing in- 
side or out. Cost less than 20c a bumper. 


OFFICE EQUIPMENT FOR SALE 


ership accounting and payroll. Good 


DECAL TRANSFERS 


ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio. 
MISCELLANEOUS 


CHROM RE-NU 


wheel discs, 


Rustproof, guaranteed one year. 


100 bumper kit only $19.75. Special 2 kit deal 
only $24.50. Write for quantity prices. Send 
check or money order—kit will be sent post- 


paid, Also agents wanted. 





“LIQUID GALVANIZE” 


Chrom Re-Nu Sales 
2400 Stevens Dr., N. E. 
Albuquerque, New Mexico 


dercoating primer, 
face. $18.00/gal. 


Box 376, 
Mass. 


Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY... $545 sis: 
Soe canine S645 
BRAKE HOOK-UP.......... 
aoa. —— 

to-Bumper T 


— 
Up Intre-State Tow Bar 


TowKinG ,.":'0, 45% 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
AN 3-8888 


DE 2-0700 Nites: BA 1-8717 


Call Collect "5,20", arse 
40 So. Clinton St., Chicago 6, Ill. 





no charge for sketch; 
durable, brilliant colors. Write for sam- 


etc. 


for mufflers, un- 
any rusty steel sur- 
Cohasset, 


BLUE ® CHIP 
TOW- PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


Lc 
DEALERS’ SPECIAL (F.0.B, Factory Net) 
$52.35 Fed. Tax included 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 
Less Guide Cables 


GUIDE CABLES 
DEALERS’ SPECIAL (F.0.8. Factory Net) 
$9.90 Fed. Tax Included 
® & 

THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 


Liberal Qua Discounts 
To Slettetone 


Write for Illustrated C 


atalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
‘Leaders in the Industry 


Since 1939" 


FOR QUICK RESULTS 
USE AUTOMOTIVE NEWS 
WANT ADS 











DEALER SERVICES 






































starting supply of forms. 


16600 Puritan Avenue 


“Work Pattern” 
For Salesmen 


Having trouble getting salesmen to do the things they should? You're 
not alone. Here's a pattern to organize their work that is so simple a 
child could do it. Salesmen like the relief from red tape. No daily re- 
Port, no tedious advance planning. Automatic in its operation for the 
small dealer or the sales manager. Gives a weekly comparison of per- 
formance of all phases of salesman’'s efforts. 


DEALER'S PRICE OF “WORK PATTERN"... 
PLUS STARTING SUPPLY OF FORMS..................... aneeeee 9.40 


TOTAL DEALER INVESTMENT...................-...----.-----0-- 
Mail your check today. You'll save the cost the first month. 


AUTOMOTIVE ENTERPRISES 


Retail Research Specialists 


Comes complete with 


anne $14.85 





$24.25 





Detroit 38, Mich. 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 


All Other Countries — One Year $12 [] or Two Years $20 [J 
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TO THE ENGINEERING STAFF: 
How many of these facts do you Know about the new 
SEALED POWER STAINLESS STEEL OIL RING? 


It holds full tension at engine operating temperature. 
It's highly resistant to corrosion. 

It's side—sealing because of axial pressure of 
expander. 

Ring tension is derived independent of piston groove 
depth. 

Radial pressure against cylinder wall guarantees 

maximum oil control. 

Chrome—faced side rails double normal ring life. 

Easy assembly 

It's now being used exclusively by a million-—car-—a—year 
manufacturer. 


The Sealed Power engineers will be happy to give you the 
complete story about this amazing SS-—50U Stainless Steel 
Oil Ring. They've got all the facts and figures, including 
performance data in cars of one of America's largest 
builders. 


d THE FIRST 


tainless 
Steel. 


OIL RING 


piston ring can do t 


_S. Patent 
oe. 2,789,872 


Does things 00 other 





